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A Study in Oil Marketing Efficiency Setroir 


Every marketer strives for marketing effi- 
ciency—each approaching the problem in his 
own way and coming up with the answer which 
appears to best fit his operations. But no one 
has a monopoly on new ideas, so it can be as- 
sumed that almost every program building to- 
ward marketing efficiency can be improved. 
A free exchange and discussion of ideas on 
marketing practices can contribute to higher 
standards for the whole industry and conse- 
quent reduction in distribution costs. 

One large oil company—Standard Oil of Calli- 
fornia—not long ago completed « series of stud- 
ies on marketing efficiency. This spring the 
company informed the API Marketing Commit- 
tee it wanted to make available to all in oil 
marketing the results of several of these studies. 

Because NPN feels the information contained 
in California Standard’s studies can prove bene- 
ficial to the entire industry and to the consuming 


Planning for Profit—Trucks 


The motor transportation phase of planning for profit 
s discussed by NPN staff writer in an article which as- 
sembles a set of principles designed to guide the mar- 
keter in planning replacement or expansion of truck 
‘leet equipment. Operations managers of six major 
il companies and 12 representative Independent job- 
ers contributed their viewooints and ideas on the sub- 
ct. P. 39. 


Merchandising Forum in TBA Section 


NPN’s TBA Section features third in a series of articles 
oil company TBA specialists bearing on the selection 
the right merchandise for service stations. This week 





public, and with the hope that the California 
company’s action will encourage others to publi- 
cize similar studies, NPN has prepared a series 
of five articles reporting on the findings of these 
research efforts. 

The first in the series (starting on P. 24 of this 
issue) deals with “Manpower Utilization” and 
provides a good example of benefits in a per- 
sonnel performance budget. 


Subsequent articles will discuss: 


1—Stock control—a comprehensive program 
designed to minimize product losses. 

2—Credit incentive plan— system showing 
credit ratings on a comparative basis. 

3—Audit incentive plan—system scores district 
management on efficiency. 

4—Low cost operation and large deliveries— 
a study in reducing per gallon delivery cost to 
a minimum. 


a TBA sales manager for a major company tells how 
the reavirements of both consumer and dealer govern 
P. 35 
.. . Another in a series of discussions on TBA display 


the type of program to be set up at a station. 


shows how one oil company has devised a method per- 
mitting wide versatility in window displays at service 


P. 38. 


NPN Fuel Oil Section 


Study of natural gas transmission facilities indicates 


stations. 


slow but steady expansion and points to continued in- 
crease of competition for old, established oil heating 
areas. Breakdown given of cities over 50,000 popula- 
tion intending to be served by natural gas facilities 
soon. P. 42. 






















READILY REPLACEABLE MEASURING ELEMENT 


—reduces down-time on 
loading racks and pipe lines 


Though seldom required, periodic inspection and cleaning of the 
new Brodie BiRotor Meters is easily accomplished without removing 
the meter from the line or disturbing existing line connections. A 
complete and interchangeable measuring unit, compactly mounted 
within a welded All-Steel meter housing is readily accessible at all 
times. By simply installing a spare measuring element, loading rack 
and pipe-line shutdowns are reduced to a minimum. All-Steel hous- 
ing avoids damage from shocks and impacts, further contributing 
' : sagt ; ALL-STEEL HOUSING 
to longer trouble-free service life. Designed for high sustained ac- 
— - : : PRECISION DRY ADJUSTMENT 
curacy and efficiency, Brodie BiRotor Meters are built to last. In- 
vestigate fully, today. Write for complete details. STREAM FLOW DESIGN 


FRICTION-FREE OPERATION 


TRUE-ROTARY PERFORMANCE 


ALL-STEEL 


RODIE Bikol" METER 


RALPH N. BRODIE CO., INC. 61ST & LOWELL, OAKLAND 8, CALIFORNIA 
Division Offices: CHRYSLER BLDG., NEW YORK CITY + 59 E. VAN BUREN, CHICAGO S + 2101 S. SAN PEDRO, LOS ANGELES II, CALIFORNIA 
302 SOUTH PEARL ST., DALLAS 1, TEXAS + 221-9TH AVE. NORTH, SEATTLE 9, WASH. » REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 



































Ask any farmer. The seed corn, the 


| corn he'll use to plant next year's crop, 


\ : ; . ' 

\ is the most important thing he raises. 

3 Not only this, he saves for seed the 
= most perfect ears he has. For he realizes 


that only in this way can he improve the 
quality and abundance of his yield. He'd 
never turn his seed corn into muffins, 


however much he liked muffins. 


A company such as ours saves seed 
corn, too. Our profits are our seed corn. 
From our profits, after taxes, we take a 
major part and plan for our future expan- 
sion. This seed corn or “profits” quickly 
becomes “capital” and it goes to work 
immediately. It creates jobs. It builds new 
refineries, lays new pipe lines, discovers 
new oil wells, improves products for you. 


The public we serve is now asking for 





50° more petroleum products than before 
the war. These re-invested profits are 
needed to enable us to increase supply 
and render better service to growing 


industry and the community. 


All this is a “system”. A system that ' 
creates jobs, supplies needs, keeps 


America the land of good living it is. 


Do you know of a better “system” ? 


FLEET-WING CORPORATION 


1438 MIDLAND BUILDING e CLEVELAND, OHIO 


---THE JOBBER BRAND 
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Lead Cm 


YOU'LL HARVEST an extra margin of profit when 


Now's the time to get all the facts about smooth running, 
your lines are guarded by Pittsburgh Rotocycle me- durably accurate Rotocycle meters. Write today for in- 
ters. For the Rotocycle way is the sure, safe way to formative literature. 
account for every gallon you handle. Rotocycle 
meters stop leaks and spillage; catch inaccurately 
calibrated tank compartments. They eliminate mis- 
takes common to gauge reading. And they prevent 
unauthorized withdrawals. 
You can't buy better designed, better built meters. 
They work for you 24 hours a day—cost surprisingly 
little—usually pay for themselves out of savings in a 


few months time. 


PITTSBURGH EQUITABLE METER DIVISION 
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ee ee INDUSTRY 


COMING MEETINGS 


SEPTEMBER 


New York Oil Heating Assn., Hotel Statler, 
New York, N. Y., Sept. 12. 

National Truck Tank & Trailer Tank Insti- 
tute, Wentworth-By-The-Sea, Portsmouth, 
New Hampshire, Sept. 12-13. NEWS SECTION 
The Oil Industry TBA Group, Midwest section, 
Chase Hotel, St. Louis, Mo., Sept. 12-13. 
Society of Automotive Engineers, National 


eo aoa Schroeder, Milwau- FEATURE INDEX 


National Congress of Petroleum Retailers, 
Inc., annual convention, Atlanta Municipal 7 , E f . ticles a i 
Auditorium, Atlanta, Georgia, Sept. 13-15. MANPOWER UTILIZATION—First in series oO! five articles on stud 

American Petroleum Institute Lubrication ies of oil marketing efficiency deals with manpower utilization 
Committee, Division of Marketing, The - ‘ 

Traymore, Atlantic City, N. J., Sept. 14-15. and provides a good example of benefits possible under a per 

National Petroleum Assn., Hotel Traymore, Fe 1 f bud 
Atlantic City, New Jersey, Sept. 14-16. sonnel periormance udget 

Liquefied Petroleum Gas Assn., North Eastern 
D —' Hotel Statler, New York, N. Y., TBA SECTION—Major company TBA sales manager tells how re- 
Sept. 15-16. 

National Butane-Propane Assn., Jefferson Ho- quirements of both consumer and dealer govern the type o! pro- 
tel, St. Louis, Missouri, Sept. 19-29 b : ‘. . 

American Association of Oilwell Drilling Con- gram to be set up at a service station 
tractors, ninth annual meeting, Dallas, Tex., 
Sept. 19-2 


- PLANNING FOR PROFIT—Article by NPN staff writer assembles 
Philadelphia Oi1 Trade Assn., annual golf 


match and dinner, LuLu Temple Golf Club, set of principles designed to guide the oil marketer in planning 
Philadelphia, Pa., Sept. 20 a f 
Ghie Petroleum Marketers . Asem.. fall con- replacement or expansion of truck fleet equipment 
ference and golf tournament, Hotel Allerton, 
Cleveland, Ohio, Sept. 21-22. FUEL OIL SECTION—Slow but steady expansion of natural gas 
Mid-Continent Oil and Gas Assn., 27th annual 2 ba thine ‘ : 
convention, Louisiana - Arkansas division, transmission facilities indicates continued increased competition 
Roosevelt Hotel, New Orleans, La., Sept. for old, established oil heating areas 
Colorado Liquefied Petroleum Gas Assn., fall 
convention, Shirley Savoy Hotel, Denver, 
Colo., Sept. 25-27 


Independent Oil Compounders Assn., 2nd an- DEPARTMENTS 
nual meeting, Hotel Sherman, Chicago, II1., 

Sept. 26-27. 
Alabama Petroleum Jobbers Assn., annual About Oil People 
meeting, Whitley Hotel, Montgomery, Ala- 

ma, Sept. 26-27. Advertisers’ Index 
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Independent Petroleum Assn. of America, Editorial 
kstone Hotel, Fort Worth, Texas, Oct. Fuel Oil Section 


American Society of Mechanical Engineers, Cine t 
Petroleum Division Conference, Oklahoma LP-Gas Section 
Biltmore Hotel, Oklahoma City, Okla., Oct Markets 
New York Oil Heating Assn., Hotel Statler, 4a Co 
. York, N. ¥.. Oct. 3. Midwest Comment 
National Defense Transportation Association, s . 
I th Annual Convention, Atlanta-Biltmore Oil Prices 
€ Atlanta, Georgia, Oct. 3-5 my ‘ 
onal Lubricating Grease Institute, Hotel Pacific Coast 
evelt, New Orleans, La., Oct. 3-5 ation 
ornia Natural Gasoline Assn., 24tn annual Statistics 
meeting, Ambassador Hotel, Los An- . 
Calif’ Oct. 7 TBA Section 
yivania Petroleum Assn., semi-annual 
ntion, Bedford Springs Hotel, Bedford 
gs, Pa., Oct. 9-11 
icky Liquefied Petroleum Gas  Assn., 
ntion, Seelbach Hotel, Louisville, Ky., 
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Expertly Engineered for Easy 
Maintenance and Profitable Operation 


Columbian Fueloil Truck Tanks are precision engineered 
in every detail to assure trouble-free service and easy 
maintenance that keep your profits at a maximum. 


Extra deep bucket box or large side cabinet provides 
ample space for hose reel to accommodate any length 
hose specified, with wet or dry hose delivery optional. 
Hose reel is hand cranked or powered by battery driven 
electric motor as desired—and is chain driven. This pro- 
vides freer action and ample power for any length hose. 
Our engineers will work out any piping arrangement to 
your needs—including means for operating pump in re- 
verse for cleaning out customer's tank. Level winder 
mechanism, ticket recording device for meters and all 
features for efficient and economical operation are avail- 
able. Time-saving conveniences is the watchword in ar- 
ranging these devices for quickly discharging the tank. 
Installation is made equally well in a unit of the plainest 
or most modern design. 


These units are designed for attractive proportions and 
proper weight distribution for specific trucks. Concealed 
welding provides smooth skin construction with unbroken 
surface from cab to end of tank. 


COLUMBIAN STEEL TANK CO., rp. o. Box 4226-K * KANSAS CITY, MO. 








Ease of maintenance is an outstanding feature of Col- 
umbian engineering. Piping may be removed in socio 
which are joined by simple but efficient Gruvagrip > 
bolted flange connections. Accordingly pump and meter 
are easily serviced. Without removing the swing join! df 
the hose reel, it may be repacked whenever necesso 
Line strainers are readily accessible. 


COLOMBIAN STEEL TANK CO. F 
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Announcing Formation of the 


PAN-AM SOUTHERN CORPORATION 
A Merger of 


PAN AMERICAN PETROLEUM CORPORATION 
and 


ROOT PETROLEUM COMPANY 


This merger, effective September 1, creates a new organization, with 
complete facilities to produce, refine and market petroleum products. 
Personnel of both previous organizations will continue with the new 
company, and all contractual obligations and trade relationships of 
both companies will be carried out by Pan-Am Southern Corporation. 





Directors Pan-Am Southern Corporation 


R. L. Aycock 
Bruce K. Brown 
Horace S. Canon 
Roy J. Diwoky 
J. B. Hamblen 
D. P. Hamilton 
T. W. Hughes 

F. R. Lutenbacher 
H. S. Read 





PAN-AM SOUTHERN CORPORATION 


General Office—944 St. Charles Avenue, New Orleans 6, La. 


Production Division Office—Commercial National Bank Bidg. 
Shreveport 90, La. 


Pipe Line Department Office—El Dorado, Ark. 


Refineries—El Dorado Refinery: El Dorado, Ark. 
—Destrehan Refinery: Destrehan, La. 


DIVISIONAL SALES OFFICES: 


ama Division: Lovisiana Division: Arkansas Division: Mississippi Division: Tenn2ssee Division: 

Comer Building 701 Southern Puilding 500 E. Markham St. Deposit Guaranty Bank 1214 5S. Bellevue Bivd 

ngham, Ala. New Orleans, La. Little Rock, Ark. & Trust Co. Bidg. Memphis, Tenn 
Jackson, Miss. 









































YOU SELL MORE 


CHAMPION | PRE-SELLS 
ne 





458,000,000 ADS \ THIS YEAR IN: 


| THE SATURDAY EVENING POST = LIFE « 
¢ TIME = POPULAR MECHANICS 
TqumPio SPORTS AFIELD = 
( FARM JOURNAL = GRIT 
PROGRESSIVE FARMER = 

AMERICAN FRUIT GROWER = GOLF WORLD 

PACIFIC MOTOR BOAT = YACHTING = 

TRANSPORT TOPICS = AERO DIGEST 


me The Champion Roll Call 
with Harry Wismer 
reaches 2,500,000 
1" listeners every Friday 
Y AL night over 240 ABC 
Network stations! 


America’s Best Publicized 


DEPEN CABLE 


SPARK PLUGS 


NATIONAL PETROLEUM NEWS 





CHAMPIONS BECAUSE 


MORE PEOPLE! 


LOOK = AMERICAN LEGION = AMERICAN MAGAZINE = PATHFINDER 
« POPULAR SCIENCE MONTHLY = FIELD & STREAM = OUTDOOR LIFE 
COUNTRY GENTLEMAN = CAPPER’S FARMER = SUCCESSFUL FARMING 
# SOUTHERN AGRICULTURIST = FARM & RANCH # SOUTHERN PLANTER 
HOARD’S DAIRYMAN #® CALIFORNIA FARMER #® WESTERN FARM LIFE 

# BOATING INDUSTRY = MOTOR BOAT # MOTOR BOATING 

BUS TRANSPORTATION = COMMERCIAL CAR JOURNAL # FLEET OWNER 

= AVIATION MAINTENANCE & OPERATION = AVIATION WEEK «= FLYING 


aD val - The most comprehensive program in the industry. 


Spark Plug for Over A Quarter Century! 


CHAMPION SPARK PLUG COMPANY, TOLEDO 1, OHIO 


Sept: mber 7, 1949 














“TIME HAS ARRIVED- 


for Our Company to lead the Transport 
Manufacturers in lowering the consumers price 


This price is possible due to our 
reduced cost of materials, and by selling 
direct from manufacturers to consumer. 


Our price on standard 
5000 gallon tandem gasoline 
Transport built to specifica- 
tions below. Larger or smaller 
units priced proportionally, 
and all deliveries prompt. 


Specifications 
COVERING 5000 GALLON TANDEM TRANSPORT 


5000 gallons plus caliberation 

3 compartments 

Double bulk heads. 

Frazier tandem 

18,000 Ib. Standard Forge or Timken axles. 
Dayton or 10 hole Budd wheels 

9-20x7.5 wide base rims or 20x9-10" 10 hole Bud wheels. 
16'2x6" Westinghouse air brakes 
8-10.00x20-12 ply, Ist line tires 

Painted any color or colors 

3” seamless tubing lines. 

2” discharge valves. 

1 basket type tire carricr. 

Frameless 

Smooth skin construction. 

ICC lights in metal conduit. 

Sealed catwalk with full length overturn rails 
Discharge from catwalk thru rear pipe ladder. 


2 hose tubes in side skirting. 

Channcl bumper. 

Telescope landing supports 

72° combination valve and tool box with double doors 
Streamline skirting 

12 months warrantee 


FRAZIER TANDEM SYSTEMS, includes following specifications 


Six point suspension 

Less Maintenance 

Timken bearing equalization 
Easier pulling 

Load equalization 

Lower center of gravity 
Designed for transports 


@ Frazicr's recognized ‘Taylored’ engineering and experience is 


illustrated by the ever increasing demand. 





WRITE, WIRE OR PHONE FOR FURTHER DETAILS 


Springfield Body & Trailer Company 


1631 oe loge St Prews 7606-7-8 Springfield, | ae 
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“NEW” OUTLETS — California is being “redis- 
covered” this Fall by easterners because, it is said, 
of low prevailing rates for ocean transportation. 
Some observers say the “new” find of surplus heavy 
fuel and a short supply of gasoline in the West may 
work to delay the usual seasonal price tendencies 
for these products in Gulf Coast and Eastern areas. 
California is becoming an “increasing factor’ in the 
New York Harbor heavy fuel market, and western 
buyers are large potential outlets for gasoline from 
the Gulf. Indications point to another 1,000,000-bbl. 
movement of Bunker “C” fuel from California to the 
East Coast, on top of some 2,000,000 bbls. already 
scheduled. And, some sources point out, California 
accounted for virtually all of recent declined in the 
country’s total gasoline stocks. 


1,000-MILE CHANGE-.— While general agreement 
seems to prevail that there is job to be done on 
educating public on 1,000-mile crankcase drain, the 
question of how to do the job is yet to be decided 
by individual oil marketers. Some feel an extensive 
advertising campaign, pointing up proven technical 
reasons for the 1000-mile change, is needed. Others 
are firm in belief that the best approach is to prop- 
erly train service station personnel in the matter of 
both selling and educating the motorist on frequent 
oil changes. Latter group feels this approach is best 
since the service station attendant usually knows his 
regular customers personally and is in best position 
to convince the motorist that 1,000-mile oil change is 
good insurance. Among those favoring the advertis- 
ing approach, one marketer suggested that perhaps 
a theme used in dentifrice ads (see your dentist at 
t twice a year) be adopted to read, “See your 
Service station dealer every 1,000 miles for an oil 
change.,”’ 


leas 


NEXT STEP?—Opinion of some oil company exec- 
utivs is that the next step in mitigating the problem 
ol ling higher compression automobile engines of 
the ‘uture is up to the automotive industry—a step 
boss'ly involving the adoption of antiknock solution 
inj ion devices as standard equipment rather than 
as essories as is now the case. With many cars 
now it the point where present premium gasolines 
bare meet octane requirements (especially in the 
Case \f Independent refiners), it may be that Indepen- 
dent; may be the first to press automotive people 
tot some action. 
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PREMIUM CRUDE—tThere's a revival of premium 
paying for crude in East Texas of 10 to 15c per bbl. 
Some buyers have sounded out East Texas producers 
as to whether they preferred 15c increase in $2.65 
posted price, or year’s contract with “15c premium.” 
Reason? “It’s good sweet crude and located where 
you want it,”’ one major says. 


NEW DISCOUNT SCHEME—A new “Trav-L-Guide”’ 
organization, which is asking jobbers to give dis- 
counts to its members, is making its appearance in 
the Midwest. Jobbers in Minnesota are being ap- 
proached by solicitors from the organization with this 
proposition: for a fee, ‘“Trav-L-Guide” issues cards 
to its members, usually traveling men. It then lines 
up affiliated jobbers and dealers who agree to sell 
gasoline at a 2c per gal. discount to persons present- 
ing the membership card. The idea is that the job- 
bers who affiliate themselves with the organization 
are assured of the traveling man’s steady patronage, 
even though at a discount. H. F. Horning, secretary 
of Northwest Petroleum Assn., is advising his mem- 
bers not to fall in with the scheme, declaring that ‘‘we 
insist that the jobber stands to gain little if anything, 
and he could conceivably lose considerable by such a 
hook-up.” 


BAD TASTE—Though there are few oil co-operatives 
in the Southeast, opposition to the tax advantages of 
co-ops is developing strongly among oil jobbers in 
that section. Oil men in that section fear that the 
co-op movement, if it really gets under way in the 
Southeast, would develop very rapidly because the 
states are predominantly agricultural. Also, the ex- 
perience with competition from the Army post ex- 
changes and Navy ship’s stores has given marketers a 
taste of the difficulties of competing against outlets 
that do not have to bear the cost of federal taxation. 


HEN OR THE EGG?—One of the problems facing 
the committee studying the API organization is 
whether to have a paid president or an honorary 
president with an executive vice president. There is a 
feeling that this point cannot be settled until the 
question of who will succeed William R. Boyd, Jr., 
as operating head of the API has been answered. 








TO A WEATHERMAN, THE SIGN ABOVE STANDS FOR 


THUNDER AND LIGHTNING 


TO EVERYONE, THIS SIGN STANDS FOR TWO GUARANTEES! 


¢ This Gulf emblem on any product stands for two 
guarantees of excellence. One visible, one invisible. 


The visible guarantee is evidenced by the plant and 
properties that make Gulf one of the country’s largest 
producers and refiners of crude oil. 


The invisible guarantee is the determination of Gulf 
to make the best petroleum products that skill, science, 
loyal employees and alert management can _ jointly 
achieve. 


Gulf Oil Corporation 
Gulf Refining Company 


General Offices, Pittsburgh, Pa. 


DIVISION SALES OFFICES REFINERIES 


Boston «© New York «+ Philadelphia + Pittsburgh New York «¢ Philadelphia «+ Pittsburgh «+ Toledo 
Atlanta *« New Orleans + Houston « Louisville * Toledo Cincinnati «¢ Port Arthur « Fort Worth «+ Sweetwcter 
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WASHINGTON-—By Herbert A. Yocom 


Administration Tips Hand 


On Great Lakes ‘Tidelands’ 


The states bor- 
dering the Great 
Lakes are now on 
official notice that 
they may some day be put to the 
burden of defending themselves be- 
fore the Supreme Court against a 
federal claim to ownership of the land 
beneath those great bodies of water. 


Mr. Yocom 


Ever since the decision of the court 
in the California ‘“tidelands’’ case 
these states have worried over that 
possibility. They sensed in the de- 
cision implications so broad that little 
strength of the imagination was re- 
quired to see the principles there 
laid down being later extended to 
apply with equal force to the lakes. 
That is the reason why, in the past 
two Congresses, their respective at- 
torneys general have been found sup- 
porting California and also Texas and 
Louisiana in their efforts to obtain 
enactment of legislation that not only 
would quitclaim title to lands under- 
lying the marginal seas in the name 
of the states bordering them but do 
the same with respect to lands be- 
neath inland navigable waters, in- 
cluding the Great Lakes. 


The representatives of the federal 
government have pooh-poohed the 
fear of these states, and of other in- 
land states equally fearful. The idea 
was ridiculous, they said. And to 
prove their good faith—while continu- 
ing to press separately the California, 
Texas and Louisiana claims—they 
even had drafted and introduced a 
bill that would confirm state owner- 
ship of the sub-surface rights in in- 
land navigable waters. 


Such a bill is pending before the 
‘ongress at the present time. More- 
a “confirmation of state title 

ind beneath inland waters” ap- 

s in both the federal and state 
ms of proposed legislation aimed 
promising the ‘“tidelands” dis- 


iall wonder then that it came as 
t from out of the blue this past 
when none other than the Solici- 
reneral of the United States, 
P. Perlman, marched up to 
1 Hill and warned Congress- 
that the matter of sub-surface 
in the Great Lakes is not one 
should be settled hastily or 


lough it was true that Attorney 


il Clark (now Justice Clark) 
testified that he personally re- 
the lakes as inland waters, 
‘erlman) only “thinks” they 
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“probably” are entitled to be so classi- 
fied. In any event, it was his opinion 
that the decision shouldn't be re- 
solved in the pending legislation, be- 
cause, so he reminded the House 
Judiciary Subcommittee, there’s a 
little matter of an_ international 
boundary involved and we mustn’t 
forget our relations with Canada. In 
short, said Mr. Perlman, he would 
“prefer” leaving the Great Lakes out 
of the bill. 


So here, in the open at long last, 


Interpreting the Oil News 





we see actually being laid the same 
foundation for a possible federal claim 
to the beds of the Great Lakes as 
was argued so successfully in the 
California case and apparently is des- 
tined to be established in the Texas 
and Louisiana cases. Indeed, with just 
a little editing here and there and 
by substituting Ohio, Michigan, Wis- 
consin, etc., for California, it’s al- 
most possible to transform the Cali- 
fornia ruling of the Supreme Court 
into something that would do for a 
decision against the lake states. 

As Mr. Perlman stresses, there is 
an international question with Canada 
involving the Great Lakes. So there 
was, too, where California was con- 
cerned, and it was for this reason 
alone that the court found that the 
federal government possessed “para- 
mount rights in and power over” 
the marginal seas and the soil be- 
neath. 





MIDWEST—By Leonard Castle 


Chicago Marketers’ Views 
On Strike Effects Differ 


There are two 
schools of thought 
among petroleum 
marketers as to 
how the three-week strike of oil com- 
pany drivers, which ended on Sept. 1, 
is going to affect the marketing pic- 
ture in the Chicago metropolitan area 
for the next few months. 

About the only definite conclusions 
which may be drawn are that things 
are going to be confused for a while 
and marketing battle lines are going 
to be sharply drawn. Companies 
whose markets were lost during the 
strike are going to be scrapping to 
regain their business. Independent 
companies which settled with the 
union early in the dispute will be 
fighting to retain the new retail cus- 
tomers they gained temporarily. 


One school of thought among the 
major companies, which were shut 
down for the entire three weeks, feels 
that major company business is 
bound to be off for the next three 
to four months and that renewed and 
intensified marketing efforts will be 
needed to regain customers who got 
into the habit of buying their prod- 
ucts at off-brand, cut rate stations. 

On the other hand, some major 
company marketing executives take 
a more optimistic view. They feel 
that it’ll take but a short while for 
motorists to start returning regular- 
ly to the company from which they 


Mr. Castle 


bought their 
strike started. 


products before the 
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An executive for one major com- 
pany told NATIONAL PETROLEUM NEWS 
he expects his company’s sales to 
be off 20% to 30% for the first 90 
days after settlement of the strike. 
In anticipation of this condition, the 
company, even before the strike was 
settled, began preparing special ad- 
vertising and promotion campaigns 
in the Chicago area to resell the 
value of its product to the motoring 
public, and to re-emphasize to the 
dealers the extreme importance of 
better-than-ever service on the drive- 
ways. This is what he said: 


“Many people got used to off-brand 
gasoline during the strike. Previous- 
ly they were afraid of it and stuck 
to a branded product. But there was 
lots of good non-branded gasoline 
sold during the strike—as well as 
plenty that was bad. Many of the 
people who got good non-branded 
gasoline will figure they might as well 
save 2c to 3c a gal. by continuing 
to patronize a cut rate station. This 
attitude is likely to be even more 
pronounced as regards motor oil. As 
contrasted to gasoline, the average 
motorist can’t tell readily whether 
his motor oil is doing the job it should 
do and if he found he can save 10c 
to 15c a quart at the cut rate sta- 








OLGASOLINE 


FOR SUCTION AND DISCHARGE 





U. S. PEERLESS FUEL OIL 
DISTILLATE HOSE 


For tank truck delivery to home 


Built for the toughest work an oil hose has to face, 
U.S. Peerless Style P-244 has a high strength 
carcass with high flexibility. It readily adapts itself 
to small curvatures necessary when stored or carried 
on reels. Distinctive chocolate-brown tough Neo- 
prene cover, special oil-resistant synthetic rubber 
tube. Positive fitting U.S. Giant compression 
spring replaceable couplings. Also specially de- 
signed for refueling aircraft—is resistant to aro- 
matic gasoline. 





U.S. PEERLESS OIL AND 
GASOLINE HOSE-—P-5132 


For bulk delivery of oil and gasoline 


The 3-braid high strength cotton carcass gives 
body to the hose so it will not constrict .. . as- 
sures free flow while unloading. The specially 
compounded synthetic rubber tube and choco- 
late-brown cover are highly resistant to cold 
and aromatic gas. Also used on loading racks and 
for tank car unloading. 





FOR GENERAL ALL-AROUND OIL USE, SPECIFY “’U.S:’ PEERLESS P-5120 


This hose is perfectly suitable for each of the above uses. Because it is wire-supported, it can be used 
for suction (clean-out) service, and for tank car loadings and unloadings. Equipped with U.S. Giant 
forged brass re-attachable couplings, assuring positive static connection. 


“U.S. HAS AHOSE 2: 
FOR EVERY X\ . 
MARKETING NEED i 
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he’ll probably continue buying 
there for a while. 

What all this means is that, in 
order to regain this business, we are 
going to have to do two things: First, 
convince the motorist that his best 
buy is our product, because it is a 
quality product, even if the price is 
a little higher. And second, we must 
keep driving home to the dealer that 
the best way he can compete with 
the off-brand station is to give more 
courteous and efficient service on the 
driveway, and keep his station and 
restrooms cleaner than the off-brand 
dealer down the street.” 


* * * 


As opposed to this viewpoint, a 
marketing executive for another ma- 
jor company said: 

“Sure, some people who formerly 
were our customers will stay with 
the unbranded station, at least for a 
time. But we believe the number will 
be hardly noticeable. You'll find that 


most people will go back to their 
neighborhood station, to the dealer 
with whom they formerly did busi- 
ness, especially if he was in the habit 
of giving good service. There was 
plenty of good unbranded gasoline 
sold ‘during the strike, but lots of 
it was bad, and the péople who ran 
up against poor quality products cer- 
tainly are going to return to their 
former “station. 

“I think one of our immediate post- 
strike problems is going to be to get 
the public into the habit of driving 
again. Traffic in Chicago is way 
down, even though the strike is over 
and there is plenty of gasoline. It 
seems to me this means that people 
who got out of the habit of driving 
just for the fun of it have decided, 
on the basis of their strike experi- 
ence, that since money is a little 
tighter, that they’ll cut out unneces- 
sary trips. But this is probably a 
temporary condition and should be 
over before too long.” 
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Deep concern 
over the _§ fast- 
mounting sur- 
pluses of heavy 
fuel oil was intensified by Union Oil 
Co.'s double action last week (Aug. 
29-Sept. 1). 

Union Oil disclosed that it had 
concluded a deal to ship 2,000,000 
bbls. of Bunker C to eastern ports. 
Two days later, Union ordered a 
slash of 35c a barrel in its prices for 
heavy fuel oil and bunker C. 

While attention is centered on 
Union Oil because it admittedly is 
accruing one of the most difficult 
surpluses of heavy fuel oil, others 
have felt the effects of a general 
condition. 

Union Oil’s position differs from 

t others in that some of its ma- 

production areas yield huge 

uantities of the heavy, low gravity 

which has become a glut on 

narket. The company’s imbal- 

is Said to be greater than in the 

of other majors. For many 

s now, Union Oil has been shut- 

n as much of its own prepon- 

tly heavy crude production as 

Possible, But still it literally flows out 
thy irs. 

Although an industry leader said 
that Union Oil’s shipment of heavy 
Tur the Eastern Seaboard does not 
mark the beginning of a trend, other 
Sup} iers are said to envy the outlet 
Union Oil has found. An Independent 
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PACIFIC COAST—By Frank Breese 


- Union Oil's Moves Spotlight 
‘Heavy Oil Problem in West 


marketer said that some of the In- 
dependents have been discussing the 
possibility of similar shipments, but 
no concrete action has been taken. 

Union Oil’s subsequent step in 
chopping the heavy fuel price was 
viewed as logical. Before the cut, 
Union’s price for heavy fuel at Wil- 
mington was $1.85 and for bunker C, 
$1.60 a barrel. It was estimated that 
after the transport costs on the East- 
ern shipments, Union Oil would be 
netting 80 to 85c a barrel. This con- 
stituted a marked disparity. 

Following the price cut, Union Oil's 
president, Reese H. Taylor, explained 
the action was taken “in order that 
the company’s posted price might ac- 
curately reflect fuel oil market con- 
ditions here on the coast.” 

“With heavy fuel oil in long sup- 
ply,”’ Mr. Taylor said, “a considerable 
volume has been moving at under 
previously posted prices. Since it has 
always been Union Oil’s policy to 
sell its products to all customers at 
its posted price, we announced a 35c 
reduction which will be reflected by 
a substantial savings to all pur- 
chasers.”’ 

* The developments, meanwhile, have 


Interpreting the Oil News 





spotlighted Union Oil’s interest in 
obtaining production from the Coal- 
inga oil properties of Mrs. Edward 
Doheny. Union Oil is said to be seek- 
ing new sources of lighter gravity 
crude. This need for lighter gravity 


_crude is advanced as Union Oil's prin- 


cipal reason for securing the 32- 
gravity oil there, much lighter 
than the output of most of Union's 
own properties. 

* + * 

A little known West Coast oil 
company has become one of the top 
dozen suppliers since the war. The 
Norwalk Petroleum Co. has brought 
its monthly sales up to an average 
consistently over 11,000,000 gals. 

Earl A. Koster said Norwalk’s 
volume has trebled in less than three 
years’ time. This he attributed to a 
vigorous service station building pro- 
gram and the acquisition of a string 
of new dealer outlets in hitherto un- 
exploited areas. 

The expansion was sparked by an 
aggressive sales program. One of 
the marketing features has been the 
development of a complete line of 
lubricating oils and lubricants pack- 
aged in its own containers. 

o * * 

For 36 years there has been a con- 
tinuous flow of oil from the Los 
Angeles Basin to the scalding-hot 
wastelands of the Mojave’ desert, 
some 100 miles away. General Pet- 
roleum Corp. interrupted this flow 
this summer for the first time be- 
cause a pumping speed of 10,000 b/d 
is required for a profitable and ef- 
ficient operation. Mojave’s demand 
for residual is not that high. 

It is just a temporary shutdown of 
this interesting pipe line operation. 
The line will be opened at intervals 
dictated by demand. 

* e * 

Western briefs: Standard Oil of 
California claims the deepest oil 
production in the world with its dis- 
covery at 15,475 feet in the Wasco 
area of the San Joaquin Valley in 
California. Flow is placed at 96 b/d 
of 40 gravity oil and 480,000 cubic 
feet of gas. Although the produc- 
tion is slight, the discovery is re- 
garded significant because it shows 
the possibility of super-deep fields 
in San Joaquin valley .. . Union Oil, 
Signal Oil & Gas Co. and Hancock 
Oil Co. of California have entered 
into an operating agreement for de- 
velopment of some 1,700,000 acres 
now held by Union Oil in North Da- 
kota. Acquisition period is for five 
years with Union Oil retaining 50% 
ownership and the other two getting 
25% each. 








Raymond E. Bjorkback, chief of the New York news bureau of 
NATIONAL PETROLEUM NEWS, is on vacation. His Atlantic Coast column 
will be resumed upon his return. 











George L. Stewart . . . College Instructor to Oil Executive 


George L. Stewart 


George L. Stewart, president of Imperial Oil, Ltd., 
since last spring, began his career in the oil business in 
the engineering department of Imperial Oil at Sarnia in 
1916. 

A native of Winnipeg, Mr. Stewart graduated from 
McGill University in Montreal two years before he 
joined Imperial. During those two years he remained at 
the university as an instructor and demonstrator, and for 
a while it looked as if he were destined for a teaching 
career. 

However, the expansion of the Canadian oil industry 
induced him to put his knowledge of mechanical engi- 
neering to work for Imperial. This was a period in 
which Imperial’s manufacturing facilities were being in- 
creased from coast to coast, and in 1918 he was trans- 
ferred to Halifax as mechanical superintendent. 

This promotion was followed in steady succession by 
moves upward in the organization until April, 1947, when 


14 


he was made chairman of the board, the position which 
he held until April, 1949, when he was elected presid: nt 
of the company. Although he is a specialist in directing 
the manufacture of oil products, his wide experience and 
many years in high executive offices have given him 4 
broad knowledge of all phases of the business. 


Away from his work Mr. Stewart has maintained 
interest in community affairs, particularly those « 
cerned with educational matters, that has resulted 
many friendships in and out of the company. 


During his career at Imperial, Mr. Stewart has serve 
in Toronto at the manufacturing department head 
fice, at Regina and Sarnia as assistant superintend 
and as superintendent of the Sarnia refinery. He 
general manager in charge of all refineries from 1934 
1944, at which time he was elected vice president 
director of Imperial. 


NATIONAL PETROLEUM NE' 





NATIONAL 
ST MELTORAUS MDA AD 


VOLUME 41—Number 36 











September 7, 1949 





Tax Equality Demand Tops 
Iowa Small Business Parley 


State’s Congressmen, Senators Invited to Attend 
Sept. 14 Meeting Called by Iowa Oil Jobber Group 


Demand for tax equality between 
independent businessmen and co-op- 
eratives will be made Sept. 14 at a 
meeting in Des Moines—sponsored by 
the Iowa Independent Oil Jobbers’ 
Assn.—that may set the pattern for 
similar action in other states. 


This demand will be voiced directly 
to [owa’s eight representatives and 
two senators in Congress, who have 
been asked to attend. 

Independent businessmen of all 
types in Iowa have been asked to 
join with presidents and secretaries 
of the Midwest oil jobber associations 
and with presidents and secretaries 
of associations in other lines of bus- 
iness at the meeting (first of its kind) 
to lend support in demanding an 
end to distrimination in the nation’s 
tax laws, according to J. A. Dennis, 
secretary of the Iowa oil jobbers. 
Presence of Iowa’s Governor Beards- 
ley also has been requested. 

Rep. Noah Mason (R., Ill.), spon- 
sor of legislation (H.R. 5064), in the 
urrent session of Congress to tax 
co-operatives on an equal basis with 
private enterprise, will be the prin- 
cipal speaker at an afternoon ses- 
sion which the oil men, other inde- 
pendent businessmen and legislators 

e been invited to attend. 
\ closed meeting will be held dur- 
the same day, in the morning. At- 
tendance at this session will be lim- 
ted to Independent jobbers, who will 
isked to register before being ad- 
nitted. 
th sessions will be held in the 
Des Moines Hotel. 


Initiated Move 


vas the Iowa Independent Oil 
rs’ Assn. that initiated the 
lent among state oil jobber 

last June to shift to the 
of co-operatives themselves to 
te on an equal basis with exist- 
-ops (see NPN June 8, p. 15). 
eemed at the time this action 
taken, Mr. Dennis said, that 
as the only alternative the oil 
s had, “because one cannot sell 
petition with a group who has 
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a direct advantage at the very be- 
ginning. 

“The co-operatives, with all of their 
lobbying and pressure groups, are 
trying to hold this advantage, and up 
to this point have done so,” Mr. 
Dennis told NATIONAL PETROLEUM 
NEWS in discussing details of the 
forthcoming meeting, adding: 


“So it seemed to us that if they 
are to continue to hold the advantage, 
then in turn we must seek ways and 
means to become competitive in that 
field.” 


Mr. Dennis ‘said that the associa- 
tion’s main objective from the begin- 
ning has been “that our lawmakers 
in Washington might wake up to the 
fact that this tax advantage enjoyed 
by the co-ops should be taken into 
consideration: and that it might be- 


come unnecessary for us to complete 
our plans.” 


Bring Washington to Iowa 


In furtherance of its campaign for 
tax equality, the association, as Mr. 
Dennis put it, decided “to bring 
Washington to Iowa,” feeling that 
the presence of the senators and con- 
gressmen of the state at the meeting 
might be more effective than sending 
an association delegation to the na- 
tion’s capital to plead its cause. 

“This unfair taxation enjoyed by the 
privileged groups, in my opinion,” Mr. 
Dennis said, “has been tolerated to 
the point where it is unbearable for 
competitive business in many lines 
and, regardless of the price it takes 
to correct it, it must be corrected. 


“As we have said many times be- 
fore, back in the very beginning when 
co-operatives were first founded, 
taxes were of little advantage or dis- 
advantage because the rate on which 
we were taxed in those days was so 
trifling to what it is at the present 
time that a very little bit of note was 
taken of the growth of the co-op- 
eratives. At the present time taxa- 
tion is your No. 1 expense item 
therefore the matter of taxation is 
going to have to be fought to a finish 
until it is corrected.” 


DJ's Next Exclusive Dealing Suit 
May Aim at East Coast Oil Company 


NPN News Bureau 

WASHINGTON — Another exclu- 
sive dealing suit—the first away 
from the West Coast—may be filed 
most any day now by the Justice 
Department. 

The complaint has been prepared 
and presumably only the approval of 
J. Howard McGrath, the new attor- 
ney general, now is needed to send 
Antitrust Division attorneys  scoot- 
ing away from Washington to de- 
posit the papers with the appropri- 
ate federal court. 

That court could be a U. S. Dis- 
trict Court in the New York-Phila- 
delphia area. It is known that the 
marketing operations of two East 
Coast majors—Sun Oil Co. and Cities 
Service—have been under DJ inves- 
tigation for the past year or more. 

This would be the third exclusive 
dealing case instituted by DJ in pur- 
suance of its determination to sub- 
stitute a series of “segment suits” 
for the long-pending Mother Hubbard 


suit involving the American Petro- 
leum Institute and several hundred 
other defendants. 

The first was against California 
Standard and already has been car- 
ried through the Supreme Court, 
with victory on the government side. 
Richfield is the defendant in the sec- 
ond case, which has yet to go to 
trial. 

Commencement of this new action 
(assuming McGrath’s OK) will fol- 
low closely the blast fired by Sen. 
Gillette (D., Iowa) in the Senate last 
week in which he accused the Justice 
Department of “inexcusable’’ delay 
in its handling of the API suit. 

As part of his criticism, the sena- 
tor made public a long-withheld ex- 
change of correspondence with the 
department, including a letter dated 
last May 2 in which Peyton Ford, 
the then acting assistant to the at- 
torney general, had written: 

“TIT wish to assure you that we are 
preparing segment suits as rapidly 
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as possible to eliminate any antitrust 
violations in the petroleum industry. 
Our efforts have been nationwide in 
scope because of the country-wide 
operations of each of the major in- 
tegrated oil companies. Action on the 
American Petroleum Institute case is 
being held in abeyance pending the 
completion of the above investiga- 
tions and decisions concerning the 
feasibility of segment suits and the 
likelihood of substantial elimination 
of restraints of trade in the petro- 
leum industry as a result thereof.” 


Self-Serve in Virginia 
Doubling Pump Capacity 


PORTSMOUTH, Va.—R. D. Pick- 
ett, operator of a four-pump self- 
serve outlet here since last Decem- 
ber, is now installing four additional 
pumps which he expects will result 
in boosting September gasoline vol- 
ume to 125,000 gals. 

Mr. Pickett is selling housebrand 
at 16.5c ex tax—4c below the price 
of branded dealers. His average gal- 
lonage per month under conventional 
operation was 12,000 gals., he says, 
whereas July volume was 97,000 gals. 
and August volume is expected to to- 
tal 92,000. 

* * * 


NEWPORT NEWS, Va.—Petition 
has been filed with City Council here 
to prohibit gasoline dispensing at 
service -stations by “other than au- 
thorized persons” and hearing will be 
held this week, B. M. Stanton of 
Tankar Co. told NPN. 


Deaths 


John D. Reynolds, 61, general coun- 
sel for Triangle Refineries and for- 
merly general counsel for American 
Mineral Spirits Co., Chicago, died in 
Houston Aug. 31. He also was for- 
mer secretary of Western Petroleum 
Refining Assn. 


* * * 





Victor Benson, 61, sales manager 
of the Pennzoil Co. for the past 12 
years, died Aug. 31 at Oil City, Pa. 
He had been ill for the last year 
and was hospitalized three weeks be- 
fore his death. Mr. Benson had lived 
in Oil City since 1937 when he took 
the position of sales manager. Prior 
to that time he was division manager 
in Kansas City, Mo. He is survived 
by his widow and two sons. 

- * * 

W. H. Shields, 64, division man- 
ager of the Texas Empire Pipe Line 
Co., died Aug. 27, in a Tulsa hospi- 
tal after being in ill health a month. 
He was completing his twentieth 
year as division manager and had 
been with subsidiaries or affiliates of 
The Texas Co. for 40 years. He was 
a member of the American Society 
of Mechanical Engineers. 
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Chicago Stations Get ‘Gas’ 
Again as 3-WeekStrike Ends 


Oil Company, Union Compromise Reached, Calling 


For 10c an Hour Pay Increase for 1,300 Drivers 


By NPN Staff Writers 


Three weeks to the day after it 
began, Chicago’s strike of gasoline 
truck drivers—which for a time al- 
most shut off supplies to the nation’s 
second largest city—ended Sept. 1 
and motor fuel started flowing again 
unhampered through the metropolitan 
area’s 3,400 service stations. 


Agreement reached by negotiators 
for major oil companies and Local 
705, International Brotherhood of 
Teamsters (AFL), and ratified unan- 
imously by the union’s membership, 
provided for: 

1. Wage increase of 10c per hour 
for approximately 1,300 drivers. 


2. Withdrawal by oil company man- 
agement of a demand for a flexible 
work week. 

3. New hourly wage scale of 
$1.875, made retroactive to July 1, 
expiration date of old contracts, giv- 
ing each driver about $24 in retro- 
active pay settlements. New con- 
tracts to be for one year. 

4. Three-week vacations for driv- 
ers with 15 years’ service, instead of 
two weeks. 

5. No discrimination against any 
of the parties to the strike and no 
loss of seniority rights by the strikers. 


This compromise was reached by 
the negotiators after a day-long ses- 
sion Aug. 31, was ratified by the 
union membership at midnight, and 
before dawn Sept. 1 the trucks were 
starting to roll again. 


First Demand Was 47c Raise 


The union originally sought a wage 
increase of 47c per hour when the 
first negotiating session was held on 
June 2. This was reduced to 17.5c 
shortly before the walkout, which 
became effective Aug. 11. 

Management’s counterproposal was 
for a 7.5c per hour increase, coupled 
with a request for a flexible work 
week. 

The 10c wage increase will be paid 
by the 202 Independent suppliers who 
signed supplemental agreements with 
the union during the strike, as well 
as the major companies and some 
larger Independents who held out 
against the union’s demand until final 
settlement. 

The Independents who signed the 
supplemental agreements paid the 
17.5c increase during the strike but 
were protected by an escape clause 
providing that their ultimate rate 


would be the same as that agreed 
upon by the negotiating companies. 

Negotiations remained stalemated 
from the outset of the strike until 
Aug. 25, when union leaders indicated 
they might settle for 12.5c. When 
this “feeler’’ was put out, manage- 
ment countered by cutting its wage 
offer to 5c per hour and withdrawing 
its request for a flexible work week, 
net result of which, the companies 
said, was to increase their offer to 
llc. This was rejected by the union 
which preferred to keep the inflex- 
ible work week (five days—Monday 
through Friday), assuring drivers of 
Saturday overtime pay. 


Union Says ‘We Won’ 


Some 1,000 drivers were in the 
union hall to vote on the compromise 
finally agreed upon and heard H. E 
“Bill” Wood, secretary-treasurer of 
the striking local, explain the terms 
of the agreement and assert that 
“we have won the strike.’’ Mr. Wood 
told drivers: 

“We haven't obtained everything 
we fought for, but somebody had to 
give so that the strike wouldn't be 
prolonged.” 

When the ratification vote was tak- 
en, not a single dissenting voice was 
raised. 

Just the night before the strike 
ended, a group of major company 
dealers broke away from the Gasoline 
Retailers Assn. of Metropolitan Chi- 
cago amid accusations that the as- 
sociation, by its lack of stern action, 
was giving all the breaks during the 
strike to Independents selling non- 
branded products. 

A committee claiming to represent 
2,000 strikebound major company 
service stations demanded that the 
union either cut off supplies to all 
stations, or agree to a 45-day truce 
during which the strikers would re- 
turn to work while negotiations pro- 
ceeded. 

Asserting they would establish 
their own organization, these deal- 
ers said the strike was costing them 
$100 a week in net profits and that 
many of them were being forced out 
of business. 

Meeting in the office of their at- 
torney, Irwin R. Powers, they ad- 
dressed a resolution to both union and 
management negotiating committees 
and Mayor Martin H. Kennelly asking 
that supplies be cut off to all st@ 
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tions if the 45-day suggested truce 
was rejected. 

They charged that it was obviously 
unfair to permit a few stations to reap 
a harvest during the strike while 
others were forced to remain closed. 
They asserted that if the public’s sup- 
ply of gasoline were dried up, this 
would result in irresistible pressure 
for a quick settlement of the strike 
by arbitration. 

At this point in the strike there 
were strong indications that the union 
was losing control of its membership. 
After a five-day period, during which 
deliveries were permitted to be made 
to stations being supplied by Inde- 
pendents who had agreed to the 
union’s demand for a 17.5c per hour 
wage increase, strikers reportedly 
were halting some trucks and order- 
ing them not to make deliveries. 

Union leaders immediately tight- 
ened rules governing deliveries to 
major company service stations. They 
decreed that no gasoline was to be 
supplied under any circumstances to 
stations owned or leased out by major 
companies, Privately-owned or job- 
ber-owned stations handling major 
company products were authorized to 
deal for Independent gasoline, but 
the intimation was that they would 
be required to sign long-term con- 
tracts with the Independent distribu- 
tors before the union would approve 
the transactions. 

In line with its more stringent pol- 
icy against major company stations, 
the union ordered two Independent 
distributors to discontinue deliveries 
for allegedly violating their agree- 
ments. Mr. Wood said these compan- 
ies had sold gasoline to major com- 
pany service stations which were not 
their regular customers. 

Sinclair Files Complaint 

On Aug. 31 Sinclair Refining Co. 
filed a complaint with the National 
Labor Relations Board charging the 
striking teamsters with unfair labor 
practices under the Taft-Hartley Act, 
but this complaint was dropped when 
the strike ended. 

In its petition, Sinclair charged that 
pickets at its East Chicago refinery 
had persuaded railroad employes to 
refuse to handle tank car traffic into 
and out of the plant. This, the com- 
pany said, constituted an illegal sec- 
ondary boycott. 

Final agreement ending the strike 
was reached after full committee 
meetings were suspended temporarily 


at the suggestion of James J. Spill- 
ane gional director of the Federal 
Medistion and Conciliation Service 
and gotiations turned over to Mel 
E. Vorhees of Phillips Petroleum Co., 
repres;nting management, and Mr. 
Wool representing the strikers. 

The supply situation became most 
seriou. Aug. 22 and in the days that 
— | after union members, during 


Ms nd week of the strike, stopped 
— f signed Independents, tore 


ry irds and ordered them off the 
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streets, halting movement of gasoline 
to stations then operating. 

During those several days most 
motorists were forced to leave their 
cars in garages, while dairies, pro- 
duce houses, food merchants and bak- 
eries complained they were operat- 
ing only on a day-to-day basis and 
might have to cease deliveries unless 
fuel was made available. Motorists 
stood in lines four and five blocks 
long at the few stations operating 
to obtain gasoline. 

Mayor Kennelly stepped into the 
picture, summoned the negotiators to 
his office and urged a speedy settle- 
ment of the dispute. The supply sit- 
uation was eased Aug. 26 when the 
union brought its members under 
control again and arranged for In- 
dependent distributors to supply about 
400 stations. When the strike ended 
it was estimated that about 700 sta- 
tions selling unbranded gasoline were 
operating. 


Fuel Oil Users Not Hard Hit 


Although drivers of fuel oil trucks 
also were on strike, fuel oil consum- 
ers were affected but slightly by the 
walkout. Some large Independent fuel 
oil distributors signed supplemental 
agreements granting the union’s de- 
mand for a 17.5c per hour wage in- 
crease and were able to make nec- 
essary deliveries. 

A spokesman for fuel oil distri- 
butors said that most consumers in 
Chicago area had their tanks pretty 
well filled before the strike started 
and that no supply difficulties would 
be experienced unless strike lasted 
until late October or November. 

One thing remained to be settled, if 
V. V. Postillion, busines manager of 
the Gasoline Retailers Assn., follows 
through on a statement made before 
negotiators reached their final agree- 
ment. 


Would Limit Number of Stations 


Mr. Postillion said that after con- 
clusion of the strike he would ask 
City Council to limit the number 
of service stations in Chicago. He as- 
serted that the fact that fewer than 
1,000 stations were able to fill vir- 
tually all of the city’s supply needs 
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“I never did trust that hose im- 
ported from Africa!” 
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proved his contention that service 
stations should be limited as are the 
number of taxis and taverns. 

Elsewhere on the oil labor front 
these developments were reported dur- 
ing the past week: 


The Oil Workers International 
Union (CIO) devoted all of the cover 
page and a full inside page of an 
issue of the International Oil Worker 
to its campaign for removal of Rob- 
ert N. Denham, NLRB general coun- 
sel. 

OWIU charged that Mr. Denham 
had used “the dictatorial power grant- 
ed him by the Taft-Hartley law” as 
basis for refusing hearings to 250 
OWIU members fired by California 
oil companies during the 1948 West 
Coast strike. 

OWIWU said that “while these cases 
have not been heard—and thus while 
he has heard no evidence Mr. Den- 
ham has rendered a verdict in the 
eases. After refusing hearings for 
these men, Denham has _ publicly 
stated that they were fired for vio- 
lence during last fall’s California 
strike. Yet this violence has not been 
proven in a single case.”’ 

At Washington, NLRB on Aug. 31 
directed an election to be held at 
Roosevelt Oil & Refining Corp., Mt. 
Pleasant, Mich., to determine whether 
production and maintenance employ- 
es shall be represented by the OWIU, 
or by the Oil Field & Refinery Work- 
ers, Local 360, International Union of 
Operating Engineers (AFL), the cur- 
rent bargaining agent, or by neither. 


Vehicle Registrations 
Dip from 3-Year Peak 


NPN News Bureau 

WASHINGTON Although motor 
vehicle registrations and volume of 
highway travel this year in the U. S. 
will break all previous records, per- 
centage of increase in registrations 
has begun to decline from the peak 
rates recorded during the past three 
years, according to preliminary esti- 
mates of Bureau of Public Roads, 
Commerce Department. 

Bureau says that 17 states last year 
reported registration increases of 
more than 10%, whereas only one 
state—New Mexico—is expected to 
show a 10% increase in 1949. As 
usual, registration list is topped this 
year by California, New York and 
Pennsylvania. 

It is indicated that about 43,298,- 
000 automobiles, trucks and busses 
will be registered by year’s end repre- 
senting a 6.6% increase over last 
year’s registrations. Estimates do 
not include publicly-owned vehicles 
of which 529,062 were registered dur- 
ing 1948. 

Bureau also estimates that travel 
on all rural roads during July totaled 
2,167,200 miles, increasing 7.5% over 
travel a year ago and 25.2% over 
that reported for July, 1941. 
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Imports Rapped in IPAA’s Report 
On Supply-Demandto Compact Group 


By NPN Staff Writers 


The imports controversy gained 
momentum this past week as the 
Senate prepared to act on a proposed 
curb on oil imports. 

With Senate expected to move soon 
on a proposed oil imports curb, Inde- 
pendent Petroleum Assn. of America 
last week reported to Interstate Oil 
Compact Commission that imports of 
foreign oil in the April-August period 
were 25% above a year ago despite 
a 12% reduction in domestic crude 
output and excessive inventories on 
hand at the beginning of summer. 

IPAA’s Supply and Demand Com- 
mittee, in its report to the Compact 
at an Estes Park, Colo., meeting, de- 
clared, “The failure to reduce imports 
was a direct displacement of avail- 
able domestic supplies Attempts 
by importing companies to deny this 
are without foundation in fact.” 

In Washington, IPAA General 
Counsel Russell B. Brown advised 
association members their only re- 
maining hope for ending “this con- 
tinued invasion of the domestic mar- 
ket by this great combination of a 
few companies” now seems to lie in 
“legislative action.” 

With Senate scheduled to 
mence debating Reciprocal Trade 
Agreements extension legislation 
this week, Mr. Brown said relief could 
come only if Congress were advised 
of the necessity and that he believed 
“whatever means that are available 
and proper, should be used to get 
the full facts” before the Senate and 
the House. He asserted the admin- 
istration “is seeking for an all-out 
fight” to pass extension bill as it 
came from the House, while IPAA 
favors adoption of amendment by 
Sen. Thomas (D., Okla.) that would 
limit oil imports to 5% of domestic 
consumption requirements. 


com- 


Cite Residual Situation 


Singled out for emphasis’ by 
IPAA’s Supply and Demand Com- 
mittee was the situation respecting 
residual fuel, the market for which 
it said represented 20% of the total 
market outlet for domestic crude. 

“It is in this market for heavy 
fuel oil,” said the committee, “that 
imports have their greatest and most 
direct effect, as imports consist large- 
ly of heavy oil or crude oil with a 
relatively high heavy fuel oil con- 
content. The increase in these im- 
ports has demoralized the heavy fuel 
market to the extent that domestic 
supplies of this fuel are unable to 
complete and domestic production 
has been greatly discouraged and re- 
stricted. At the same time, con- 
versions from coal to heavy fuel oil 
have been stimulated. Domestic pro- 
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ducers and refiners of domestic 
crude oil have been seriously in- 
jured by this development which has 
forced the domestic industry to suf- 
fer heavy losses and relinquish this 
market outlet to those few compan- 
ies having access to foreign oil...” 


Texans made themselves heard in 
the nation’s capital on the matter of 
imports too. 


A delegation of Texas congress- 
men, after calling on Secretary of 
State Acheson, promised Aug. 31 
that if assurances of “administrative 
relief’ from foreign oil imports are 
not forthcoming soon they will en- 
deavor to obtain “legislative relief” 
from Congress as soon as the House 
resumes its sessions. 


At the time, all they had from 
Secretary Acheson was a statement 
that he would have the State Depart- 
ment’s petroleum people “re-exam- 
ine’ the imports situation and pre- 
pare “a further report.” 


Declares Adequate Supply Available 


Texas Railroad Commissioner Ern- 
est O. Thompson, in reply to State 
Department’s charges that the Texas 
regulatory agency restricts produc- 
tion too much (NPN. 17, p. 20), de- 
clared there is a “super-abundance” 
of crude oil and products above 
ground in the United States. 


In a letter to Congressman Gos- 
sett and other Texans in Congress, 
Commissioner Thompson said facts 
“show clearly that there has been 


no excessive or artificial curtail 
ment of production. Greater produc 
tion would have meant even furths 
wasteful additions to inventories t» 
the point where existing storag: 
facilities might have been physically 
unable to handle this supply.” 


He touched on the subject of im- 
ports, saying that they represent no 
more than 5% of market demand. 
“It seems crystal clear to me that 
imports in excessive quantities sup- 
plant domestic production. No one 
objects to a reasonable amount of 
imports, but there does come a time 
when it becomes the duty of our 
government to protect our own home 
folks,” he asserted. 


Jersey on Imports 


Meanwhile, also in Washington, 
Jersey Standard was giving circula- 
tion to memorandum citing statis- 
tics which, it says, show conclu- 
sively that imports of residual fuel 
oil have been “supplementary to do- 
mestic production and stocks—they 
did not supplant domestic produc- 
tion.” 


Memorandum asserts that domes- 
tic refiners, east of the Rockies, have 
sold more residual than they hav 
produced since the first of 1949 
Also, it argues that domestic refin- 
ers will not buy additional crude to 
produce more residual, regardless of 
the demand, because it is an un- 
wanted by-product which sells 
less than the cost of the crude. 


Purpose of memorandum is t 
combat use by Independent Petro- 
leum Assn. of America, among 
others, of residual import figures in 
combination with crude oil import 
figures to claim that the total was 


Republic Extends ‘PD’ Gasoline Marketing 
Area; Bulk Sales Show Increase of 35.34% 


Republic Oil Refining Co. will start 


marketing its new “PD” gasoline 
(see NPN Aug. 3, p. 17) containing 
a combustion catalyst in two more 
Texas cities early this month. Pres- 
ident W. E. Huston told NPN the 
new motor fuel will be introduced at 
Benavides, near Corpus Christi and 
at Austin, Tex. 

“We will place ‘PD’ on sale at ev- 
ery other point in our marketing 
area as rapidly as possible,” Mr. Hu- 
ston declared. Company’s market- 
ing area includes the East Coast 
from Hopewell, Va., to Port Ever- 
glades, Fla., across Florida to Tam- 
pa, and a large section of the South. 
Company plans to enter the retail 
marketing field along the Gulf Coast 
between Tampa and New Orleans, he 
stated. 

Regarding sale of the fuel in Gal- 
veston and Texas City, the two test 
areas, Mr. Huston reported over-all 


increase in gasoline sales and at bulk 
plants and refineries from the start 
of marketing “PD” gasoline Aug. 10 
through Aug. 29 was 35.34% in 
these two cities. 


Increase in “PD” sales over house- 
brand was 75.97% and decrease in 
sales of premium gasoline 36.25% in 
the same period, Mr. Huston report- 
ed. “PD” gasoline is being substl- 
tuted for regular grade at Republic 
outlets at no increase in price, he 
said. 

In an NPN survey of station deal- 
ers in Galveston and Texas City, gal- 
lonage increases of 25-30% were re- 
ported by operators handling “PD” 
gasoline. 


Company is aiding dealers by run- 
ning newspaper ads at weekly inter- 
vals in local newspapers. Illustr: ted 
brochures have been furnished for 
distribution at service stations. 
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As Oil Celebrated It’s 90th Anniversary 
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This was the scene at Drake Well Memorial Park near Titusville, Pa., as the oil in- 


dustry observed the 90th anniversary of the Drake Well. Secretary of the Navy 
Matthews was the principal speaker at the observance ° 


taking the place of domestic crude 
production. 

It cites four long-term trends ‘‘now 
in evidence” which point “to lower 


and lower yields of residual fuel oil 
fron domestic refineries in all 
areas,” listing them as: 


1. “Probable higher crude oil prices 
future because of higher costs 
finding new reserves. 

2. “The rapid expansion of natural 
gas supplies in practically all areas 
having sizeable fuel requirements. 

The rapid installation of Die- 
sel locomotives on the railroads to 
place residual burning, as well as 
coal burning locomotives. 

i “The considerable advances 
wh have been made, and which 
probably will continue, in reducing 
costs of converting residual fuel oil 
o other products of higher market 


Val 

7 subject of foreign oil cropped 
up other quarters too, but with 
ad rent slant. 

Truman Views Mexican Loan 

1 


out having been asked, Presi- 
ruman volunteered the infor- 
mat to a news conference last 
hat Mexican oil loan negotia- 
vill continue and said he was 


sur iat eventually a conclusion 
Sat tory to both countries could 
be arrived at. 

At ‘he same time, in response to 
guestione « : a : 

4 is and in an extremely vigor- 
OUS 


nner, the President. asserted 
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that Edwin W. Pauley had no con- 
nection whatsoever with the pro- 
posed loan. Nor has any other oil 
man, he added, except some that are 
trying to keep the loan from going 
through. Pressed to elaborate on 
this last, Mr. Truman said that was 
something -that would be elaborated 
upon at a later date. 

Oil men in British Columbia and 
Alberta are urging that Alberta oil 
—now being produced in such large 
quantity that the Canadian prairie 
market is flooded—should be _ per- 
mitted to cross the border into west- 
ern U. S. instead of being trans- 
ported by costly pipe line eastward 
to Ontario. 

This sentiment was echoed re- 
cently in an editorial in the Vancou- 
ver News-Herald. 


Eagle to Get Terminal 
If Sunset Deal Approved 


Special to NPN 

LOS ANGELES—Controlling inter- 

est in Sunset Oil Co. is about to be 

purchased by Eagle Oil & Refining 

Co., Thomas F. Fournier, president 
of Sunset, said last week. 


Mr. Fournier said negotiations have 
reached an advanced stage and may 
be completed this week. 


Eagle is interested primarily in 
obtaining Sunset’s terminal facilities 
at San Pedro. Eagle has no terminal 
facilities of its own. Recently, Eagle 
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contracted to buy Texas gasoline and 
is using terminal facilities on a tem- 
porary basis. 

Eagle formerly obtained the bulk 
of its gasoline requirements from 
Standard Oil of California. Eagle re- 
cently lost a suit to compel Stand- 
ard to continue supplying Eagle. Dur- 
ing the hearing, it was disclosed 
that Sunset’s terminal facilities had 
been made available to Eagle. 

As a supplier, Sunset distributes 
2 to 3 million gals. of gasoline month- 
ly. Eagle is a major supplier of self- 
service stations. J. D. Sterling, presi- 
dent of Eagle, was not available for 
comment. 


Pan-Am-Root Merger Set 


Special to NPN 

NEW ORLEANS—Merger of Pan 
American Petroleum Corp. with its 
subsidiary Root Petroleum Co., both 
Indiana Standard affiliates, to form 
the new Pan-Am Southern Corp. be- 
came effective Sept. 1. 

Merger agreed to by boards of di- 
rectors of the two corporations in 
July was ratified by stockholders 
Aug. 23. 

Headquarters for exploration, pro- 
duction and pipe line activities of 
the corporation will continue to be 
located at Shreveport, La. The cor- 
poration’s two refineries at El Dora- 
do, Ark., and Destrehan, La., will 
supply Pan-Am Southern’s marketing 
operations in Alabama, Arkansas, 
Louisiana, Mississippi and Tennessee. 


Tax Figures Misleading 
As Oil Demand Yardstick 


NPN News Bureau 
CLEVELAND—Federal tax collec- 
tion figures on petroleum products 
cannot be construed as an estimate 
of demand, NPN was told last week. 
Oil industry tax men said that 
since taxes are levied when prod- 
ucts are moved from refineries to 
bulk storage, they may show increases 
or decreases at variance with con- 
sumer demand, depending upon 
whether storage level was high or low 
at time of movement. 

While Internal Revenue Bureau re- 
ported federal gasoline taxes during 
July 1949 dropped 7.9% from July, 
1948, preliminary oil industry - esti- 
mate shows consumer demand up 
about 15% in July this year over 
year ago. 
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One of the finest, broadest employee benefit programs in any 
industry—that’s the story behind this, the fifth advertisement 
in Standard Oil's 1949 institutional series. It's another way 
of telling the public how we, the employees of Standard 
Oil, our stockholders and our dealers can work together 
under a competitive, free economy, to produce a fuller life. 








WHEN AUDITOR HARRY WORKHOVEN (indicated by arrow) was retired last year, 
after more than 41 years service with Standard Oil, his two sons were invited to 
a party given in his honor by his Mason City, lowa, co-workers, Dr. Harry 
Workhoven, Jr., a Sioux City dentist, is on his father’s right; Merrill Workhoven, 


an Omaha radio announcer, is on his father’s left. Others at the table are A. W 
Peterson, William Jackes and L. A. Day, three of the many Standard Oilers who 
were present to wish Mr. Workhoven well as he joined the ranks of Standard 
Oil's annuitants 


A STANDARD OIL EMPLOYEE BEGINS HIS “PERMANENT VACATION" 


Of course we're sorry to see men like Harry Workhoven retire 
from the service of this company and its subsidiary companies. 
But we're glad that, when they do leave our team, they begin 
to receive monthly checks under Standard Oil's employee retire- 
ment plan—monthly checks for life 

Standard Oil began retirement payments in 1903; we were 
one of the first companies to have such a plan. Since then, 
thousands of our employees have earned “permanent vacations” 
with regular benefits coming in. 


There are many other features of Standard Oil's employee ben- 
efit programs: life insurance, group hospitalization and surgical 
operation insurance, sickness and disability benefits, and vaca- 
tions. They add up to one of the best and broadest employee 
benefit programs in any industry. The security this program pro- 
vides is an important reason why our employees find that 
Standard Oil is a good company to work for. 

STANDARD OIL COMPANY 


(INDIANA) 


WHEN LITTLE LINDA SUE JACKSON was born recently, 
Standard Oil group hospital and surgical operation 
insurance helped pay the bills. Linda's father, C. F 
Jackson, works for us in St. Joseph, Missouri 


ROBERTA SLAMP is visited by Chicago office co- 
worker Eileen O'Loughlin. Roberta received salary 
payments for 11 weeks, thanks to Standard’s sick- 
ness and disability benefits, plus part of her hospital 
expenses under our hospital plan. 
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COLORADO'S TROUT STREAMS, where Standard Oilers 
Art Krauss and Al Abeyta fish, are among the many 
vacation spots visited by thousands of our employes 
annually on the vacations they enjoy 


THE SAFETY OF our 48,000 employees is one of 
Standard Oil's first considerations. We have won 
many industry safety awards and our accident rates 
are so low that our employees are many times safer 
at work than they are in their homes. 


HIS FOX TERRIER, Toots, gets lots of attention, now 
that William F. Launtz of Decatur, Illinois, has 
retired after 29 years as a Standard Oil lubrication 
engineer. His hobbies are landscaping and travel 


THERE'S JOB SECURITY in a company with an average 
investment of $26,700 in tools and equipment back 
of each employee. The right tools helped our em 
ployees average more than $4,400 in wages and bene- 
fits last year 
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Congress Should Take Note of Sawyer’s Finding 
Of General Resentment Against Co-op Privileges 


66 "ie EVERY point on this southern trip the subject 

“% of co-ops was raised. There was little objection to 
co-ops themselves, but a very general, if not unanimous, 
feeling that the co-ops get unwarranted advantages as 
compared to traditional business from a tax standpoint.” 


So writes Secretary of Commerce Charles Sawyer in 
a report to the White House following a trip by him- 
self and two assistants during which they conferred with 
businessmen in Memrius, Birmingham, Savannah, Louis- 
ville, Frankfort and Atlanta. 


This report from an administration official may be 
something of a shock to those in Washington who have 
been put asleep by the propaganda of co-op lobbyists. 
The co-ops, particularly the Consumers Co-op of Kansas 
City, like to give the impression that small business 
really isn’t worried about co-ops, or at least it shouldn’t 
be. They like to pretend that the whole matter of ob- 
jection to the injustice of co-op tax advantages is a 
bogeyman dreamed up by the National Tax Equality 
Assn. 

But now comes Secretary Sawyer reporting that the 
subject was raised at every point, and that the feeling 
is very general, if not unanimous, that the tax laws dis- 
crim‘nate against bysinessmen and in favor of co-opera- 
tives. How are the co-ops going to blame that on the 
National Tax Equality people? 

If the secretary had gone into the small towns of the 
Midwest, his words might have been even stronger. In 
Iowa he would havé’ found Independent oil jobbers seri- 
lusly considering, through their state association, that 
they turn their private businesses into co-ops. The Iowa 
jobbers do not want to avoid a fair share of the federal 
tax burden, but they would rather go co-op than go out 
of business entirely. 


In other states, he would have found many other oil 


marketers thinking along the same line. He might even 
have realized oil marketing is not the only business af- 
fected competitively by the co-op tax privileges, that 
thousands of businessmen in other lines might be com- 
Pelled to go co-op to survive. Then perhaps the secre- 


tary would have reported back that the administration 
better study the matter, not only from the stand- 


po of simple justice, but against the danger of los- 
ing big chunk of federal revenue. 

l!. not too late for the secretary to broaden his edu- 
cal The Iowa Independent Oil Jobbers Assn. is hold- 
ing meeting at Des Moines on Sept. 14 to discuss its 
co- plans. The entire Iowa congressional delegation 
alr vy has been invited. Secretary Sawyer undoubtedly 
wot also be welcome. The White House might bene- 
fit f ma report on that meeting, and Secretary Sawyer 
has _ monstrated that he is a good reporter. 

A- ‘e learned in the South, the secretary would learn 
in | 


1 that oil jobbers and other small businessmen are 
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not opposed to co-ops, but that almost to a man they 
oppose and resent and fear the competitive edge that 
tax regulations of the Treasury Department give the 
co-ops. These jobbers are willing and most able to meet 
any fair competition. They are fighting special privilege 
which gives the co-ops a competitive advantage that the 
co-ops have not earned through more efficient operation 
or better sales methods. And if they cannot win the 
fight, they will seek the same advantages for them- 
selves in order to preserve their businesses from ex- 
tinction. 

So many of the troubles of small business stem directly 
from the government,. yet the administration and Con- 
gress are always looking elsewhere for the causes and 
the solutions. There is great need for congressmen and 
administrators, if they really want to help small busi- 
ness, to study honestly the effect of what they themselves 
have done. Credit to Secretary Sawyer for making a 
small start in this direction on his southern trip. 

Such a study should eventually cover many, many things. 
There is, however, no better place to start than with the 
tax laws and regulations, including those which give 
special advantages to the co-ops in their competition 
against small business. 


Public Warning on Heating Oil 
May Save Suppliers Trouble Later 


S LONG as there is even an outside possibility of 

heating oil supply trouble this coming winter, oil 
companies would do well to have themselves clearly on 
record as warning customers to fill their tanks before 
cold weather. 

The best way to get on record is to buy advertising 
space in newspapers. By using paid space, a company 
can say what it wants to say and can be certain that 
its own words will be printed. 

These ads would point out that the industry has enough 
crude oil and ample refining and transporting facilities 
to produce and move all the heating oil needed during 
the coming winter, provided too much of the demand 
does not pile up in December, January and February. 
They would remind the customer that last winter was 
unusually warm in most sections of the country and 
warn that next winter might be colder than normal. 
Facts about last winter’s temperatures as compared 
with the previous year or the long-term normal are easily 
available from the nearest office of the U. S. Weather 
Bureau. 


A company, large or small, which has added equipment 
for handling fuel oil would tell in its ads what it has 
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done to meet the increased demand and to give better 
service during the cold months. An integrated company 
might include information on the expansion in its en- 
tire operation, but as far as practical ought to tell also 
what it has done to improve marketing equipment in the 
locality in which each ad appears. A jobber or con- 
signee who has added new trucks, a new loading rack 
or a new tank should say so. 

“Here is what we have done,” the ad might con- 
tinue, “to help assure an adequate supply of heating oil 
in the event of a cold winter. And here is what you, 
the consumer, must do to play safe—fill your tank now 
and arrange for us to keep it filled on a regular de- 
livery basis. 

“There is plenty of oil in the wells. There is refining 
capacity to handle it. The oil industry has enough 
tankers, barges, tank cars and trucks to get it to the 
markets. But the peak winter needs cannot be handled 
all at once. A good part of the oil must be put into 
householders’ tanks before the coldest months. 

“We are warning all present and prospective customers 
to start the heating season with full tanks. Many al- 
ready have taken this warning. Those who haven't 
should arrange now to have their tanks filled as soon as 
possible.” 

Any previous warnings by mail or otherwise should 
be recalled, as should any price concession given during 
the summer months. 

In addition to giving the householder a warning he 


ought to have, in all fairness to him, advertisements 
urging autumn fill-up will give the industry some in- 
surance against criticism if there is distribution dif- 
ficulty next winter. 

The minute any trouble threatens, consumers and poli- 
ticians could be reminded of the warnings. Each oj! 
company which put itself on printed record during the 
summer or fall could point out, again in paid advertis- 
ing space, that ‘fon such and such a date we gave this 
warning, three weeks later we gave another warning, 
and here is exactly what we said.” 

If there are any cold homes this winter, the outcry 
against the industry will be terrific. Inasmuch as In- 
dependent jobbers and consignees distribute by far a 
majority of the heating oil, any blast is not likely to 
be limited to the major companies. Independents as well 
as majors would, therefore, do well to consider acting 
now to get on record with a clear warning to their cus- 
tomers. 





Reason is not measured by size or height, but 
by principle—Epictetus. 


NATIONAL PETROLEUM NEWS always welcomes 
comments of readers on its editorials. Please 
write Warren C. Platt, Editor, 1213 West 3rd 
St., Cleveland 13, Ohio. 














Wells Analyzes Failure of Summer Fill Discounts 


Special to NPN tion of the summer 


BOSTON—Failure of the discount 


replace steel in Army combat cross- 
country fuel lines, Army disclosed 
last week. 

Rigid fabric pipe of six-inch diam- 
eter weighs only 45 lbs. per 20-ft. 


discount in the 


plan to stimulate summer heating oil 
fills has been due, in part, to lack 
of financial incentive for jobbers, ac- 
cording to Joseph B. Wells, executive 
director of the Independent Oil Men's 
Assn. of New England, in the asso- 
ciation’s official bulletin. 

Mr. Wells said: 

“The failure of the discount plan 
raises a very pointed question as to 
the place that any such artificial 
stimulus should have in an industry- 
wide marketing program .. . par- 
ticularly wken applied at all levels. 

“Let’s analyze. At the wholesale 
level a 0.6c discount was the rule for 
July and a 0.5¢ discount for August. 
At the same time a 0.5c discount was 
quite generally offered to household 
consumers. Net result, the average 
tank wagon operator had an incen- 
tive of exactly 0.1¢c for crowding July 
household fill-ups. For putting on 
the pressure in August the discount 
plan offered no incentive ... the plan 
called for the full discount to be 
passed on. Sound thinking... if a 
drive for filling household tanks was 
to be set in motion? 

“That some 60° (about normal) 
of consumers’ tanks are now filled is 
no achievement of a household dis- 
count. The automatic delivery sys- 
tem took care of this ... as it does 
every year. . The chief contribu- 
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household consumer field has been 
the contribution of confusion, a lot 
of bookkeeping and considerable con- 
sumer ill-will. 

“The discount plan for this summer 
provided no possibility of increased 
income to care for such added ex- 
pense. 

“And the consumer’s reaction? If 
oil can be sold at 0.6c off in July, why 
then only 0.5c off in August? And 
if the prices can go down for July 
and August, why must the postings 
for September represent a price that 
is higher than August by a full cent 
or more? Consumer’ confusion? 
Potential ill-will for the retailer and 
for the industry? 

“If those who stand in the position 
of market leaders are to consider an- 
other summer discount plan for some 
future season, it would seem to be 
constructive to suggest that the ex- 
perience of the 1949 plan be taken 
into serious account.” 


New Light Weight Pipe 
Undergoes Army Study 


WASHINGTON — Plastic-impreg- 
nated fiberglas fabric pipe is now 
undergoing tests at Engineer Re- 
search & Development Laboratories, 
Fort Belvoir, Va., and may eventually 


section as compared with 185 lbs 
for steel and reportedly is light 
enough for dropping by helicopter in 
relatively inaccessible locations. Army 
says that although 1,500 Ibs. p.sii. 
burst pressure of new pipe can't 
match 2,000 lbs. burst pressure of 
steel, it is felt that safety margin 
will be more than adequate since 
Army is thinking in terms of cen- 
trifugal (steady pressure) pumping 
rather than piston (surging pressure) 
pumping. 

Although pipe development is still 
in laboratory testing stage, Army con- 
templates utilizing in the near future 
a several hundred-yard section of 
fabric pipe in an experimental 20- 
mile gasoline pipe line. Difficulty has 
been encountered in making pipe con- 
nections of sufficient strength but it 
is now felt that problem can be solved 
through binding aluminum ends to 
the fabric pipe for coupling. 

Since pipe production is still in 
hand-tailored stage Army is unable 
to make any reasonable cost esti- 
mates but does believe that within 
three to five years, under mass pro- 
duction, fabric pipe could be ym- 
petitive in price with steel. 

Experiments are also being  ¢0on- 
ducted with four-inch pipe, and eight 
inch pipe will be included later, Army 
reports. 
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New Degree-Day Recording Equipment! 


"TOKHEIM RECORDER MAKES POSSIBLE 
MORE ACCURATE O-0 PROJECTIONS” 
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PETRO’s experience tells our story better 
than we can! Now this old well-known 
company has Tokheim Degree-Day Re- 
corders in all its distributing branches. 
As stated in the accompanying letter, 
Tokheim equipment has not only made 


Company 
1 Tank & Pump Beer 
Tokheim Ot possible more accurate D-D projections 


155 Bast Lith Street 


New York 17, New York but also has given their “dispatchers a 
—_— better opportunity of laying out work”. 
tlemen: been 6p, Sa 
i \now, Tokheim Degree D&y orm points of fuel oil Progressive oil distributors everywhere 
Mel in ali our eastern tS ee oe Counters are! report similar experiences. The Tokheim 
einen nie The major benefits deri . _ Recorder eliminates guesswork in calcu- 
as they occur 


gree days 
1. ‘The Counter ves ves during the day. 


Figures 
2 
does not compensate for warn tenperetere stares for a period of 2h 











lating degree-days. It automatically counts, 
accumulates and records the passage of 














viously used were pased on mean temper degree-days in your operating area...en- 

wes ections ables you to schedule deliveries with 
ase curate degree 87 pro) ' - -v...inc l : 

It makes possible more a used as the basis for we greater accuracy...increases ga lons de- 

ee. taken at twelve —y w rather than using midnight £6 livered per fill, thereby decreasing number 

Sections for deliveries made — of stops per customer. This means re- 

° compiled by the weath -_ unity of laying out duced costs to any oil man. 
spatchers better SPP, all times. In othe tend « tow 6 - 
3. It gives ar ee tae are available st tar ahead OF Send coupon below for our special 
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work as degree d8y an tell at amy given momen 


to deliveries. 


bulletin. Be the first in your area to offer 
the improved service a Tokheim D-D 
Recorder makes possible. 


words» dispatchers + 
they are with respe very truly yourss 


sD POWER COMPANY 
PETROLEUM HEAT Ki Tokheim Advantages 














Accurate — automatic — continuous 


Counts, accumulates and rec . 

cu] Delivery Mahager ounts, accumulates and records de 

gree-days as they occur : 
Easily installed in your office — con- 
nects to nearest electric outlet 


+ + + 


Eliminates human error in computa- 
tions, speeds up office work 


(Left) K-Factor Calculator. For use with Re- 
corder. Speedy. Accurate. Easily operated with 
one hand. Single setting gives both K-Factor 
and D-D for next delivery. 


OKHEIM 












: Degree-Day Recorder TOKHEIM OIL TANK AND PUMP CO. : 
- Dept. N Fort Wayne 1, Indiana ' 
: Gentlemen: Please send free copy of your special Degree-Day Bulletin No. 321. - 

' 
' SEND THIS COUPON TODAY! ,.. nied 
: ‘ 
: » Street City —— State ; 
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MANPOWER UTILIZATION 


Establishment of Performance Budget 
Helps Assure Efficient Operations 


California Standard’s Program of Determining Manpower Standard’s Good 
Example of How Marketers Can Benefit by Adopting Similar Plan 


This is the first of five articles based upon material on 
efficient marketing operations presented to the API Mar- 
by Standard Oil Co. 
through E. J. McClanahan, vice president. 

In making this material available 
Standard of California is performing a service to the in- 
For many years NATIONAL PE- 
NEWS has urged the large oil companies to 


keting Committee 


dustry and to the public. 
TROLEUM 


By HOLGER RIDDER 
NPN Staff Writer 


Since an oil company’s greatest 
single expense usually is the payroll 
cost, the need for control of man- 
power generally is recognized by the 
industry. Therefore, the extent of 
this expense is directly affected by 
the efficiency with which available 
manpower is utilized. 

What one major oil company 
Standard Oil Co. of California—has 
done in setting up its own inanpower 
utilization standards and successfully 
applying them provides the oil indus- 
try with at least one answer to this 
problem. The material made avail- 
able to NPN pertains primarily to 
the application and use of manpower 
utilization standards employed in 
California Standard’s marketing or- 
ganization for branch classified per- 
sonnel. 

Branch classified personnel are, in 
effect, the operating manpower in 
the field—those who receive stock, 
take inventories, fill orders, make de- 
liveries and handle the routine paper 
work required at field stations or 
bulk plants. Because the scope of 
operation compares favorably with 
many Independent marketing opera- 
tions, the standards set up by Cali- 
fornia Standard can be applied profit- 
ably both at the jobber level and at 
the district or division level of an in- 
tegrated company. 

The California program, to be ef- 
fective, calls for periodic analyses of 


2 3 4 
Capac- Gals. No, 
city Delv'd. of 

Loads 


934 
S49 
705 


44,160 47 
56,510 63 
29,652 42 


to the 


T 
5 
No 
of 


Delays 


201 
255 
L 176 
The example above shows one month’s operation at a three-truck station 


of California 


industry, 


share their studies of marketing operations methods with 
the whole industry in order to help raise the standards 
of all marketers. 
nia’s action will encourage others to do likewise. 

This article, on manpower utilization standards, will 
help jobbers who wish to do so to set up manpower 
standards in their own companies and to compare the 
performance of their employes with the “par” established 


NPN hopes that Standard of Califor- 


by one of the largest majors. 


branch delivery, clerical 
work-loads to ascertain: 


and plant 


1—Utilization of existing man- 
power. 

2—Justification for 
and/or temporary labor. 

3—Time available for solicita- 
tion or other than regular duties. 


overtime 


Work-load, under the company set- 
up, may be broken down as between 
“delivery” and ‘“plant-clerical’’ func- 
tions. E. J. McClanahan, Standard 
of California vice president, points 
out that it is necessary to consider 
each of these segments, as well as 
the total, before a decision is reached 
as to the number of “basic’”’ positions 
required. Thus, the total work-load 
may indicate, say, 5.4 manpower 
which, under favorable operating 
conditions and work-load divisions, 
could be handled with a “basic” of 
five positions with a minimum of 
overtime and/or temporary labor. 

Under other conditions, a “basic” 
of six positions may be required due 
to practical operating necessities, 
that is, a tank truck operating 
schedule which local account require- 
ments do not permit changing, or 
the unusual division between the de- 
livery and the plant-clerical loads. 


Delivery Work-Load 


Delivery work-load can be devel- 
oped through the use of a work sheet 
similar to the “Tank Truck Per- 
formance sample of 


Analysis, a 
which appears on p. 25. This work 


ank Truck Performance Analysis 


6 x 9 
" Miles Delays Drive 
Run @ @ 
20 
Min, 
67 
85 
59 


1,486 
1,015 
1,953 


affecting operations and enable the branch manager to plan with maximum efficiency. 


24 


sheet also facilitates the comparison 
of monthly variations. 

Procedure for compilation of work- 
load analysis and source of required 
information follows: 

Col. 1—Truck Number—From mo- 
tor equipment performance records 
(refers to type of data obtained from 
tank truck time analysis shown be- 
low and also included in regular op- 
erating and maintenance truck fleet 
records). 

Col. 2— Capacity If the exact 
truck capacity in gallons is not known, 
average capacities can be used. 

Col. 3— Gallons Delivered 
motor equipment performance 
ords. 

Col. 4—Number 
gallons delivered 
capacity (Col. 2). 


From 


rec- 


Divide 
by truck 


of Loads 
(Col. 3) 


Col. 5 — Number of Deliveries 
From motor equipment performance 
records. 

Col. 6— Miles Run From motor 
equipment performance records. 

Col. %7—Loading—Multiply Col. 4 
by .4166 (the fractional hour equiva- 
lent of 25 minutes per load). For 
package trucks, full loads, multiply 
Ccl. 4 by 1 hour. 

Col. 8—Delivering—Divide Col. 5 
by 3 (hourly equivalent of 20 min- 
utés per delivery—a liberal average 
for all types of deliveries). 

Col. 9—Driving—Divide Cel. 6 by 
20 (average truck speed under nor- 
mal operating conditions). 

Col. 10—Office & Plant 


40 in- 


10 11 12 13 
Office Solic., Total 
and Collec. Hours 
Plant and Re- 
Misc. quired 
18 26 206 
18 26 207 
18 26 219 


Remark 


6-Day Ope 
6-Day Oper! 
6-Day Oper.tion 


Such an analysis for 12 months will reveal seasonal or other fact 
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Tank Truck Time Analysis 






























































Distric! ND GD: iicteriersinccnteinaaiis 
Statio Truck No. —_ ae 
Dote — Capacity 
= TT. = ; = 

Name ] Time 7 Speed- —_———— Time Spent — Minutes ———— — —————— Prod- | 

~ of ometer Gals. Plant load- ‘ Driv- | uct Amt 

Ploce Day Reading loaded Office ing ing Delays Coll Sol Misc Delv'd Delv'd Remorks 

_ ——— = —— — = ES : ———— ———- t 
— — —— 4 —___-_—_}- 4 _ + — — 4 - — 
ae et ee oe fi 
= L aunil Se SS L a enlien | _ | - , 
Sample of tank truck time analysis form used 

utes per day operated for each reg- shown for each stop (excluding traf- the form so that the total time in- 
ular truck to handle daily turn-ins, fic stops) the truck makes. volved can be properly allocated, 
~hecking orders, servicing and garag- , Cali i ‘d recommends. 
checking zZ Fs zg Time of Day—Show arrival and alifornia Standard reco 1end 


ing equipment, etc. (Equivalent to 
approximately 15 hours for 22-day 
per month operation; 18 hours for 
26-day operation). Where plant is 
not kept open, an allowance of 2 
hours per day is made for one truck; 
other trucks are allowed regular 40 
minutes. This is in recognition of 
work-load resulting from stock re- 
ceipts, inventorying, etc. 


Col. 11—Solicitation, Collections 
and Miscellancous—One hour per day 
for each regular truck (22 hours per 
month for average 5-day operation; 
26 hours for 6-day). This allowance 
may be increased in special instances. 


Since allowance for “Office & 
Plant” as well as “Solicitation, Col- 
lections & Miscellaneous” are based 
upon regular operating schedules of 
station trucks, they do not apply to 
relief trucks, unless they are sent 
into a station field to augment regu- 
lar equipment. In this case, these 
allowances should be made on the 
basis of the operating schedule. 


Tank Truck Time Analysis 


Standards used in tank truck per- 
formance analysis have been found 
to be reasonably liberal at all points 
Where actual truck performance has 
been logged, California Standard re- 
port However, if it is known from 
available logs or other experience 
that certain of the time factors indi- 
cate’ are not applicable in a par- 
lcular station field, such as average 
truck speed, they should be adjusted 
accordingly. In the event it is de- 
Sired to actually ride trucks for the 


purpose of determining their average 
Performance as compared with the 
fenerally accepted “standards,” the 
tank truck time analysis should be 
com) 


d along the lines of the sam- 
ple ve used by Standard of Cali- 
fort 

P) 


‘dure for compiling the tank 
truc 


ime analysis follows: 
Name or Place—Show locale where 


Wor! S being performed, such as 
as Ile ’ oe ” 

Pla John Doe (a customer), 
Lu " ete. This information is 
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departure time (in upper and lower To 
portions, respectively, of the box) for 
each “Name or Place” entry. The 
difference between these two figures 
is the time (in minutes) spent at the 
“Name or Place” in loading, deliver- 
ing, collection, solicitation, miscel- 
lancous, or any combination thereof 
and should %e entered in the appro- 
priate boxes. Difference between de- 


illustrate,.an area salesman 
may begin his d&y’s work at 08:00 
but may not lea¥é the plant until 
08:45, during which time he may 
have spent 25 minutes loading, 10 
minutes plant and office (checking 
orders; discussion with plant sales- 
man), and 19 minutes miscellaneous 
(personal). 


parture time at one point and arrival _ Speedometer Reading—The open- 
time at the next is entered under ing speedometer reading is shown 
“Driving.” when the truck leaves the plant and 


the closing reading when it returns. 
It is frequently helpful to indicate 
the reading at each “Name or Place.” 


If several functions are performed 
between arrival and departure time 
at one point, an approximation there- 
of can be maintained in your mind or Gallons Loaded — Total gallons 
a recapitulation made on the back of loaded onto the truck. Convert 


Fixed Clerical and Plant Work-Load 


Group A Group B Group © 
Stations Stations Stations 
(Hours per Month) 
Receiving, reading, answering and filing general correspondence ... 44.0 29.3 14.7 
Discussions with branch manager, sub-station agent, general sales- 


man, area salesman and plant salesman .... ‘ , , 27.5 16.5 11.0 
Handling special requests and reports ... .... ere rs : 8.0 6.0 2.0 
Preparing daily cash statement, deposit slip and banking .. 44.0 33.0 22.0 
Compiling sales progress report coveede sews sane 33.0 16.5 11.0 
Compiling 10-day sales report , (osenae ae ve 5.0 3.0 1.5 
Handling working fund and coupon book register . 4.0 2.0 1.0 
Preparing payrolls _ : 5.0 2.0 1.5 
Compiling weekly bulk stock report 0 5.0 5.0 
Monthly inventory or 8.0 6.0 5.0 
Compiling products used report 3.0 2.0 1.0 
Stock verification ne0eee ‘ 3.0 2.0 1.0 
Posting collections 5.0 3.0 2.0 


Recapping sales and posting to records .. : 24.0 12.0 8.0 


Posting LP-gas sales record .. a 5 dines 4.0 3.0 2.0 
Posting station sales record and branch expense record 1.5 1.0 0.3 
Sorting customer duplicate statements 3.0 1.0 0.5 
Preparing service orders .. TTT ve ‘ 2.0 1.0 0.5 
Ordering stationery and supplies .. ‘ 1.0 0.5 0.3 
Maintaining manuals, price books, etc. . ‘ er 4.0 2.0 1.0 
Policing plant office, warehouse and yard .. 33.0 22.0 11.0 
Total fixed work-load—5-day week operation . 267.0 168.8 102.3 
Add: If plant is kept open 6 days per week ... buen 33.0 21.3 2.7 
Total fixed work-load—6-day week operation ..........600c000. . 300.0 190.1 115.0 


Group A Stations: 


(a) Salaried branches with a delivery organization and having a basic organization of 15 or 
more classified positions. 


(b) Salaried branches where all deliveries are made by motor transport department, having @ 
basic organization of 4 or more classified positions, 


Group B Stations: 


(a) Salaried branches with a delivery organization and having a basic organization of 5 to 
15 classified positions. 

(b) Salaried branches where all deliveries are made by motor transport department, having a 
basic organization of less than 4 classified positions. 
«dup C Stations: 

(a) Salaried branches with a delivery organization and having a basic organization of less 
than 5 classified positions. 

(b) Substations and area stations where plant is kept open. 
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"90 YOOP" stands for“90 Years of Oil Progress!” 


Here’s the easy way fo fell the story of 
your industry...and have fun telling it! 


October 16-22 is a big week for you. Everybody 
in the oil industry is celebrating “‘90 Years of Oil 
Progress.”” 

But Oil Progress Week will do a lot more 


good for you if you can get the story of your 
industry across to the folks who buy gas and oil 


So, during Oil Progress Week, you should 
wear a “90 YOOP” button (which you can get 
free from the Ethyl Corporation). 


Your customer spots your button. Being hu- 
man, he’s curious. So he says: ““What in the 
world does 90 YOOP mean?” 

You say: “90 Y-O-O-P stands for 90 YEARS 
OF OIL PROGRESS .. . it was ninety years 
ago that Colonel Drake drilled the first oil well 
at Titusville, Pa. In just ninety years the whole 


%? 


great petroleum industry has been developed 
The customer says: “So what?” 


You say: “So you can run your car anywhere 
you want ... enjoy all the things that your 
automobile makes possible . . . get service sta- 
tion service seven days a week... and nave 
34,000 individual oil companies competing to 
give you better gasoline and oil than ever at 
reasonable prices. . .”’ 


See what we mean? It’s all in good fun and it 
will help people realize that you and your in- 
dustry are really doing a job for them. 


Ethyl will send you your "90 Yoop” button free! 


We will be happy to supply this big 3” color button to you. 


Since Ethyl Corporation is a part of the petroleum in- 
dustry, we’re as anxious as everybody to have Oil Progress 





ETHYL, 


Week go over. So just mail the coupon...no charge ... no 
obligation. . . we’re glad to be of service. 


| 


Ethyl Corporation 
Chrysler Building 

405 Lexington Avenue 
New York 17, N. Y. 


Gentlemen: 
Please send me without obligation a “90 YOOP”’ button. 


NAME 





A 


ADDRESS OF STATION 





BRAND OF GASOLINE SOLD 








NUMBER OF ATTENDANTS 





vs 
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Manpower Utilization 





greases to gallons by dividing total 
pounds by 8. 

Plant-Office—Covers time _ spent 
making turn-ins, checking orders in 
the office, servicing and garaging 
equipment, routine discussions with 
branch manager or plant salesmen, 
etc. (The development of a reason- 
able average figure for this activity 
would require running logs for a con- 
siderable period of time. Standards 
used for the tank truck performance 
analyses have been developed from 
experience in analyzing a large num- 
ber of stations and are considered 
ample under normal operations.) 

Loading ‘Time—Covers time truck 
is stopped at the loading rack and/or 
warehouse platform until it is loaded 
and ready to leave plant. Does not 
include time truck may be left stand- 
ing at either point while area sales- 
man is engaged in “Plant/Office” or 
“Miscellaneous” activities. 

Driving Time—Starts when truck 
leaves one “Name or Place’ and ends 
upon arrival at next “Name or 
Place.” In instances where truck 
spotting is delayed due to blocked 
driveway, etc., discussion with the 
area salesman will determine wheth- 
er this is an abnormal condition, and 
to what degree the time involved 
should be considered part of ‘‘Deliv- 
ery” time. 

Delivery Time—Starts when truck 
is stopped at spot from which de- 
livery is to be made and ends when 
motor is started preparatory to leav- 
ing, except that time spent in col- 
lection for previous delivery or state- 
ment, discussion of products for fu- 
ture delivery, or personal is to be 
shown as “‘Collection,” “Solicitation,” 
or “Miscellaneous,” respectively. 

Delivery time usually includes such 
functions as gauging customer tanks, 
hooking up delivery hose, delivery of 
product, putting equipment away 
(hose or cans), drawing invoices, se- 
curing customer’s signature, and col- 
lection of money, if sale is cash. 

Collection Time 
for collection purposes only, time 
starts when truck stops and ends 
when motor is started preparatory to 
leaving. If collection for a previous 
delivery is made during a delivery 
stop, the time is the period spent in 
securing payment and receipting the 
bill. 

Solicitation Time—If stop is for 
solicitation purposes only, time starts 
when truck stops and ends when mo- 
tor is started preparatory to leaving. 
Time for solicitation made in con- 
junction with delivery or collection 
stops is period actually spent in 
product discussion. 


If stop is made 


Miscellaneous 
unusual delay, etc. 

Product and Amount Delivered— 
Self-explanatory. 


Includes personal, 


tal minutes spent in loading by num- 
ber of full loads (total gallons loaded 
divided by truck capacity). 

Average Miles Per Hour—Divide 
total miles traveled (difference be- 
tween opening and closing speedom- 
eter reading) by total hours spent 
in driving (total minutes divided by 
60). 

Average Time Per Delivery—Di- 
vide total minutes spent delivering 
by number of deliveries made. 

Plant-Clerical Work-Load 

This is applicable only to plants 
that are kept open. 

While average time factors for 
branch plant and clerical functions 
are difficult to establish because of 
differing conditions and work vol- 
umes, it is possible to measure, with- 
in reasonable limits, time required to 
perform the functions involved, Cali- 
fornia Standard declares. Standards 
outlined in the company’s program 
have been developed from analyses 
made at a large number of s.aitions 


and are considered reasonable for a) 
erage conditions. However, where 

is known from actual experience th: 
greater allowances are warranted f: 
certain functions, appropriate adjus' 
ments should be made. 


For purposes of _ simplification 
plant-clerical work-load has been di- 
vided into two segments, i.e., “Fixe 
and “Variable.” 


Fixed functions are those common 
to all branch, sub and area stations 
that are kept open, and which do not 
vary materially between stations in 
the same general group or in the 
same size range. Allowances devel- 
oped for these functions are shown 
on p. 25 for the three station group- 
ings established. 

Variable functions depend upon the 
station’s volume, customer require- 
ments, etc., and are specifically de- 
termined for each point by means 
of a log-data sheet similar to that 
shown below. The data reported on 


Log Data Sheet 


Station 


Factors to be Developed Through Maintaining 
Daily Log for One-Week Period: 
1—No. of telephone calls reecived and placed 
by classified personnel. 
2—No. of customer contacts at plant 
fice, excluding other oil companies, fuel 
oil dealers, and customers served over 
marine dock, if any, which are reported 
separately below. 
-No. invoice tags written in plant or office. 
No. of invoices covering direct Motor 
Transport Dept. deliveries to accounts in 
station field. 
No. of barrels filled in plant. 
No. of delivery buckets filled in plant. 
For stations with marine docks— 
a) No. of customers served over such fa- 
cilties. 
b) Actual time required to 
customers (total minutes). 


or of- 


serve such 


Factors to Be Developed Through Recapping 
Pertinent Data for Average 3-Month Period: 
S—No. of credit applications 
9—No. of invoices covering direct 
in station field. (From stock files 
10—Station stock receipts, reported as follows: 
(From station stock files; to be 
of full or equivalent units received. ) 

a) No. of tank cars unloaded. 

b) No. of transport trucks unloaded. 

c) No. of commercial package trucks 

d) No. of box cars unloaded 

e) For stations receiving stocks by water 
(1) No 
Estimate of 

to tie up, 
(2) No 


processed. 


total 
unload 


manpower 
and untie. 


shipments to 
maintained at 


expressed as 


Mon. Tues. Wed. Thurs. Fri. 


(Months) : 


accounts 
station.) 


number 


unloaded 


of tankers (bulk stock) unloaded 


hours required 


of barges (bulk stock) unloaded 


Estimate total manpower hours required to unload 


(3) No 


of tankers (package stock) unloaded 


Estimate total manpower hours required to unload 


Note: If combination 

tally only as ‘‘bulk.’’ 
Station stock deliveries (exclusive of 
reported as follows (from 
and station stock files): 
a) No. of customer tank 
b) No. of commercial 
c) No. of commercial 
d) No. of motor 
e) No. of tank 
f) No. of box 
No. of empty 
to supply 


receipt (bulk 


invoices in 


trucks loaded 
transport trucks 
package trucks 
transport trucks 
cars loaded. 

ears loaded. 

iron barrels and 
point, TO BE 


LP-gas 


local 
customer 


cylinders 
REPORTED ONLY 


and package), 


trucks), 
folders 


area 


(bulk) loaded 


loaded 
(bulk) 


loaded 


returned 
IF SHIPPED 


BY BOX CAR OR DELIVERED TO DEPOT BY STATION 


TRUCK, (From copies of bills of 


Miscellaneous: 


13—Time required to compile this report, 


exclusive of 


lading.) 


that necessary to maintain daily 


(Include time required to recap logs for entry under Items 1 to 6.) 


14—No. area trucks operated 5 days per 


week?...... No. 
15—No. days per week plant is kept open?..... 


operated 6 days per week?... 


16—If station serves as a terminal for motor transport trucks and marketing department 


sonnel balances motor transport delivery forms, 
motor transport delivery trucks are operated”... 

Is daily bulk stock report maintained?...... 

Is relief furnished to other stations? ‘% 

(If so, indicate stations and days per week supplied 


Average performance what is total number of daily shifts 


computed as follows: 
Average Loading Time 


28 


factors are 
Divide to- 
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You get much longer service from hose with 
factory-applied Scovill couplings. The unique 
Scovill design— giving a firm but gentle compres- 
sion over a wide area of the hose—provides the 
strongest possible grip without injuring the hose. 

This broad distribution of the fastening force 
of the coupling to the hose, materially lengthéns 
the flex life of the hose. After seven million 
“flexes”, in a recent test, the coupling held secure 
and the hose showed no sign of failure. Machine 
application makes a sure fastening and a positive 
static connection. 

Scovill’s lock-on ferrule becomes an integral 
part of the coupling, making a seal that is com- 
pletely gas-tight even when subjected to freon 
vas under 200 psi for a long time. A wide range 
of ferrule sizes provides uniform assemblies re- 
vardless of commercial variances in wall thickness. 


TRIPLE TESTING PROVES SCOVILL DEPENDABILITY 


PRESSURE test proves Scovill coupling holds beyond bursting 
pressure of hose. 


FLEXING test proves Scovill coupling does not weaken hose. 


PULL test proves Scovill coupling holds beyond tensile 
strength of hose. 


SCOVILL TRIPLE-TESTED 


GIVE MAXIMUM FLOW, SAFETY AND HOSE LIFE 


Sept: ber 7, 1949 
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HOW MACHINE APPLICATION 
PREVENTS TROUBLE 





Hose with ferrule attached is pushed over 


4 punch and onto coupling shank. (Coupling 


parts are machined from solid brass for 
greatest strength.) 


Punch has expanded flow tube, forcing 

metal serrations into hose. LD of coupling is 
ay now same as ID of hose for rigid, uniform, 

full flow area. These operations are repeated 

for each part of the two-piece coupling. 


Write us for Bulletin 520-H 
SCOVILL MANUFACTURING COMPANY, 
MERCHANDISE DIVISION, 81 MILL STREET, 
WATERBURY 91, CONNECTICUT 
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Manpower Utilization 





this sheet are averaged to a month- 
ly basis and recapped in another. 


Standard of California says experi- 
ence indicates that it requires about 
two hours for the average marketing 
department station to complete the 
log-data sheet shown on p. 28. Of- 
fice computations necessary to deter- 
mine delivery workload and com- 
plete the recapitulation indicating the 
station’s manpower requirement take 
from a minimum of 15 minutes to a 
maximum of 45 minutes per station, 
depending upon the size and com- 
plexity of operations. Thus, over-all 
effort necessary to make periodic an- 
alyses of this nature is very reason- 
able in relation to the assurance it 
provides with respect to manpower 
utilization. 


Work-Load Recapitulation 


Illustration at right shows the 
form used to recap the several seg- 
ments of work to arrive at the sta- 
tion’s total load, which is then divid- 
ed by the number of normal work- 
ing hours in the month under analy- 
sis to arrive at a par or basic man- 
power (during an average month, an 
employe works 22 days, representing 
176 hours). 

Where the 


indicated organization 


Branch Classified ‘PAR’ Organization — Marketing Department 
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is large enough to warrant a full- 
time position to handle vacation and 
sickness relief requirements, an ad- 
justment should be made according- 
ly. The resulting manpower figure 
can then be compared with the ex- 
isting basic as well as with the num- 
ber of payroll jobs (including equiva- 
lent manpower represented by over- 
time and/or temporary labor). 


General 


Normally a station’s total classified 
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work-load should be ascertained for 
the purpose of analyzing classified 
manpower utilization, as one classifi- 
cation might provide considerable re- 
lief or assistance in discharging func- 
tions that are not generally associa- 
ated with that particular classifica- 
tion. For example, an area salesman 
might provide one day per week re- 
lief to the plant salesman as well as 
handle certain plant functions on a 
regular basis. It would be improper 
to consider his total time as avail- 
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FIT YOUR 
NEEDS 


Model S-21... for Profitable Deliveries of Fuel Oil or Gasoline 


Here’s the truck tank that will make money for 
you the year ‘round. Like all Southern Truck Tanks, 
Model S-21 is available in 800, 1000, 1200, 1500 


and 1800 gallon capacities with optional compart- 
ment divisions and all proven Southern features. 
Write today for low price and complete details. 


SOUTHERN TANK & MANUFACTURING, INC. 


OWENSBORO, KENTUCKY 


1501 HAYNES AVENUE 


NATIONAL PETROLEUM N! WS 
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able to handle the indicated ‘delivery’ 
workload. 

The following activities also should 
be reviewed from the standpoint of 
manpower utilization and to increase 
time available for solicitation and 
other special duties, California Stand- 
ard declares: 

(a) Size of deliveries through a 
study of customer’s folders. 

(b) Relationship of average 
throughputs to available storage at 


resale and large “other” accounts. 








(c) Plant warehousing methods— 
storing fast-moving packages near- 
est loading point. 

(d) Sequence of deliveries, “back- 
tracking’; rearrangement of routes, 
etc. 

(e) Working habits of personnel. 

(f) Review to determine whether 


collections are made consistently or 
postponed to last few days of month. 


A Budget of Personnel Performance 


E. J. McClanahan, California Stand- 
ard vice president, points out that 
while payroll usually is the greatest 
single item of expense in a company’s 
operations, it contributes to many 
other costs, such as employe benefits, 
expense accounts, trucks, passenger 
cars, other facilities, rent, etc. In 
his own company, he says, such 
costs account for approximately half 
of the total operating expense. 


Explaining California’s manpower 
standards, Mr. McClanahan says: 

“Manpower utilization can be good 
or bad. It depends upon the degree 
of effective production attained by 
those on the payroll. Unnecessary 
work, producing nothing of value 
and contributing nothing to the prog- 
ress or welfare of a company, and 
inefficient handling of necessary 
work, or wasted time and substand- 
ard performance, all are traceable 
to poor supervision. 


“Only management can control the 
use of manpower and management 
is established primarily for that ex- 
press purpose. In our marketing or- 
ganization a manager is not just a star 
salesman endeavoring to make an 
individual personal record for him- 


self. His major job is to so extend 
his influence over those responsible 
to him that maximum effort and 
production will be accomplished in 
all positions. In order that he may 


fulfill this responsibility for man- 
power control, he must have the nec- 


essary tools with which to work. 
“In our experience, we find ‘stand- 
ards to be the most effective tool 
to easure manpower utilization. 
Wha’ is a ‘standard?’ It is a meas- 
ure of performance based upon a 
rea ible expectancy of accomplish- 


mer A standard is a budget. Its 
pro} use will point the way to both 


unne cssary work and inefficient per- 
for ce. Standards in our market- 
ing anization are based upon ac- 
tual sverage performance, perform- 
uae good and poor producers, and 


and old employes. They are 
eas ble and easy to attain. 


e standards represent aver- 
age iditions. Because of unusual 
ns peculiar to particular lo- 


cations, they cannot always be 
achieved. And in some cases, the 
standards can be too easily met. In 
these instances, it is intended that 
the standards be adjusted to what 
might be reasonably expected for 
such a location. For example, a 
truck making deliveries in a moun- 
tainous terrain cannot be expected 
to travel at the same rate of speed 
as a truck making deliveries on fast 
level highways. Therefore, the stand- 
ard figure for ‘miles per hour’ should 
be adjusted. 


“In the extolling of standards, one 
should not overlook the _ inherent 
weakness that has developed in their 
application. It generally is true that 
the need for additional jobs is sub- 
jected to the standard formula. But 
there appears to be an inclination 
to consider that once a position has 
been justified and established, it is 
always necessary thereafter and little 
questioning is evident by some man- 
agers to assure a continued need for 
such positions. Subject as it is to 
peak and valley marketing volumes, 
the petroleum industry requires a 
manpower control program that is 
flexible both ways—to recognize the 
need for increased manpower where 
need is demonstrated by use of stand- 
ards, and to recognize as quickly, 
through the same mediums, the need 
to reduce manpower.” 


Second Quarter Pipe Line 
Revenues Decline 2.7%, 


NPN News Bureau 

WASHINGTON—-Oil pipe line com- 

panies having annual operating rev- 

enues of more than $500,000 report- 

ed transportation revenues of $82,- 

143,410 for second quarter 194%, down 
2.7% from second quarter 1948. 


Summary from Interstate Com- 
merce Commission’s Bureau of Trans- 
port Economics and Statistics also 
shows these companies reported 566,- 
882,804 bbls. of oil originated on line 
and received from connections dur- 
ing second quarter 1949. This was 
11.3% less than 639,291,684 bbls. re- 
ported a year ago. 







































































COMPRESSOR 
GUN... 








ALL IN ONE 
COMPACT UNIT 


$5995 


The Spray-Gun with 1001 industrial uses— 
from painting water or oil base paints to 
insecticides . . sprays one quart of any 
sprayable liquid perfectly in 4 minutes at 
over 50 pounds air pressure. 






















WEIGHS 
LESS 
THAN 5 
POUNDS 













CARRY THE SPRAY-GUN 


To THE JOB..- with 
THE 



















COMPLETE KIT 
INCLUDING GUN 
WEIGHS LESS 

THAN 17 POUNDS 















WORLD’S ONLY COMPLETE 
PORTABLE SPRAY-GUN KIT 


At last! An easy-to-carry Spray-Gun kit that 
contains all necessary equipment for pro- 
fessional use. No more bulky equipment to i 
carry . .. no more heavy compressor or 
unhandy hoses .. . Justa light metal carrying 
case that contains all your spraying needs. 










Payswell Spray-Pak with gun and all accessories 


$79.95 
Available at most hardware and 
department stores or the manufacturer 


SELLCO CORP. 


801 ANDRUS BUILDING, DEPT M 
MINNEAPOLIS 2 MINNESOTA 
























SIMPLE BUT RUGGED - - .) 


HEART of the 
BUTLER NeWay TANDEM §=§ <~ =~ Low Unsprung Weight 


One of the major engineering ac- 

> complishments in the Butler Ne- 

° (ies ‘ Way Tandem is the drastic reduc- 

Is This i_ A ‘ tion of unsprung weight. The tan- 
dem is designed so that unsprung 


Revolutionary 1] weight of the undercarriage is at 
. - = } 


an absolute minimum. This means 


RUBBER : an important reduction in pound- 
ing and shock on tires, wheels and 


bearings. It is a well known fact 
BUSHED 


that 100 Ibs. of unsprung weight is the equivalent of 1000 
TRUNNION 


Ibs. of sprung weight from the standpoint of such wear. 
. 
2-Stage Springing 
The sturdy trunnion shaft 


5s E= = > == aE Tr j 7 i of 
is Soleil dee Sn Rink on. 5 = =f _ New, improved design makes full use 
curely in the rubber bush- | || springs to obtain easy riding. Lower 
ing by a grooved steel ' ~~ stage spring leaves give empty or par- 
casting, clamped under tially loaded tank a soft ride, free from 
' tension by four 1%" al- road shocks and destructive vibrations. When load exceeds 
loy studs and HiNuts. These long-wearing 


rubber bushings allow controlled movement capacity of lower stage leaves, the upper leaves pick ? the 
of the unit—minimizing tire scuffing—re- 
ducing stress transmission to frame and 


body. All motion at this point takes place Absorbs Road Shocks 
within the rubber itself, eliminating the 
wear caused by friction and moving parts. Road shocks are absorbed by the flexing 


. # | st end of the spring and dissipated through 
Over 200,000 Miles of a | AN the entire spring stack in the Butler 


TROUBLE-FREE SERVICE eee Way =90 NeWay Tandem. This eliminates one of 
, co the most frequent causes of destructive 
ped “~~ — oS the seme tank vibration and leakage. Spring ends are clamped in rub- 
e ay andem lan in e conventiona ° ° f 
tandem or single axle. Operators report more ber and anchored securely to axles to help maintain periect 
than 200,000 miles of maintenance-free and alignment and road load conformity. Perfect equalization of 


trouble-free service. The rubber trunnion loads is an inherent feature of this tandem. 
bushings removed from units after such serv- 


ice still show no undue wear. 
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ROAD-TESTED AND PROVED 

















A Tandem That Really Cuts Maintenance Costs 


*NO LUBRICATION REQUIRED 
* LOW MAINTENANCE COST 


* SIMPLE CONSTRUCTION 
* LESS TIRE WEAR 


The Butler NeWay Tandem Axle opens a new 
era in trouble-free transport tank operation. 


Costly, complicated tandem units are out. In their 
stead, this simple, safe, rugged, easy to maintain 
tandem. Startling new engineering improvements 
have been added to eliminate practically all major 
causes of tandem trouble. 


Easier handling, less tire wear, reduction of stress 
transmission to frame and body are accomplished 
by the revolutionary new rubber bushed trunnion, 
an exclusive feature of Butler NeWay Tandems 
which gives the unit its flexibility and introduces 
the most sought-after principle in tandem axle 
construction. 


Operation and maintenance costs are cut to the very 
minimum with the Butler NeWay Tandem. Tip-over 
action, “crowhopping,” and unwanted load transfer 
have been eliminated. The trunnion shaft is mounted 
lower than the centerline of the axles and is located 
dead-center between the axles with brake chambers 
and lever lengths exactly the same size on both 




















axles. Freedom from lubrication maintenance is 
accomplished by use of long-wearing rubber bush- 
ings which prevent metal-to-metal contact at stra- 
tegic points. 


Two-stage springing has been retained in principle 
—improved in design—to assure a soft, easy ride 
with full or empty tank. Flexing ends of springs 
absorb road shocks, prevent them from causing 
damage and leaks in the tank body. 


Five years of thorough road-testing under severe 
operating conditions have proved the stamina, 
dependability and economy of the Butler NeWay 
Tandem. 


It is with confidence and pride that Butler intro- 
duces this new tandem unit as a great step in the 
advancement of safer, more dependable transport 
tank operation. 


Send today for complete, detailed information on 
the Butler NeWay Tandem. Mail coupon now. 





BUTLER MANUFACTURING COMPANY 


Kansas City, Mo. Galesburg, Ill. 
ise send complete information 
he Butler NeWay Tandem. 
», send information on BUT- Dept. S 
° Safety Transports viz: 


_...Gals. Capacity FIRM NAME 


e Axle ____. Gals. Capacity ADDRESS 


k 
A 
L 
Taodem Axle 
S 
Tronsport Trains Gals. Capacity cre 


Send all inquiries to: 7454 East 13th St., Kansas City 3, Mo. 
954 6th Ave., S.E., Minneapolis 14, Minn. 


Richmond, Calif. Minneapolis, Minn. 





Shipyard No. 2, P.O. Box 1072, Richmond, Calif. 
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OPI IIR 8 RA IERDOE A rome | 


*IN NORMAL CAR USE 


Perrro.euMm marketers everywhere who sell Prest-O-Lite tell us 
that the new Hi-Level Battery has helped them boost volume on 
their entire T.B.A. program. This outstanding product and the 
program back of it can win friends and build traffic for you. 


We invite you to investigate this remarkable profit opportunity. 


Ete 


Sales Manager 


PREST-O-LITE BATTERY COMPANY, INC. TOLEDO 1, OHIO 


34 NATIONAL PETROLEUM NF \vS 


















TBA Section 


Oil Company Executive Discusses Responsibility 


Consumer-Dealer TBA Requirements 
Govern Type of Program to Be Chosen 


Of Supplier in Best Serving the Average Dealer 


This is the third in a series 
of articles by oil company TBA 
specialists bearing on the selec- 
tion of the right TBA merchand- 
ise for service stations. (The first 
appeared in NPN Aug. 3, p. 23; 
the second Aug. 24, p. 24) 


By S. J. HEIDEMAN 


Manager, TBA Sales 
Atlantic Refining Co. 


It is probably incorrect to say that 
an oil company establishes a TBA 
program. It is more accurate to state 
a TBA program is developed by the 
requirements of two very important 
groups—the petroleum consumer and 
the petroleum dealer. The consumer, 
of course, is king and his desires rep- 
resent the boundaries of any program 
offered. The car operator wants serv- 
ice, convenient purchasing and quick 
solutions to his difficulties. These fac- 
tors have forced the neighborhood 


service station into a merchandising 
program which, while closely inte- 
grated with the sale of petroleum 
products, requires entirely different 
consideration. 


When the service station operator 
plans his merchandising program for 


his location, two general points are 
£lven consideration: the first is that 
his customers want certain merchan- 


tise tems and are willing to buy them 
fri him and the second is that he 
wil ake a profit in handling them. 
Th is also the possibility that 
mer andise will be considered which 
has not had previous customer de- 
mat It should be remembered that 
tems involve more effort in 


one ay or another and, therefore, 
req a much greater profit margin 
an average return for the ex- 
ra ount of specialized and inten- 
Sive iles work performed. 
demand and/or 


If cus- 
profit are 
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Mr. Heideman 


viewed favorably, then a _ careful 
study must be given to the other very 
real limiting factors which will di- 
rectly control the dealer’s success. 
These are: 


1. Merchandising ability. 
a. Training 

. Balance. 

Space. 

. Capital. 

Time. 


Product complexity 
a. Service. 
b. Variety. 


Pore ON 


Of these factors, no doubt the most 
important is the individual’s merchan- 
dising ability. If the dealer has this, 
he will more than likely have the 
ingenuity to overcome any of the 
other factors that may present diffi- 
culties. 


The next consideration, of course, 











is that of keeping sales of various 
types of products in proper relation 
one to another so that the main pe- 
troleum products, which after all pro- 
vide the traffic and the principal rev- 
enue, are not neglected. 


Limiting Factors 


The lack of space is a serious hin- 
drance involving storage facilities, 
salesroom stocks, and window and 
driveway display space. The lack of 
adequate and suitable space for these 
functions limits a dealer on the ex- 
tent of TBA and home supply lines. 


The capital investment is also an 
important limiting factor with many 
dealers. Working with small capital, 
it becomes imperative that very wise 
expenditures be made for inventory 
purposes so that purchases are con- 
fined to merchandise for which there 
is a ready market and on which a 
rapid turnover can be secured. It 
must be remembered that if addi- 
tional capital is required for an ex- 
panded line it is costly to procure 
and the risk element is high espec- 
ially in a time of readjustment such 
as we are presently experiencing. 


Time is a factor of limitation be- 
cause one must think of all the extra 
steps that are involved with the ad- 
dition of another product to the TBA 
line and the fact that each new item 
demands a further division of the 
merchant’s available time. From this 
standpoint, study must be given to an 
item of merchandise to determine 
whether it will really provide addi- 
tional revenue or whether it will 
merely supplant the sales and serv- 
ice effort already given to another 
product and so result in a substitu- 
tion for revenue secured from other 
sources. This factor may better be 
classified as the dealer’s ability to 
departmentalize his business. 


Technical Knowledge 


By complexity, we refer to the tech- 
nical knowledge that must be mas- 
tered by the merchant in ccnnection 
with many of the products that he 
has to offer, not only on the brand 
of product that he sells but also on 
that of competitive products, and also, 
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the familiarity he must have with the 
application and maintenance of the 
item. Complete consideration must be 
given to the degree of technical skill 
required to sell and service an item 
satisfactorily, economically and prof- 
itably. 


Can Determine Extent of TBA Line 


After these factors have been thor- 
oughly explored, then a dealer is in 
a position to determine the extent 
of his TBA line. Since there are so 
many variables, it becomes apparent 
immediately that there is no stand- 
ard formula. It follows that some 
dealers have been highly successful 
in handling a very extensive line of 
merchandise, much of which has no 
direct relation or association with 
the automobile, and at the other ex- 
treme is a large group of gasoline 
outlets that aren’t doing very much 
with even the basic tire and battery 
products. Somewhere in between lies 
the average dealer and he is the one 
we must consider when talking in 
general'ties 

It would be extremely difficult, if 
not impossible, to establish any com- 
plete list of TBA items that could be 
sold in all service stations. The cus- 
tomer has indicated that he wants 
to buy tires and also batteries, anti- 
freeze, and certain replacement types 





A SAFE Bet 


FOR 


TANK CARS 





Whether yours is the responsibility of the 
tank car builder, or the work and risks 


of the tank car riding trainman, 
you will appreciate the safety of 
Blaw-Knox Electroforged Steel 
Running Boards, Brake Steps, and 
Platforms. Note also the one- 
piece welded construction, easy in- 
stallation, easy replacement, and 
open self-cleaning feature. 


Quick delivery to your specifications. 


Write for Bulletin No. 2228 


hw hat hat 


BLAW-KNOX DIVISION 


of Blaw-Knox Company 
2120 Farmers Bank Bidg., Pittsburgh 22, Pa. 
Representatives in Principal Cities 


of accessories, such as spark plugs, 
fan belts, cables, radiator hose, light 
bulbs, wiper arms and blades, oil 
filter cartridges, tire chains, brake 
fluid, and certain services, such as 
tire repairs, battery charging, spark 
plug cleaning, car waxing and polish- 
ing, and cooling system service. It 
is thought, therefore, that every effort 
should be made to have a dealer recog- 
nize that this is the situation so that 
at least he can be properly prepared 
to handle the motorist’s minimum 
wants. 

There is no doubt about the fact 
that the present day service station 
dealer is a better merchant than yes- 
terday’s. One need only recall the 
history of petroleum retailing to re- 
cognize that dealers are becoming 
better merchants all the time. The 
curb pump and later the drive-in 
filling station and then the service 
station of the past few decades are 
a far cry from the present service 
sales stations. With the change in 
facilities there was a vast change in 
character of personnel and in the 
nature of the business. The service 
station business today represents a 
complex and specialized form of mer- 
chandising but one that still requires 
all the functions of a regular retail 
business establishment. This kind of 
business requires an experienced or 
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well-trained businessman to run it, 
The caliber of operation required to- 
day for assured success and the fact 
that there are so many successes are 
proof of the dealer’s advance in mer- 
chandising. 

All during the era of shortages, 
service station dealers greatly expand- 
ed their lines of merchandise. It was 
not unusual to find stations selling 
washing machines, refrigerators, 
boats, trailers, and all kinds of mer- 
chandise not associated with a serv- 
ice station’s main function. It must 
be remembered, however, that this 
condition developed during a period 
when the hardest thing to do was to 
get the merchandise. Usually posses- 
sion was as good as a cash sale 
Therefore, the dealers who were hand- 
ling these goods were engaged in a 
sincere effort to profitably serve their 
patronage. Today, we find that the 
dealer’s preference for a line of mer- 
chandise has been considerably nar- 
rowed. 


Results of Survey 

In a recent survey conducted by 
Atlantic, it was revealed that about 
half of the service station dealers in- 
terviewed preferred to handle tires 
and batteries plus a limited line of 
accessory merchandise that was re- 
quired in car operation, such as plugs 
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fan belts, chains, lights, etc., where- 
as the balance of the dealers pre- 
ferred to handle tires, batteries and 
a broader line of accessories includ- 
ing such additional items connected 
with the running of a car, as seat 
covers, car radios, car heaters, sun 
glasses, etc. Those dealers who pre- 
ferred to go beyond this range of 
merchandise were so few that their 
effect on the survey was negligible. 


This survey bears out the fact that 
there has been a considerable amount 
of retrenchment in the extent of 
dealers’ TBA lines. This, in turn, is 
only a further evidence of better 
merchandising ability of the present 
day service station dealer. After 
skimming the cream off a seller’s 
market, he is taking a stronger posi- 
tion for the competitive battle that he 
is now engaged in and is concentra- 
ting his efforts on the products he is 
more familiar with and on which he 
has already received the customers’ 
mandate. He’s reducing his overhead 
and risk element, This situation is 
believed to be only temporary; the 
dealer is consolidating his position 
and the more progressive ones can 
soon be expected to again step out 
and re-establish broader lines of 
merchandise. 


It is quite apparent that the oil 
companies are not primarily inter- 
ested in serving every dealer with 
any type of merchandise that he may 
elect to sell. An oil company’s TBA 
program has to be considered very 
carefully from the standpoint of abil- 
ity to satisfactorily serve the average 
dealer. With Atlantic, this service is 
not intended to merely sell merchan- 
dise to the dealer but more important 
to assist him in profitably disposing 
of the merchandise and related serv- 
ices in such a fashion that he will 
at the same time create additional 
customer good will and satisfaction. 


Suppliers Responsibility 


This, then, is the really important 
job for the TBA program. The re- 
sponsibility of the oil companies, if 
they are to earn the dealer’s business, 
IS to provide specific plans and pro- 
grams which give the dealer extra 
merchandising impetus to improve 
his position in his local market. For 
example: Atlantic has a program on 
lres called “Tire Event Week”. 


TI is a program where, for a 
limite’ time (preferably one week), 
4 sto k of perhaps a hundred tires 
iS consigned to a dealer for display 
and sales purpose. In conjunction 
with the consigned stock, the dealer 
iS su) plied with banners featuring a 
ire sale, tire inserts, advertising, 
Post ‘ards and other promotion aids 
to assist him in creating atmosphere 
of a ‘ire headquarters that is con- 
ducti) a big tire sale. In prepara- 
tion tor the event there is an in- 
tensive review of the product and 
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Items to Be Stocked 


To meet the motorist’s mini- 
mum wants, says the author, 
service .stations should stock 
these items: 

Tires, tubes, repair materials, 
valve cores and caps. 

Batteries. 

Antifreeze. 

Seat covers. 

Spark plugs. 

Fan belts. 

Battery cables. 

Light bulbs. 

Radiator hose and clamps. 

Radiator compounds. 

Fuses. 

Wiper arms and blades. 

Oil filter cartridges. 

Rear view mirrors. 

Flashlights, batteries and 
bulbs. 

Tire chains. 

Brake fluid. 

Car wax, polish and cleaning 
materials. 











service features with all station per- 
sonnel. This plan has been found to 
average about a 400% increase in the 
dealer’s tire sales for the period of 
the campaign. The sales momentum 
created by the event carries on into 
the future. Sales in the following per- 


TBA Section 





iod average 50% greater than in 
the period before the event. 

Of great value, too, is the beneficial 
effect this promotion has on all sta- 
tion business. Special sales plans on 
batteries and accessories similarly 
stimulate the dealer’s promotional ac- 
tivity—all adding up to greater prof- 
its for him. If these sales aids are to 
be a real advantage for the dealer 
and the oil company supplier, the oil 
companies must integrate TBA ac- 
tivity into their over-all marketing 
programs. 

Provision for TBA must be made 
in all the various operational and 
service phases warehousing, deliv- 
ery, pricing, training sales promotion, 
advertising, displays, etc.—therefore, 
every item of merchandise handled 
by an oil company must be viewed 
first from a standpoint of the motor- 
ist and second from the standpoint of 
the dealer and the limitations im- 
posed upon him, and last but not 
least from the company’s standpoint 
and its ability to provide the afore- 
mentioned services in a measure that 
is at least as good as competition 
and preferably better. 

With this kind of thought and con- 
sideration given TBA programs by 
oil companies, there is little doubt 
that the service station dealer’s ad- 
vance in TBA will be well guided, 
successful, profitable, and eventually 
on a much larger and wider scale 
than now visualized by present more 
conservative standards. 





TBA Briefs 


Competing for elbow room in the 
accessories market are two new au- 
tomobile arm rests. One is a part- 
able, adjustable rest made of alumi- 
num and plastic. The arm is sup- 
ported by the back of the seat and 
extends parallel with the body of 
the driver or rider. This rest is built 
by Auto Necessities, Inc., New York. 


A combination arm rest, kiddie seat 
and utility compartment is being pro- 
duced by Mack Foss Products Co., 
Sherman, Tex. This arm rest is de- 
signed to fit any model car or truck, 
and features a utility compartment 
with a hinge-mounted top. The top 
is covered with a sponge rubber pad- 
ding and an art-leather cover. 


Hang-All Auto Wardrobe Rack is 
the name of a new device which the 
manufacturer says can be mounted 
on the inside of a car without the 
use of screws. It is attached by 
means of clamps to the window 
frames, and is designed to fit flush 
with the roof without interfering 


with the car doors or windows. 
Manufacturer guarantees device will 
support 100 Ibs. of clothing, which 
is said to be equivalent to 32 gar- 
ments. Garments hung on the rack 
are said to hang full length and 
wrinkle-free at all times. The Hang- 
All Corp. 


Two new automobile waxes are now 
on the market. Nevr-Dull Magic 
Creme wax will clean, polish and 
wax a car in one operation, accord- 
ing to the manufacturer, Heath Aero- 
chemicals of New York. The wax 
comes packaged in a tube. 


Marley Spray-Gloss is a spray-on 
auto wax which, according to the 
manufacturer, enables the motorist to 
wax his entire car in five to ten 
minutes. The manufacturer, Marley 
Industries Inc., is located in Long 
Island City, N. Y. 


* o * 


A new kind of automobile clothes 
hanger has been put on the market 
by the Santay Corp., Chicago. The 
hanger is held in position by a brace 
that exerts pressure between the top 
and bottom of a window frame and 
is designed to hold four suits. 
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ASSOCIATED CAR CARE 


In Window Displays 
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CHANGE Now To 
WINTER WEIGRT 


RAIN-MASTER YOO 


WIPER ARMS & BLADES 


Se ee This group of photos shows six special window display lay- 


ASSOCIATED CAR CAR Pact WEaI t outs for service stations by Tide Water Associated Oil Co., 
é San Francisco. Each display makes use of posters with the 
art treatment built around one particular TBA item. The 
posters are designed to fit standard frames which are made 
available to dealers 
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PLANNING FOR PROFIT 





When to Replace or Expand Truck Fleets 


Cost Records Help But Management Must Supply Know-How 


For most oil marketing companies the tank truck delivery of refined prod- 


Necessary to Provide Adequate, Efficient Equipment 


ucts is the most important function the business performs. The tank truck 

fleet is a nerve center of profits, and it has always been necessary for oil 

marketers to watch closely the output per truck in terms of the number of 
gallons delivered per day per truck. 


By FRANK C. STURTEVANT 
NPN Staff Writer 


There is no automatic formula to 
tell an oil marketer when he should 
replace old tank trucks or expand 
his tank truck fleet. Cost records 
will help, but in the final analysis 
the decision on whether new truck 
equipment will mean more profit has 
to be based upon management judg- 
ment. 


To assemble a set of principles 
that might help in the motor trans- 
portation phase of planning for prof- 
it, NATIONAL PETROLEUM NEWS con- 
sulted the operations managers of 
six major oil companies, and 12 
representative Independent jobbers. 
This study showed: 


1. Even where cost records are 
most complete, as in the instance of 
a major oil company that is especially 
conscious of operating costs, final de- 
cisions on replacement of specific 
truck units is up to the division oper- 
ations manager. 

2. The amount of “down time” is 
the primary indicator for most mar- 
keters as to whether a specific unit 
should be replaced. ‘Down time’”’ not 
only ties up the investment in that 
unit, but often causes costly snarls 
in dispatching. 

The trend toward larger capaci- 
ty units is continuing with larger 
storage being installed in service sta- 
tions and by commercial consumers. 
In the past it has paid to buy units 
somewhat larger than the immediate 
ne and assuming that this trend 
oward larger storage will continue, 
it will pay to do likewise in the 


1. Three types of performance 

rds are useful: Daily gallons de- 
livered, cost in cents per gallon, and 
‘Ost in cents per mile. 


major oil company has an un- 
isua ly complete system of using cost 
date ‘o determine when a tank truck 
shou! | be replaced. It has found that 
SOSts per mile begin to rise above 


a er three years of service for 
the erage tank truck. After the 
Sosts reach 5c a mile no major re- 
Pairs are undertaken without first 
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estimating the further useful life of 
the truck, and the increased cost per 
mile which will be necessary to ab- 
sorb the repair costs. 


This estimate is accomplished by 
spreading the cost of the repair 
job over the added months of expec- 
ted service, and figuring a probable 
cost per mile for the estimated num- 
ber of miles that particular truck 
will normally cover. The mileage 
per month will vary considerably de- 
pending on whether the tank truck is 
used for inter-city hauling, for city 
or farm deliveries, or for stand-by 
service. A complete cost record of 
each truck is always available on 
which these estimates can be based. 

Then, before going ahead with the 
repairs, a comparative cost per mile 
is calculated for a new truck to re- 
place the old one. Today’s price for 
a new truck is spread over an ex- 





pected life span, and, from the cost 
experience records of similar new 
trucks, an operating cost per mile is 
projected. Since new trucks are al- 
ways cheaper to operate the com- 
parison usually shows some saving in 
favor of purchasing a new truck. 
If the saving is large enough so that 
it appears possible for a new truck to 
pay for itself within two to three 
years time, replacement is recom- 
mended instead of a repair job. 


The foregoing procedure is routine 
but not ironclad. As in most major 
oil companies the division operations 
manager may still exercise his own 
judgment as to whether to requisi- 
tion a new truck or repair the old 
one. Or he may decide to take the 
truck out of full-time service and 
hold it in reserve as a spare. Many 
considerations must be weighed 
which are familiar to all oil men. 
He will have to keep in mind the con- 
dition of his whole fleet, whether a 
peak season has just passed or is 
about to begin, and he will always 
try to keep a good balance in his 


Cost records on truck repairs give a partial picture of the condition of a company’s 
equipment but the amount of “down time” is a more important criterion of whether 
a particular truck is doing its job 
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HERE'S 


DATA ON 
OXYGENATED 


ALO HYDROCARBONS 


POLAR MOLECULES 


Surface active agents are daily playing 
an increasingly important role in industry. 
Alox, oxygenated hydrocarbon products 
contain many of the compounds, such as 
organic acids, alcohols and esters, now 
recognized as having high surface activity 

The presence of the _ COOH, __OH, 
C=O radicals in Alox compounds, and 
the adsorption of these groups on many 
different types of surfaces, is the basis 
of their effectiveness in preparation of 
materials used for the flotation of ores, 
protective coatings for metals water 
repellent paints, etc. 




























































































































These materials are also” excellent 
sources of organic acids of relatively high 
molecular weight 

















Write today for research data 
applicable to your work, 


ALOX 


CORPORATION 


3949 Buffalo Avenue 
Niagora Falls, New York 
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fleet -between tractors, 
conventional tank trucks. 


trailers and 


Special Reasons for Changing Trucks 


Often new developments in a mar- 
keting area make it necessary to re- 
place truck equipment for reasons 
unconnected with the age or con- 
dition of the units in the truck 
fleet. As an example of changes 
which are always taking place, 
another major oil company is grad- 
ually completing the installation of 
larger underground storage tanks at 
service stations. As fast as the lar- 
ger tanks are installed the company’s 
division offices have had to buy 5,500 
gal. tank trucks to replace smaller 
units in order to get the full bene- 
fit of lower delivery costs through 
larger station dumps. 

Most major oil companies keep 
records of gallons delivered by each 
truck, and also a record of operating 
costs by the mile and by the gallon. 
Costs per gallon and per mile are 
usually figured on a month’s opera- 
tions. To be complete costs should 
include wages, gasoline, oil, repairs, 
insurance, license and taxes and a 
portion of the purchase price of the 
truck as a depreciation charge. 


However, operations managers 

























































WELL LIGHTED STATIONS 
ARE PROFITABLE STATIONS 


And for the finest illumination STONCO 
UNITS are the most economical and 
trouble free you can buy. STONCO 
exclusive trough design and wider light 
spread area gives you better than 7 
times the light per watt than ordinary 
open light reflectors. 
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agree that while a cost history of 
truck is a useful reference, no forn 

ula exists for determining from tl 

cost record alone when a truck nee: 

to be replaced. A _ sure indicato 

they feel, is the amount of “dow 

time.” 

On this point both jobbers and 
major oil company men think alik 
They agree that a truck which suf- 
fers too many breakdowns, regard- 
less of its age, is a costly burden on 
the truck dispatching system. When 
such breakdowns occur, they requir: 
an emergency reshuffling of drivers 
and of other truck equipment. Pay- 
ment of overtime often results, and 
deliveries to customers may be de- 
layed. While these breakdowns may 
in time be reflected in a higher cost 
récord for the particular truck, such 
a record does not show the full effect 
of the breakdowns on the whole de- 
livery operation. That is why ex- 
perienced owners or managers act at 
once to replace troublesome units. 


Some examples of how jobbers look 
at the problem of truck replacement 
are these: 

A jobber serving many farm cus- 
tomers judges from long years of 
experience about how much to ex- 
pect from his standard 1,000 gal 
farm delivery tank trucks. At any 
season of the year he will know, for 
instance, if a truck should be making 
one trip or two trips in a given num- 
ber of hours per day, and about how 
many gallons the truck should be 
handling per day. He consults his 
daily reports of gallons delivered and 
if performance falls below what he 
considers par, he looks for trouble 
either with the driver or with the 
truck. 


Checks Against Depreciation 
Allowance 


Another jobber likes to check 
maintenance expense against the de- 
preciation allowance he could get for 
income tax purposes on a new truck 
He sets up an accounts receivable 
on his books for every truck the 
business owns. Whenever a driver 
gets gasoline, oil or tires for his 
truck a sales slip is made out just 
as it would be for a customer. His 
bookkeeper automatically charges the 
truck’s account on the books. If 4 
company mechanic does work on 4 
truck, his time from the payroll 
record is also charged to the account 
of the truck on which the work was 
done. If any outside repairs, parts 
or supplies are bought, the invoice 
is charged through in the same way 
When the annual repair and main- 
tenance cost of any truck equals 
what the U. S. Treasury Department 
would allow as depreciation on 4 
new truck, this jobber replaces it at 
once. 


The Treasury department has no 
fixed rule on depreciation allowances, 
except that each taxpayer should 
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make the annual charge-offs come 
somewhere near the actual life-span 
of the particular piece of equipment 
as it is used by that particular tax- 
pa yer. 

Here also it should be noted that 
the jobber who compares’ main- 
tenance with depreciation has not 
set up any formula for controlling 
the purchase of new trucks. For 
example, this same jobber is now 
planning to replace some of his farm 
delivery trucks with new, heavier 
eqiupment. In the past he has used 
a 1,000-gal. tank on a light-weight 
chassis, but he is convinced the units 
are undersized and underpowered for 
the kind of service they are in. He 
feels that repair expense has been too 
high, and, of more _ significance, 
breakdowns have been too frequent. 
He has concluded that he should 
have bought a little more capacity 
than the absolute minimum needed to 
handle the job. His next new farm 
truck therefore probably will be a 
1,500-gal. tank on a heavier chassis, 
and with a larger horsepower motor. 

The above example again dem- 
onstrates the part played by manage- 
ment in interpreting cost and per- 
formance records when deciding on 
truck replacement. In deciding on 
when and how to expand tank truck 
equipment, good judgment is _ re- 
quired to an even greater extent. 
The past few years have witnessed 
a large increase in the volume handled 
by the tank trucks of the marketing 
segment of the oil industry. The 
question of how much reserve equip- 
ment is necessary calls for repeated 
management appraisal. 

A case in point is that of a jobber 
who finds that his margin of reserve 
truck capacity has entirely disap- 
peared during the recent period of 
expansion. His gallonage to the farm 
trade and to a group of small dealers 
has built up to the point where he 
cannot lay up a truck for major re- 
pairs. He feels that 1,000-gal. trucks 
are about as heavy as should be used 
in his area, so that he cannot buy 
one large truck to do the work of 
two smaller ones. He has therfore 
reached the point where he must add 
new trucks to his fleet, and switch 

older equipment to standby 


e 


- Truck For Industrial Accounts 


lifferent situation confronted a 
in a highly industrialized 
This jobber found that an in- 

ng number of large industrial 

ners were putting in storage 
big enough to handle full trans- 
oads, and that he could not 
te for their business because 
ick equipment was too small. 
er to solicit this class of busi- 

he jobber traded in his 3,600- 
uck on one of 5,000 gals. ca- 
Within a short time he found 
eral volume had outgrown his 
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trucking capacity, and he bought 
back his old 3,600 gal. unit for stand- 
by service. 

In another case of a jobber with 
a considerable amount of commercial 
business already being served by 
medium sized trucks, it appeared 
from careful figuring that one large 
6,600-gal. truck could handle the 
work of two present units. The cal- 
culation here involved a study by the 
jobber of each hour of driver’s time 
spent in actual delivery of products, 
in returning to the terminal for re- 
loading, and time lost waiting at a 
crowded loading dock. In this situa- 
tion the smaller trucks making two 
or three trips a day were at a dis- 
advantage because of the lost motion 
on return trips and at the terminal. 
It was decided to buy the large truck, 
resulting in the elimination of much 
of the lost time, as well as the cost of 
one truck and one driver. 


Hauling from Refineries 


Where jobbers are in position to 
do their own hauling from refineries 
and terminals they have still a dif- 
ferent problem. For this kind of 
service they need the maximum size 
transports the weight laws permit. 
They also need to study alternate 
freight rates, the availability and cost 
of contract hauling, a possible high- 
er truck driver wage rate, and all 
other operation costs. Usually in- 
quiry is made into possible trans- 
port service which might be furnished 
for other marketers in the vicinity, 
in order to realize the utmost profit 
from the venture. 

An example of a jobber who de- 
cided to do his own hauling involved 
a 50-mile movement from a marine 
terminal to the jobber’s bulk plant. 
Here there was no past cost his- 
tory which exactly duplicated the new 
type of hauling service. Estimates 
had to be made of the probable time 
required per transport trip, and the 
probable cost per mile for operating 
and maintaining the newer, larger 
piece of equipment. The transport 
was purchased after the estimate 
showed a possible saving might be 
made over the rail tank car rate of 
about 0.51c per gal. 


NTTC Board Meets to Hear 
Tank Truck Economic Data 
NPN News Bureau 
WASHINGTON—Board of direc- 
tors of National Tank Truck Car- 
riers, Inc., will hold a special meeting 
Sept. 8 at the Palmer House, Chicago. 
Meeting has been called for 10 a.m. 
in Room 17 to hear a report on re- 
sults of a recent conference between 
NTTC’s committee formed to study 
economic conditions in the tank truck 
industry, and representatives of In- 
terstate Commerce Commission. 
All members of the association 
have been invited to attend. 
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Prevent gasoline waste and ‘‘lost dollars” 
by using Rectorseal #2 on all connections 
when piping is installed or repaired. 


Rectorseal #2 is the proven thread and 
gasket sealing compound thot retains its 
plastic elasticity for the life of the con- 
nection. It’s impervious to gasoline (reg- 
ular or aviation). Backed by 11 years of 
satisfactory service in the Oil Industry 
. . . designed specifically to be the per- 
fect safe and sure thread and gasket 
sealant. 


Ask for it by name—Rectorseal #2 at your 
dealers . . . or write 
RECTORSEAL, Dept. J. 
2215 Commerce St. 
Houston, Texas 
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“PHILLIPS” 


Your ‘‘Buy Word” 
for DEPENDABILITY 


Since 1919 the PHILLIPS Trade 
Mark on Hand Operated Service 
Station Dispensing Equipment 
has been a hallmark of quality 
and dependability—a reputation 
constantly maintained through 
the years. 


Write Today 

For Catalog 
showing the complete 
line of PHILLIPS Hand 
Operated Pumps, Tank 
Units, Grease Dispen- 
sers and other Service 
Station Equipment. 
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PHILLIPS PUMP & TANK CO. 
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Cincinnati 9, Ohio 
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Natural Gas Competition for Heating 
Fuel Market Showing Steady Growth 


More natural gas competition for 
the old, established oil heating areas 
of New England and the Atlantic 
Seaboard is developing, although at 
a slow pace. Recently a small part 
of the New York market, the bor- 
ough of Staten Island, was hooked 
up to a natural gas supply for the 
first time. A new pipe line company 
has been announced, the Northeast- 
ern Gas Transmission Co., which was 
organized for the purpose of bring- 
ing natural gas from the Southwest 
into New England by 1950. 

Elsewhere in the country a few 
other eastern oil heating strongholds 
will get more natural gas along with 
additional supplies destined for al- 
ready established gas heating areas 
of the West and Midwest. A sum- 
mary of new natural gas transmis- 
sion facilities authorized by the Fed- 
eral Power Commission during the 
first half of 1949 was recently made 
public by FPC chairman, Nelson Lee 
Smith. Following is a list of cities 
over 50,000 intended to be served by 
the new facilities (not including the 
New England area to be served by 
the new Northeastern company): 

California: Berkeley, Fresno, Oak- 
land, Sacramento, San _ Francisco, 
San Jose, Stockton and San Diego. 

District of Columbia: Washington. 

Indiana: Terre Haute and Evans- 
ville. 

Iowa: Des Moines and Sioux City. 

Kansas: Kansas City, Wichita and 
Topeka. 

Kentucky: 
and Lexington. 

Minnesota: Minneapolis. 

Missouri: Kansas City and St. Jo- 
seph. 

Nebraska: Lincoln and Omaha. 

New Jersey: Atlantic City, Bay- 
onne, Camden, Newark, East Orange, 
Hoboken, Irvington, Jersey City, Pas- 
saic, Paterson, Trenton and Union 
City. 

New York: Syracuse, Rochester, 
Binghamton, Buffalo and New York 
City (Staten Island). 

Ohio: Akron, Canton, Cleveland, 
Cleveland Heights, Lakewood, 
Youngstown, Columbus, Springfield, 
Dayton, Toledo, Hamilton and Cin- 
cinnati. 

Pennsylvania: Pittsburgh, ‘York, 
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Louisville, Covington 


Erie, Philadelphia, Chester, McKees- 
port, Reading, Allentown, Bethlehem, 
Harrisburg, Altoona, Johnstown and 
West Mifflin. 

Tennessee: Memphis. 

Utah: Salt Lake City. 

Virginia: Arlington County. 

West Virginia: Charleston, Hunt- 
ington and Wheeling. 


During 1948 the number of custo- 
mers served by gas utilities increased 
3.9%, according to the yearly sta- 
tistical summary “Gas Facts’, re- 
cently published by the American 
Gas Assn. Although total revenues 
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increased 13.2% it is pointed out that 
this is largely due to rate increases 
obtained by utilities supplying manv- 
factured gas. Natural gas, oil heat’s 
chief competitor, has advanced but 
little in price. 


Appearing in a separate news re- 
lease is an estimate by the Ameri- 
can Gas Assn. of 6,600,000 families 
now using gas for residential heat- 
ing, or about one-third less than the 
number of families heating with oil 
The AGA forecasts an increase of 
693,000 househeating customers dur- 
ing the 1949-50 season, or a little 
more than one-half the  probabk 
number of new oil heating units ex- 
pected to be installed during the 
same period. Figures are for com- 
bined space and central heating 
units. 


Material Made Available to Local OHI Groups 
Desiring to Join in Co-operative Ad Campaign 


Tangible assistance for local Oil- 
Heat Institute chapters wishing to 
engage in co-operative advertising 
is now available from the Distribu- 
tion Division of Oil-Heat Institute at 
New York. Mats of complete news- 
paper ads with space for the names 
of participating local oil-heat dealers 
can be obtained, together with a 
series of window streamers, envelope 
stuffers, post cards and a revised 
form of the booklet “Oil Heat Proved 
and Approved by Millions.” 


A. E. Hess, OHI managing direc- 
tor, recently made a presentation of 
the campaign to the Baltimore OHI 
chapter with the result that $2,000 
was immediately subscribed by mem- 
bers for a local campaign. 


Mats for the newspaper ads have 
been prepared in two different sizes, 
with six layouts for each size. Gen- 
eral aim of text and art is to link 
up the “carefree” characteristics of 
automatic oil heat with economy, 
and to emphasize the plentiful sup- 
ply of fuel oil. A new angle is an 
effort to associate ,heating oil with 
other well known uses of petroleum 
products. This is accomplished by 
repeating a phrase in each ad call- 
ing attention to oil as used “On the 
Highways ... On the Skyways. 
On the Rails.” 


The campaign material which con- 
sists of printed matter such as leaf- 
lets, post cards, etc., may be or- 
dered in quantities from OHI head- 
quarters at New York, imprinted for 
local use. 

The twelve-page green and black 
booklet, “Oil Heat Proved and Ap- 
proved by Millions,’ was first used 
by OHI as a handout at the Bos- 
ton convention in May. Written for 
the consumer, it reviews the charac- 
teristic advantages of oil heat and 
describes the various types of oil 
burners on the market. The pagt 
on service and distribution has been 
written with copy appropriate fo! 
local use, and the back page contains 
a ‘direct offer to furnish information 
and estimates on oil heat. 


W. O. Spiess, national secretary 
of the Distribution Division, will 
make a presentation of the campaign 
material to the Cincinnati OHI chap- 
ter on Sept. 15, and plans to visit 
other eastern groups in the near 
future. 

It is expected that the new pro 
gram and its initial receptio! will 
come for a major share of disc''ssion 
at the next meeting of the OH Pub- 
lic Relations Committee to be hold ™ 
Chicago on Oct. 19, and at dir ctors 
meeting on Oct. 20. 
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Training Course for Oil 
Burner Salesmen Offered 


Fuel oil marketers in the East who 
oil burners will have available 
fall a new training course for 
burner salesmen. The course is 
nsored jointly by Oil-Heat Insti- 
and Walter Hervey Junior Col- 
, New York City, and will begin 

with the fall term of the college, 
Sept. 26. 

The oil heating industry is in great 
need of qualified sales personnel, ac- 
cording to A. E. Hess, managing di- 
rector of OHI, and this course should 
be especially valuable for those deal- 
ers who do not have facilities of 
their own to conduct a sales training 
program, he points out. 

Frank Thomas, dean of the eve- 
ning college, who will administer the 
sales training program, states that 
the project method of teaching is to 
be used. Students will be assigned 
practical projects involving all 
phases of selling and these projects 
will be co-ordinated by three in- 
structors, specializing in sales, pub- 
lic speaking and mechanical aspects. 

Acting for OHI in preparation of 
the course of study are T. A. Craw- 
ford, general manager of the Tim- 
ken Silent Automatic Division of 
Timken-Déetroit Axle Co., and chair- 
man of the OHI Public Relations 
Committee; and Carl Watres, sales 
manager for Timken in the New 
York metropolitan area. 

Mechanical phases, which will in- 
clude study of various types of burn- 
ers, controls and practical applica- 
tions of installation surveying, will 
be taught in the well equipped heat- 
ing laboratories of the YMCA Trade 
and Technical School. 

The course is designed to provide 
basic fundamentals required for a 
professional sales job in oil heat, ac- 
cording to Mr. Hess, and in addition 
it will function as a refresher course 
for those salesmen now actively en- 
gaged in the oil heat field. Dealers 

personnel directors may obtain 

tails from the Director of Ad- 
ions at Hervey College, 15 West 
St., New York City. 


NLRB Ruling Favors Truck 
Distributors of Fuel Oil 


ependent truck distributors of 
oil apparently stand to gain 
a recent National Labor Rela- 
Board ruling obtained by the 
ndent Truck Owners Assn. of 
hester County, N. Y. The rul- 
stablishes the status of indi- 

truck owners as employers 
irs labor union attempts to so- 
nion memberships among them. 
ugh the Westchester associa- 
{f truck owners includes own- 
gaged in many lines of busi- 
some portion of the estimated 
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300 individual fuel oil distributors 
have become members of the associa- 
tion which was recently organized. 
During the past two years Local 456 
of the AFL Chauffeurs, Teamsters 
and Warehousemen’s Union con- 
ducted a drive to organize drivers 
of fuel oil delivery trucks in West- 
chester County and in the course of 
the campaign forced the individual 
truck owners to join the union, ex- 
acting a $150 initiation fee for the 
privilege. 

During the last heating season 
when the warm weather cut down 
the demand for truck drivers the 


DOME TOP 
UTILITY CAN 


Fuel Oil 


union came up with a new rule bar- 
ring individual truck owners from 
driving their own trucks, and requir- 
ing them instead to hire union truck 
drivers. 

The association of truck owners 
was organized largely to protect its 
members from being forced out of 
business as a result of economic 
pressure brought to bear on them by 
the union regulations. The asso- 
ciation retained an attorney, Judge 
S. Robinowitz, of White Plains, 
N. Y., in addition to a labor rela- 
tions counsellor, Bernard A, Samuels 
of New York City. 


A safe, sturdy shipping container for your product and useful in many ways ofter 
it is emptied. Yes, it’s a real premium that goes with every sale and carries your 
label to keep your name and product before the user. Has a score of uses for the 


consumer. 


Built for a long useful life, the Dome Top Utility Can has big, sturdy reinforcing ribs 


on top... 


strong body beading to ward off bumps and blows. 


A Short spout makes pouring easy, saves carton, shipping and storage space . 


Firmly riveted bail has plenty of knuckle clearance . . 
pouring and convenient off-center filler opening 


screening, labels or lithograph design. 


. Double spout for controlled 
. Large, flat surface for silk 


Made in 5 gal. and 40 Ib. sizes. 26 and 28 gauge steel. Lithographed or solid 


colors. Write today for more details. 


OTHER G. P. & F. CONTAINERS 


The famous E-Z- 
Fill Grease Gun 
Loader Container. 
Fast, Clean, Eco- 
nomical. 





G. P. & F. “POURING” 
DRUMS AND PAILS 
1% to 62 gals. 22 
to 29 gauge steel 


GEUDER, PAESCHKE & FREY CO. 


STEEL ComTaiaERS 


425 NORTH 15TH STREET + MILWAUKEE 3, WISCONSIN 











How ‘safety-circle’ driving cuts down accidents 


“Know your safety-circle!”’ is an important 
lesson taught Standard of California driv- 
ers...and perhaps it can be helpful to you. 

Your safety-circle is the distance you 
need to meet an emergency situation—a 
car stopping suddenly ahead, for example. 
Our drivers get a special test which tells 
them exactly how fast they react, but in 
general, it takes the average person a full 
second to see a hazard, think what to do 
and act. So, driving on a clear road, at 30 
miles an hour, you should stay at least 7 
car lengths behind the car ahead; when 
you drive 45 miles an hour, stay behind 
13 car lengths. 


More than 5,000 Standard drivers have 
studied this and many other safety princi- 


ples in our Driver Training Program, 
besides passing thorough visual examina- 
tions. Last year, they drove 41 million 
miles with an accident rate 60% lower 
than the national trucking fleet average. 
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Distillate Prices Rise in All Refining Districts; 
West Coast Heavy Fuel Drops 35c; Gasoline Eases 


Mixed price trends were reported in refinery and 
terminal markets in the week ended Sept. 3. 


Prices for distillate fuels were higher in the major 
refining districts East of the Rockies. Cargo prices at 
the Gulf for kerosine, No, 2 fuel and gas oils rose 
in amounts ranging from 0.25 to 0.5c per gal. Range 
oil and No. 1 fuel prices continued to work upward 
in the Midwest and the Mid-Continent. 


Diesel oil prices were quoted higher in amounts 
ranging from 0.2 to 0.3c in the five-state southeastern 
marketing area served by Kentucky Standard. No. 2 
fuel barge prices were up 0.5c at New York Harbor. 


On the downside, heavy fuel prices dropped 35c per 
bbl. on the West Coast on reductions made by Union 
Oil Co. of California. Standard of California met the 
Union's reduction and at the same time reduced its 
posted prices for California heavy crudes. 


Prices for gasoline, in the few instances of reported 
sales or spot offerings, tended downward in most 


areas. 


Further reductions occurred in Mid-Continent prices 
for solvent and conventional lubricating oils, and 
] 


scale wax prices in the Western Penna. district fell 
0.3c to 4.6c per lb. for 122-6 AMP. 


Two developments of price interest to refiners and 
marketers, respectively, also were reported: A re- 
of premium paying of 10 to 15c per bbl. for 


crude oil in East Texas; and the removal of summer 
discounts for heating and Diesel oils in most areas 
(see other story on page 49). 


Cargo prices for distillate fuels at the Gulf, fol- 
lowing advances of 0.25 to 0.375c by several suppliers, 
ranged upward from 7.375c for kerosine, 7c for No. 2 
fuel and 43-47 D.I. gas oil, 7.125c for 48-52 D.I., and 
7.25e for 53-57, D.I. Highlights of No. 2 dealings at 
the Gulf were a buyer’s bid of 7c for a prompt cargo 
and one refiner’s offer to sell at 7.5c for lifting early 
October. 


Prices for range oil and No. 1 fuel jumped 0.5c 
to 7.25c on the lows of quotations reported by refiners 
for Group 3 shipments. 


In the Southeast, Standard Oil Co. (Kentucky) re- 
ported 0.3c per gal. increase in its tank car prices for 
Diesel oil, and $0.126 per bbl. for ships’ bunkers, 
at its Eastern Seaboard terminals, effective Sept. 1. 
Standard’s tank car price for Diesel fuel was advanced 
to 9.1c at Savannah, Jacksonville, Port Everglades, 
Miami and Port Tampa, and $3.822 per bbl. for ships’ 
bunkers. The company increased its Mobile and Pen- 
sacola price for Diesel oil 0.2c to 9c. 

At New York Harbor, No. 2 fuel was higher at 
quotations ranging from 7.3 to 8c barges, up 0.5c 


on the low. 


On the West Coast, reduction of 35c to a “more 
realistic’’ market for heavy fuel was reported by 





Petroleum Transporters, Contract Carriers Serving Refiners 
and Marketers in Ohio and West Virginia 


—_—_ 


The only pipeline on wheels. 8,100 gals. capacity. 
Phone 3502 


RALSTON TRANSPORT CO. 
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Cambridge, Ohio 
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Summary of Daily Gasoline Prices (Aug. 30 through Sept. 6) 


Tuesday 

Motor Gasoline, 78-80 Oct, 
Oklahoma (Group 3) . . 
Midwestern (Group 3 basis) . 


(Premium) : 
10.75(1) 


Friday 
Sept. 6 Sept. 
10.75(1) 


Thursday Wednesday Tuesday 
2 Sept. L Aug. 31 Aug. 30 
10.75(1) 10.75(1) 10.75(1) 


N.Tex.( For shpt. to Tex.&N. M. dest’ ns) 11(2) 11(2) 11(2) 11(2) 11(2) 

W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) 

E. Tex. (Truck Tnsp.) . - .. €1)11-12(01) (1)11-12q1 (1)11-12(1) (1)11-12(1) (1)11-12Q1) 

Cent. W. Tex. (Truck Tnsp. ‘Axe (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5¢1 
Motor Gasoline, 73-80(86) Oct, (Prem.): 

Oklahoma (Group 3) .....ccsccoscess (1)10.75-11.625(1) (1)10.75-11.625(1) (1)10.75-11.625(1) (1)10.75-11.625(1) (1)11-11. 625(1) 

Midwestern (Group 3 basis) ... ... €1)10.75-11.625(1) (1)10.75-11.625(1) (1)10.75-11.625(1) (1)10.75-11.625(1) (1)11-11.625(1 

N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) 

W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1 

Ee. Tex. (Truck Tnsp.) See wees 11(1) 11(1) 11(1) 1141) 11(1) 

Cent. W. Tex. (Truck Tnsp.) arene (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.501 
Motor Gasoline, 74-76 Oct. (Regular): 

Oklahoma (Group 3) ° Tree ree tT 

Midwestern (Group 3 basis)...... os eee os eee . - 

N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.25(1) (1)10-10.25(1) (1)10-10.25(1) (1)10-10.25(1) (1)10-10.25(1) 

W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(1) (1)10-10.75¢1) (1)10-10.75(1) (1)10-10.75¢1) (1)10-10.75(1) 

E. Tex. (Truck Tnsp.) RS coe , ae 

Cent. W. Tex, (Truck Tnsp. ) De (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) 


Motor Gasoline, 74-76(80) Oct. 
Oklahoma (Group 3) aa de al 
Midwestern (Group 3 basis). . . 
N.Tex.( For shpt. to Tex.&N.M. dest’ns) 
W.Tex.(For shpt. to Tex.&N.M. dest’ns) 
FE. Tex. (Truck Tnsp.) . ‘ 

Cent. W. Tex. (Truck Tnsp.) Ps 


(Regular): 
(6)10-10.375(1) 
(6)10-10.375(1) 


(1)10.25-10.5¢1) 
(1)10-11¢1) 
(1)10.25-10.5(1) 


1910-1101 


60 octane & below: 


(6)10-10.375(1) 
(6)10-10.375(1) 

(1)10-10.75(2) (1)10-10.75¢2) 
(1)10.25-10.5¢1) 
{ 
{ 


1)10.25-10.5(1) 


(6)10-10.375(1) 
(6)10-10.37501) 
(1)10-10.75(2) 
(1)10.25-10.5(1) 
) (1)10-11¢1) 

(1)10.25-10.5(1) 


(6)10-10.375(1) (6)10-10.375(1) 
(6)10-10.375(1) (6)10-10.37501 
(1)10-10.75(2) 41)10-10.75¢2 
(1)10.25-10.5(1) (1)10.25-10.501 
(1)10-11(1) (1910-1101) 
(1)10.25-10.5(1) (1)10.25-10.5(1 





Oklahoma (Group 3) . sok 2 (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) 
Midwestern (Group 3 basis ~.e.  €2)8.875-9.75(1) (2)8.875-9.75(1) (2)8 875-9. 75 ( 1) (2)8.875-9.75(1) (2)8.875-9.75(1) 
- Tex.(For shpt. to Tex.&N M dest'ns) (2)9.375- 10. 3(1) (2)9.375-10.3(1) (2)9.; 37% 5-10.3(1) (2)9.375-10.3(1) (2)9.; 7 3(1) 
Tex. (For — to Tex.&N.M. dest’ns) (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10(2) (1) 2) 
ha Tex. (Truc Tnsp. ) : Prk (1)9.25-10.5(1) (1)9.25-10.5¢1) (1)9.25-10.5(1) (1)9.25-10.5(1) (1)9,25-10.9(1) 
Cent. W. Tex. "(Truck Tnsp. ) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(¢1) (1)9.5-10.4(1) (1)9.5-10.4(¢1) 








Gasoline octane ratings are ASTM Motor Method ratings, except ASTM Research Method minimum ratings which are shown in parentheses 
Motor Gasoline, 78-80 oct. (Premium) (b) 
New York harbor ......cccccseccccce (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) 
New York harbor, barges............. (2)12.125-13.75(1) (2)12.125-13.75(1) (2)12.125-13.75(1) (2)12.25-13.75(1) (2)12 25-13.75(1) 
en aoe bee bo te oxo ide dae ° (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) 
Philadelphia, barges ...... (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) 
3Zaltimore .. w is (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) 
Baltimore, barges iphotaneuees (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1 
Motor Gasoline, 78-80 oct. (Premium) (c¢) 
New York harbor. ye ° eee ee . 
New York harbor, barges. .. es eeee . . 
Philadelphia i 14.7(1) 14.7(1) 14.7(1) 14.7(1) 14.7(1) 
Philadelphia, barges , on 
3altimore ° tuebwaeae 14.1(1) 14.1(1) 14.1(1) 14.1(1) 14.1(1 
3altimore, barges ae a ; ~ a? — 
Motor Gasoline, 74-76 oct. (Regular) (b) 
New York harbor, barges. . (2)11.6-12.9(1) (2)11.6-12.9(1) (2)11.6-12.9(1) (2)11 y l 
New York harbor 5 ka (2)11.125-12(2) (2)11.125-12(2) (3)11.25-12(2) (3)11.25-12(2 
Philadelphia rer (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2 
Philadelphia, barges (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1 
Baltimore : (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6¢¢ 
Baltimore, barges (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1 
Motor Gasoline: 
Western Penna., Bradford-Warren: 
78-80 Oct. (Prem.) .. ‘ re 13.25(1) 13.25(1) 13.25(1) 13.251) 13.25(1) 
74-76 Oct. (Regular) : : 12(2) 12(2) 12(2) 12(2) 12(2 
Western Penna., Other Districts: 
8-80 Oct. (Prem.) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8 
74-76 Oct. (Regular) ..... (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1 
Note Gasoline price are reported in each day’s Platt’s OILGRAM Daily Price Service Figures showr I hese ¢ 


ympar ies quoting the low & high 
(b) Research 


(c) Research octane rating is minimum of 10 points above Motor 


of the ranges 


octane rating is minimum of 5 points above Motor 


Method rating 
Method rating 





Union Oil Co. 
fineries. 


of California at its terminals and re- 
The company’s new bunker fuel prices, FOB 
dock, for pipe line deliveries to vessels engaged in off- 
shore trade are $1.25 per bbl. at Los Angeles Harbor, 
$1.30 at San Francisco, and $1.55 Portland and Seat- 
tle. Company’s refinery prices for PS 400 heavy fuel 
were reduced to $1.50 at Wilmington and $1.55 at 
Oleum and Malta. 

reese H. Taylor, Union’s president, said purpose of 
the 35c per bbl. reduction was “‘to bring the company’s 
posted prices in line with oil market conditions on 
the West Coast.” Taylor said a large volume of heavy 
fuel had been moving under previously posted prices 

Union Oil recently disclosed that it had sold about 
2,000,000 bbls. of Bunker “C” fuel to East Coast 
buyers at delivered prices competitive with New York 
Harbor barge prices (see Aug. 31 NPN, p. 41). 

Early September easing in gasoline prices was 
pronounced in some areas. New York Harbor barge 
prices were off 0.125c on reports of offerings from 


46 


two supply sources of regular-grade at 11.125c and 
premium at 12.125c. About “39 or 40” cars of reg- 
ular-grade gasoline, 81 Research, were reported sold 
to Chicago -jobbers for shipment from the Gulf at 
9.25c, Group 3 basis; Group 3 prices reported by re- 
finers ranged upward from 10c per gal. 


Gasoline cargo buyers at the Gulf generally refused 
to budge above 10c in their bids for 84 Research reg- 
ular-grade. Unconfirmed trade reports also indicated 
that part-cargoes of premium occasionally were mov- 
ing at discounts ranging from 0.125 to 0.25c under 
the low quotations (llc) reported for premium gaso- 
line. 

The expanding lubricating oil and wax manutac- 
turing facilities of the nation were described by 
traders as a “depressant” to prices for these products. 
One major supplier said he was in balance on products 
except lubricating oils. He said he would have lube 
oils to sell for some time to come. 
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WESTERN PENNA. 
Crude Scale Wax Off 0.3c; Lube Prices Firm 


Steady demand and firm prices for lubricating oils were 
reported by most Western Penna. refiners and resale 
agents in the pre-holiday week. Gasoline demand con- 
tinued good, fuel oil fair, refiners said. Crude scale wax 
was down 0.3c per lb. and fuel oils were priced 0.25c 
lower in the upper field. 


As the week ended, prices reported for white crude 
scale ranged from 4.6 to 4.9c per lb., off 0.3c on the low. 
Most refiners said demand was only fair. 


In the upper field, Nos. 2, 3 and 36-40 fuels were of- 
fered at 8.75c, down 0.25c. 


Demand for motor oils and also unblended oils gen- 
erally was said to be holding at a good level. Inquiries 
and orders for bright stock and neutrals, particularly for 
deferred shipment, was active, refiners said. 


Sharp decline in inventories of bright stock and neu- 
trals which refiners have been indicating for some time, 
jue largely to strike at the Pennzoil plant but also to 
continued good domestic and export demand, was con- 
firmed by the National Petroleum Assn.’s report for 
July. NPA’s report showed that inventories of bright 
stock dropped 91,000 bbls., and 200 vis. neutral 57,000 
bbls., during July. 


Resale agents as well as refiners said lube prices were 
on the firm side.” A broker reported buying two cars 
of 25 pour test bright stock at 16.5c, for resale. In inter- 
refinery transactions, prices were reported as 16.5c for 
25 pour bright, and 16c for 25 pour 200 vis. neutral. 
Quotations to jobbers and compounders were reported un- 
changed, ranging upward from 17c for both products. 


Most sellers of gasoline reported continued heavy ship- 
ments. One refiner said he was shipping from daily pro- 
luction; another said he was in the market as buyer. 


GULF COAST 


Distillate Fuel Prices Continue Rise 


Cargo prices at the Gulf in the week of Sept. 1 rose 
oc for gas oils, 0.375c for No. 2 fuel and 0.25c for kero- 
thus affecting the schedules for the entire list of 
ng and light burning oils. At the same time, heavy 
prices continued firm, with one supplier posting 
vance in his price for No. 5 fuel. Gasoline prices 
| easier for all grades. 


we 
ge 


lowing advances ranging from 0.25 to 0.375c by 
il suppliers in prices for heating fuels and gas 
irgo prices reported at the end of the week ranged 
{ from 7.375c for kerosine, 7c for No. 2 fuel and 
D.I. gas oil, 7.125c for 48-52 D.I. gas oil and 7.25c 
‘57 D.I. Although no sales were reported in these 
ts, traders said that increased demand was in- 
in accelerated cargo bookings to regular customers 
influx of inquiries from other buyers. 


rary to seasonal expectations, there were rela- 
active negotiations for gasoline, and at easier 
generally. A number of suppliers were reported 
to move gasoline in anticipation of declines in 
, and because of the additional quantities which 
crue coincident with increased distillate produc- 


st instances, gasoline was reported freely avail- 
the lows of reported prices, 9.5c for 70-72 oct. 
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NPN Gasoline Index 


Cents Per Gal. 
Dealer T.W. Tank Car 
Sept. 6 (ohne wease 15.17 11.19 
Month eeee oe ‘ 15.21 11.21 
WO. BED ccs ccevastconseves 14.58 11.23 

Dealer index is an average of ‘‘undivided’’ dealer prices, 
ex tax, in 50 cities. 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline, FOB refineries or 
terminals: Okla., Midwestern, W. Penna Calif N y 
Harbor, Philadelphia, Jacksonville, Boston and Gulf Coast 











leaded gasoline, 10c for regular-grade, llc for premium 
and 16.25c for Grade 100/130 aviation gasoline. For 
regular-grade gasoline, some sellers were said to be ask- 
ing prices ranging from 10.125 to 10.25c, but buyers 
generally were adamant at 10c in their bids. 


Sale of T2 cargo of mixed grades of motor gasoline 
was reported by one Independent supplier. While the 
seller did not specify the price received on each grade, 
he said the cargo netted “an average of 10.27c per gal.” 


One major supplier declared that most of the spot 
demand currently “bolstering” gasoline in the Gulf mar- 
ket was “unusual” in that it originated from the West 
Coast or Canada. The softening tendency in gasoline 
prices was evident in one lot of 150,000 bbls. of 81 Re- 
search regular-grade successively priced at 9.875c, 9.75c 
and 9.5c per gal. to attract active buying interest. 


Advance of 10c per bbl. to $2.35 in his prices for 0-10 
p.t. No. 5 fuel was reported by one Independent supplier. 
Fuel oil prices generally were firm, according to most re- 
ports. 


Despite continued reports of Bunker “C”’ offerings 
from California and $0.65 oil in Oklahoma, Gulf cargo 
buyers generally said they were unable to “shade” $1.35 
per bbl. on spot purchase. 


The end of the week saw bids of 7c for spot cargoes 
of No. 2 fuel, with at least one seller asking 7.5c for early 
October lifting. 


MIDWESTERN (Chicago-E. St. Louis Area) 
Light Fuel Price Trend Turns Upward 


Rising prices for light fuels held sway in the Mid- 
west in the week prior to Labor Day, according to re- 
ports of refiners and tank car marketers. Demand gen- 
erally was steady and reports of some traders indicated 
increasing scarcity of some grades. 


Prices were 0.5c higher on the lows for range oil 
and No. 1 fuel with quotations reported ranging from 
7.25 to 7.625c and 7.25 to 7.875c, Group 3 for the two 
products respectively. Prices for range oil in open mar- 
ket climbed 0.25c, and more, according to buyers. Fol- 
lowing these increases, resale agents reported offering 
range oil to the trade at 7 to 7.25c, Group 3. Early in 
the week one tank car marketer reported selling five 
cars of range oil at 6.875c; three days later he said he 
was quoting 7.125c. Range oil continued to be “difficult 
to find’’ and several resale agents said they were out of 
the market. 

No. 2 fuel also was becoming “increasingly tight” in 
open market, some traders said. As August drew to a 


close, two marketers reported sales of No. 2 “from Au- 
gust balances at refineries’ at 6c and 6.125c, Group 3. 
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However, sales of tank car marketers generally were at 
6.25c; one reported sales at 6.375c, Group 3. 





Late in August a refiner reported lowering his price 
for No. 6 fuel 25c per bbl. for immediate shipment over 
balance of the month. He reported selling one car 
at $0.65 per bbl. On Sept. 1, he advanced his price to 
$0.70. Other refiners reported quotations ranging up 
to $0.95, Group 3. 


Two marketers also offered No. 6 fuel late in the 
month at $0.65 per bbl., Group 3, but stipulated that 
quantities were “limited” and all offerings were ‘‘sub- 
ject to prior sale.’ On Sept. 1, marketers quoted ma- 
terial from $0.70 to $0.85 per bbl., Group 3. 


Sale of 65 cars of No. 5 fuel at $1.10 per bbl., Group 
3, Was reported by a marketer with shipment scheduled 
over the winter “up and down with publication prices.” 


A “cautious demand” for gasoline for shipment from 
the Mid-Continent to distributors and retailers in the 
strike-bound metropolitan Chicago area was reported by 
traders. These sales were reported ranging from 9.75 
to 10c, Group 3, for 80 Research regular-grade, and at 
Chicago district prices of 12.5c for regular and 13.5c 
for 86 Research premium. 


Meanwhile, a heavy demand was placed on Independ- 
ent supply sources in the Chicago area for product. As 
strike regulations relaxed, the draw of gasoline from 
these sources was limited by availability of trucks. One 
marketer reported selling a ‘“‘strong’’ volume of regu- 
‘ar at 12.5c and premium at 13.25c, FOB Chicago dis- 
trict supply points for delivery within the metropolitan 
area. 


MID-CONTINENT 


Buyers Race to Beat Freight Rate Increase 


Orders continued in good volume for most products 
in the Mid-Continent during the past week as buyers 
sought shipments before Sept. 1 freight rate increase 
went into effect. Most sources said demand for both 
conventional and solvent lubes remained slow. For the 
most part prices were reported unchanged. 


Low of price range for No. 6 fuel fell 15c to $0.65 
in Oklahoma Aug. 30, but partly recovered two days later 
when the refiner quoting that price reported advancing 
his quotation 5c to $0.70 per bbl. A Kansas refiner re- 
ported prices of $1.35 per bbl. for No. 5 fuel and $0.90 
per bbl. for No. 6, bringing -price ranges down on the 
low side to those figures. 


An East Texas refiner reported inquiry for 10,000 bbls. 
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of No. 6 fuel from a Mid-Continent broker but said he 
had none to offer. Several calls from brokers for 25 
to 60 cars of No. 6 oil per month through February 
were reported by an Oklahoma refiner. Sales of a total 
of 10 cars of No. 6 fuel at $0.90 per bbl. to Midwest 
brokers for prompt shipment were disclosed by another 
Oklahoma refiner. Purchase of five cars of No. 6 oil 
to $0.625, Oklahoma, was reported by a broker. 


Sales of “about five cars’ of No. 2 fuel at 6.75c and 
three cars of heavy gas oil at 5.6c, FOB plant, for 
out-of-state shipment were reported by a Kansas re- 
finer. “Ten to 15 cars’ of No. 2 were reported sold at 
6.125c, Group 3, to Iowa jobbers for shipment from Okla- 
homa and East Texas by a broker. 


Range oil and No. 1 fuel were priced higher in Okla- 
homa when a refiner reported advancing his No. 1 pw 
price 0.125c to 7.875c, and another refiner in the state, 
formerly quoting 6.75 to 7.25c for range oil and No. 1, 
said he was quoting 7.25c on both products. 


A Mid-Continent refiner reported reduced solvent lube 
prices of 23c for 150-160 vis. 95 V. I. bright stock and 
18c for 300 vis. 95 V. I. neutral, both down Ic. 


ATLANTIC COAST 


Distillate Fuel Prices Continue Upward 


Prices for Diesel and No. 2 fuel ranged from 0.2 to 
0.3c higher on Sept. 1 in five southeastern states follow- 
ing advances reported by Standard of Kentucky and 
other suppliers. Heating oils prices also were reported 
higher at New York Harbor, but barge prices for gaso- 
line were off 0.125c. Elsewere along the Seaboard, prices 
generally were reported unchanged the past week. 


Heavy fuel dealings were slow, with many marketers 
stating they were short of product for the long term 
despite the fact they presently had little or no additional 
storage space available. 


Standard of Kentucky reported 9.1c tank cars for Diesel 
oil at Savannah, Jacksonville, Miami, Port Everglades 
and Port Tampa and 9c at Pensacola and Mobile, all ad- 
vanced from 8.8c. At Seaboard points where it offers 
Diesel for ships’ bunkers, Standard quoted $3.822 after 
an increase of $0.126 per bbl. 


At New York Harbor, prices for distillate fuels were 
higher by 0.5c for No. 2 fuel and 0.65c for kerosine. Sup- 
pliers reported No. 2 fuel barge prices ranging from 7.3 to 
8c, with the majority quoting 8c. One Independent supplier 
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Crude Oil Prices 


Standard of California cuts California heavy 
crudes 3 to 35c per bbl., effective Sept. 3. 

No other crude oil price changes reported in 
week ended Sept. 3. For complete crude price 
schedules, see Aug. 31 NPN, p. 48-49. Standard 
of California's Sept. 3 reductions, however, are 
not reflected on these pages. 
















at New York reported advancing his kerosine prices 
to 9c tank cars and 8.9c barges; most other harbor 
suppliers quoted 8.5c tank cars and 8.4c barges. 


There was considerable easing in supplies of gasoline 
available to spot buyers, according to New York Harbor 
reports. Gasoline barge prices at the harbor were off 
0.125c on reports of regular-grade available in barges at 
11.125¢ and premium at 12.12&c. 


A number of factors tended to curtail spot market 
trading. The removal of 0.5c summer discount on 
heating oils along the coast found many reseller/buyers 
stocked up for the time being, after having taken ad- 
vantage of the lower prices offered in last week in Aug- 
ust 


The majority of supplier-buyers reported they had no 
need for additional quantities of gasoline. Sales, they 
said, had suffered some declines because of reduced de- 
mands from commercial accounts, principally over-the- 
road haulers. 


3ulging heavy fuel storage at New York Harbor made 
it difficult for some suppliers to accept full cargo quan- 
tities arriving from the Gulf-Caribbean area. 
instances, “distress’”’ 


In some 
barges of Bunker “C” were said 
to have been sold at New York Harbor from shipside at 
discounts ranging up to 15c per bbl. The price generally 
reported by suppliers at New York for Bunker “C” 
fuel barges and bunkers was $1.70 per bbl. 


CENTRAL MICHIGAN 
Market Status Improves for Most Products 


Improvement in the status of most products was re- 
ported by Central Michigan trade sources in the week 
end i Sept. 3. Refiners generally said demand for light 
fuels was increasing steadily, pre-holiday demand for 
gasoline Was heavy, and residual fuels were steady. 


Increased call for gasoline shipments from jobbers in 
anticipation of heavy holiday consumption caused large 








OIL MARKETS 


drafts of refinery stocks, according to some reports. 
Several refiners said their inventories were at tank bot- 
toms, or “nearly so.” No changes in gasoline quotations 
were reported, however. 





Despite the steadily increasing call for light fuels, one 
refiner reported 0.5c reduction to 9.5c per gal. in his 
quotation for both No. 2 fuel and No. 3 gas oil; quota- 
tions reported by other refiners were unchanged, rang- 
ing from 9.75 to 10c. No open market sales of distillate 
fuels were reported during the week. 

In the heavy fuel market, two sizeable sales were dis- 
closed, 100,000 gals. of No. 5 oil at 5.75c, FOB refinery, 
to a broker for resale; and 200,000 gals. of No. 6 by one 
refiner to another refiner at 5.75c per gal., delivered. 
FOB refinery prices quoted by some refiners ranged up 
to 7.7c for No. 5 fuel, and up to 7.5c for No. 6. 


Fuel Oil Discounts End, Chicago Excepted 


NEW YORK—Midnight Aug. 31 saw the demise of 
special summer discounts which primary and secondary 
suppliers in East and Midwest had been offering during 
July and August to stimulate off-season filling of stor- 
age by heating oil distributors and consumers. 


Exception to the general discontinuance was the Met- 
ropolitan Chicago area where many suppliers extended 
the discount period to cover time lost by the strike 
of oil truck drivers. The strike ended Sept. 1. 


In the East, Esso Standard, Socony-Vacuum, Gulf Oil, 
Atlantic Refining, Shell, Standard of Kentucky and most 
Independent tanker terminal operators said their dis- 
count schedules were automatically withdrawn as the 
clock ticked Sept. 1. Resellers had been granted 0.6c 
per gal. discount from posted prices for kerosine and 
No. 2 fuel in July, 0.5¢c in August. 
off during both months. 

In the Midwest, Standard of Indiana, Shell, Pure Oil 
and Deep Rock extended their discount schedules fo1 
Chicago buyers to Sept. 20. The extended period ap- 
proximates time lost on deliveries by the drivers’ strike, 
now ended (see story on p. 16). 


Consumers got 0.5c 


Hope that they had seen “the last of summer dis- 
counts for all time” was expressed by most Eastern 
suppliers. Consensus was that discounts had not been 
effective in inducing cutomers to stock up. Several sup- 
pliers cited the fact that heaviest buying of the sum- 
mer had occurred in mid-August when distillate prices 
started rising. While some said the summer had been 
poor in terms of barrels moved, “it might have been 
worse’”’ without discounts. 
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At Refineries and 
Terminals and by 
Tank Wagon 


Prices herewith are reproduced from Platt’s 
OILGRAM Daily Oil Price Service, associated 
with National Petroleum News, whose repre- 
sentatives in all NPN-OILGRAM offices de- 
vote their time exclusively to reporting oil in- 
dustry prices everywhere. 


Prices shown in tables are sales prices or 
quotations or general offers or posted prices by 
refiners, by pipeline terminal operators, and by 
tanker terminal operators; for current sales 
and shipments; for the business day or period 
stated; except Tank Wagon prices, prices are 
for bulk lots such as tank car, truck trans- 
port, barge; prices applying to barges or car- 
goes or truck transport lots only, so desig- 
nated; FOB refineries or terminals; in cents 
per gal., except per bbl. where $ sign is 
shown; wax and petrolatums in cents per 
pound; ex all fees and taxes; for crude oil 
and its products lawfully produced and trans- 
ported; reported as received by OJILGRAM and 
National Petroleum News but not guaranteed; 
for subscribers’ private use only and not for 
resale or distribution or publication. During 
periods of short supply, some sellers, and at 
times all sellers, withhold quotations to new 
customers or the posting of firm prices but 
give OILGRAM the prices they otherwise would 
quote to the trade in general and which they 
confine to their regular customers only. Gaso- 
line octane ratings in price tables are ASTM 
Motor Method ratings, except ASTM Research 
Method minimum ratings which are shown in 
parentheses. Parenthetical figures before and 
after prices indicate number of companies 
quoting the lows and highs of the ranges. For 
further details of price conditions apply to any 
NPN—OILGRAM office or see back of any 
OILGRAM Price Service invoice. 


For complete price service delivered daily 
from nearest OILGRAM publishing office, New 
York, Cleveland and Houston, address Platt’s 
Price Service, Inc., 1213 West 3rd St., Cleve- 
land (13), Ohio. Annual subscription rate in 
U. S.: $150 per year, payable in advance. 


Gasoline 
Prices in Effect Sept. 6 Aug. 29 
OKLAHOMA (Group 3) 
78-80 Oct. 

Prem. ° 10.75(1) 10.75(1) 
78-80(86) Oct. 

Prem. ..€1)10.75-11,625(1) (5)11-11.625(1) 
74-76 Oct. Reg, bee ccee 
74-76(80) Oct 

Reg. .....(6)10-10.375(1) (6)10~-10.375(1) 
60 Oct.& 

below . (2)8.875—-9.75(1) (1)8.875-9.75(1) 


MIDWESTERN (Group 3 basis) 
78-80 Oct. 

Prem ee oe 
78-80(86) Oct 

Prem . (1) 10.75-11.625(1) (3)11-11.625(1) 
74-76 Oct.Reg. sone esos 
74-76(80) Oct. 

i eer (6)10-10.375(1) (6)10-10.375(1) 
60 Oct. &below(2)8.875-—-9.75(1) (2)8.875-9.75(1) 


N. TEX, (For shpt. to Tex. & N.M, dest’ns.) 


78-80 Oct. 

Prem é 11(2) 11(2) 
78-80(8S6) Oct. 

Prem, .(1)11-12.75(1) (1)11-12.75(1) 
74-76 Oct. 

Reg ...(€1)10-10.25(1) (1)10-10.25(1) 
74-76(80) Oct 

Reg es (1)10—-10.75(2) (1)10—-10.75(2) 


60 Oct. &below(2)9.375-10.3(1) (2)9.375-10.3(1) 
= MOHAWK Rerininc Corpor ATION m 
V2 FRELINGHUYSEN AVENUE, NEWARK 5, NEW JERSEY 
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PHILADELPHIA 21, PENNA 


Prices in Effect 
W. TEX. (For shpt. to Tex. & N.M, dest’ns.) 


Sept. 6 Aug. 29 
78-80 Oct. 

Prem, ....(1)11-11.75(1) (1)11-11.75(1) 
78-80(86) Oct. 

Prem. ....(1)11.25—-11.5(1) (1)11.25—-11.5(1) 
74-76 Oct. Reg. (1)10-10.75(1) (1)10-10.75(1) 
74-76(80) Oct. 

| RPS (1)10.25-10.5(1) (1)10.25—-10.5(1) 
60 Oct. &below(1)9.375-10(2) (1)9.375-10(2) 


E, TEX. (Truck tnspt.) 
78-80 Oct. 

Prem. ....(1)11-12(1) 
78-80(86) Oct. 

RUG cscs 11(1) 
74-76 Oct.Reg. owe 
74-76(80) Oct. 

wan os (1)10-11(1) (1)10-11(1) 

60 Oct. &below(1)9.25—-10.5(1) (1)9.25—-10.5(1) 


CENT. W. TEX, (Truck Transpt.) 
78-80 Oct. 

Prem, ....(1)11.25-11.5(1) (1)11.25—-11.5(1) 
78-80(86) Oct. 

Prem. ....(1)11.25-11.5(1) (1)11.25—-11.5(1) 
74-76 Oct.Reg. (1)10.25—10.5(1) (1)10.25—-10.5(1) 
74-76(80) Oct. 

>] (1)10.25-10.5(1) (1)10.25-10.5(1) 
60 Oct. &below(1)9.5—-10.4(1) (1)9.5-10.4(1) 


ARK. (For shipment to Ark. & La.) 
78-80 Oct. 
11.375(1) 


(1)11-12(1) 
11(1) 


Prem, .... 11.375(1) 
78-80(86) Oct. 

.  r 
74-76 Oct.Reg. 
74-76(80) Oct. 

ee ca 
60 Oct. &below 
KANSAS (For Kansas destinations only) 
78-80 Oct. 

Prem. . -(1)11.2-12(1) 
78-80(86) Oct. 

-rem, ....(1)11.2—-12( 
74-76 Oct. 


10.375(1) 
9,25(1) 


10.375(1) 
9,25(1) 


(1)11.2-12(1) 


-_ 


) (1)11.2-12(1) 


Reg. .....(1)10.2-11(1) (1)10.2-11(1) 
74-76(80) Oct. 
re (1)10.2—11(1) (1)10.2-11(1) 


60 Oct. &below (1)9.125—-10.25(1) (1)9.2—-10.25(1) 
WESTERN PENNA, 
Bradford-Warren: 
78-80 Oct.Prem. 13.25(1) 
74-76 Oct.Reg. 12(2 
Other districts: 
78-80 Oct, 

Prem, ....(1)12.75—-13.8(1) (1)12.75-13.8(1) 
74-76 Oct. Reg. (3)11.75—12.8(1) (3)11.75> -8(1) 


3 
2 
CENTRAL MICHIGAN (FOB Central Michi- 
gan refineries.) 
U.S. Motor: 
78-80 Oct. 
Prem. ....(1)12.75-14.5(1) (1)12.75-14.5(1) 
78-80(86) Oct. 
Prem, ....(1)13.5-14.25(1) (1)13.5-14.25(1) 
74-76 Oct. Reg. (2)11.75-12.5(2) (2)11.75-12.5(2) 
74-76(80) Oct. 


25(1) 
(2) 


boo 


1 
1 


1 
1 


errr (1)12-13.25(1) (1)12-13.25(1) 
Str. run gaso- 

line, excl. 

Detroit 

shpt. ....(1)9.75-11.625(1) (1)9.75-11.625(1) 


OHTO—Quotations of S.O. Ohio for delivery 
to Ohio points: 
73-75 Oct... 14.0 14.0 
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OIL WORKS CO. 
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Prices in Effect Sept. 6 Aug. 2! 
CALIFORNIA 
Los Angeles dist.: 
80-82 Oct. 
(Prem.) (1)13—16.1(1) (1)13-16.1( 


74-76 Oct. 
(Reg.) .(1)11.6—13.6(2) 
San Fran. dist.: 
80-82 Oct. 
(Prem.) (1)15.85—16.6(1) (1)15.85—16 6(1) 
74-76 Oct. 
(Reg.) _.(1)13.85—-14.1(1) (1)13.85-14.1(1) 
San Joaquin Valley: 


80-82 Oct. 
(Prem.) (1)15.85-16.6(1) (1)15.85-16.6(1) 
(Reg.) .(1)13.85-14.1(1) (1)13.85-14 1(1) 


(1)11.6-13.6 (2) 


74-76 Oct 


Lubricating Oils 
WESTERN PENNA. 
Prices are for sales made, or offers reliably 
reported, to jobbers & compounders only 


VISCOUS NEUTRALS—No. 3 col. Vis. at 70° 





F. 
200 Vis 

O p.t 20.5(2) 
10 p.t ¢ 19.5(2) 
15 p.t 8. 18.5(2) 
ss ee 17(5) 17(5) 
150 Vis. (143 at 100°) 400-405 fi. 

- Oe, éceen 18.5(2) 18.5(2) 
i, «saa 17.5(2) 17.5(2) 
15 p.t 16.5(2) 16.5(2) 
25 p.t (4)15—-15.5(1) (4)15-16(1 


10 p.t. 19.5(2) 19.5(2 
a 6S. 18.5(2) 18.5(2 
FO — 17-18 17-18 
600 S.R. 

filter’ bl, (2)11-12.5(1) (1)11-12.5(1) 
650 S.R. (2)12-13.5(1) (1)12-13.5(1) 
600 fl o«.--(2)14-18(1) (1)14-18(1 
630 fl. .....(2)16—-19(1) (1)16-19(1 


MIDCONTINENT LUBES 
(FOB Tulsa basis. Bright stock, vis. at 210 


Neutrals are 0-10 p.p. oils, vis. at 10¢ 15- 
25 pp. viscous neutrals generally are quoted 
0.5¢ under 0-10 p.p. oils; 15-25 p.p. nonviscou 
oils generally are quoted 0.25c under 0-10 p.p 


oils.) 


Neutral Oils—Conventional 
Pale Oils Col, 


60-85 vis, 2.(1)9.75—11(1) (1)9.75-11(1) 
86-110 vis. 2.(1)10~-11.25(1) (1)10-11,.25(1 
150 vis, 3.(1)11-13(1) (1)11-13(1 
180 vis, 3.(1)11.5-13.5(1) (1)11.5-13.5(1 
200 vis. 3.(1)11.5-14(1) (1)11.5—14(1) 
250 vis. 3.(1)13-15(1) (1)13-15(1 
280 vis. 3.(1)13-15.5(1) (1)13—-15.5(1) 
300 vis. 3.(1)13.5—16(1) (1)13.5—-16(1) 
Red Oils Col. 
200 vis. 5. 
Cylinder Stocks: 
600 s.r., olive 

green ....(1)12-15(1) (1)12~-15(1) 

18.5(1) 


Black Oil 18.5(1) 





ZEROTEST ANTI-FREEZE 


Permanent Type P. Only genuine anti- 
freeze glycols are used as approved by 
the U. S. Department of Commerce- 
National Bureau of Standards and Nation- 
al Better Business Bureau, Inc. Quality 
complies with all state anti-freeze solution 
laws. Widely recognized for efficiency and 
dependable performance. Comparable with 
nationally advertised well-known brands 
retailing at $3.50 a gallon. It wil! be 
highly profitable to contact us at once 
for interesting wholesale Jobber discounts. 


FRANKLIN OIL CO. 


80—26th Street Pittsburgh 22, Penna. 


CUT 
COSTS 


















Guaranteed savings on ‘ 
steel drums—thoroughly 
reconditioned or raw. 
Our service assures eco- 
nomical delivery anywhere. 


Write or wire for full details. 


BINDER COOPERAGE CO. 


1440 South Water St., Philadelphia 47, Pa 
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Prices in Effect Sept. 6 
Mid (ontinent Lube (Cont.) 
Bright Stock—Conventional 








200 D 

10-2 p. 23(1) 23(1) 
150-160 vis D: 

0-10 p.p .(2)17-19(1) (2)17- 2) 
10-25 p.p .(1)17-18.5(1) (1)17-18.5(1) 
120 \ D 





0-10 p D. ..(2)16.5 










18(1) (2)16.5-18(1) 

Bright Stock—Solvent 
150-160 vis. 0-10 

p.} 95 v.i.(1)23-24(1) 24(2) 
Neutral Oils—Solvent 
170-180 vis., 

OFS ere 17(1) 17(1) 
200-210 vis., 

90-05 v.i...(1)16.5-18(1) (1)16.5~-18(1) 
100 vis 

15 18(1) 19(1) 







Prices in Effect 
















WHAT'S BEHIND 
YOUR LABEL? 


@ If your label is “fronting” for 
Elk refined 100% pure Pennsyl- 
vania lubricating oils, you have 
solid quality to sell ... at prices 
that make excellent profits for 
you, 








In addition, you have nation 
wide promotion of 100% Pure 
Pennsylvania Grade products. 
This promotion adds strength to 
the proved preference for these 
top quality oils . . . known, 
trusted and used for years. 










You can enjoy this solid back- 
for your label, plus the ad- 
intages of ELK Refining Com- 
pany’s unique jobber-compoun- 
r-distributor agreement with- 
out obligation. Get the details 
today. Write, wire or phone: 


ELK REFINING CO. 
KANAWHA VALLEY BLDG.., 
CHARLESTON 24, W. VA. 
4qtVI¥S 


100° PURE 
PEM MSTLVANIA 
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7, 1949 


Refinery & Terminal Prices (Continued) 


Sept. 6 
SOUTH TEXAS (Neutral Oils) 
(Vis. at 100° F. FOB refineries for domestic 
and/or export shipment.) 


PALE OILS: 


Aug. 29 


Vis. COLOR 
100 1%-2%.. 9.5(5) 9.5(5) 
200 No. 2-3.. 10.5(5) 10.5(5) 
300 No, 2-3.. 11.25(5) 11.25(5) 
500 No. 

2%-3% oe 12(5) 12(5) 
750 No. '3- 4. 12.75(5) 12.75(5) 
1200 No. 3-4. (4)13.5-14(1) (4)13.5-14(1) 
2000 No. 4..(1)14—-14.5(5) (1)14-14.5(5) 
RED OILS: 

100 No. 5-6 9.5(4) 9.5(4) 
200 No. 5-6 10.5(5) 10.5(5) 
300 No. 5-6 11.25(5) 11.25(5) 
500 No. 5-6 12(5) 12(5) 

750 No. 5-6. 12.75(5) 12.75(5) 
1200 No. 5-6. (4)13.5—-14(1) (4)13.5-14(1) 
2000 No. 5-6.(1)14—14.5(5) (1)14-14.5(5) 


CHICAGO (From Mid-Continent p.l. crude) 
Neutral oils vis. at 100° F. 0 to 10 p.p. 
Pale Oils: 

Vis. Color 


60-85—No. 2. 11.75(1) 11.75(1) 
86-110—No. 2 12.25(1) 12.25(1) 
150—No,. 3 .. 14(1) 14(1) 

180—No. 3... 14(1) 14(1) 

200-—No. 3 14(1) 14(1) 

250—No. 3 15(1) 15(1) 

Kerosine, Gas 

Prices in Effect Sept. 6 Aug. 29 


OKLAHOMA re: A b 
41-43 w.w...(1)7.37! 
42-44 w.w. ..(1 
Range oil 1 
58 & above 

D.I. diesel(1)6.375-7.875(1 
No, 1 p.w...(5)7.25 "7'8 75(1) 
No. 1 straw. (1)7.25~—-7.625(1) 
No, 2 straw. (4)6 25-8.5(1) 


75(1) (1)7.375-8.875(1) 
7.375 9(1) (1)7.375—9(1) 
7.25 8.754 (1) (1)6.75—8.75(1) 


)(1)6.375-7.875(1) 
(1)6.75-7.75(1) 
(1)6.75-—7.625(1) 
(4)6.25-8.5(1) 


_— 2 aeeee a2 
Des Se taaanes ‘a $0. 70 0.90(3) (2)$0.80—-0.90(3) 
14-16 grav. 

eee $1.20(1) $1.20(1) 


MIDWESTERN (Group 3 basis) 

41-43 w.w. ..(1)7.375 S. 5(1) (1)7.375-8.5(1) 

42-44 w.w. ..(1)7.375-8.5(1) (1)7.375-8.5(1) 

Range oil (1) 5 7 §25(1) (1)6.75—7.625(1) 

58 & above 
D.I. 





diesel . (1)6.75—-7.8(1) (1)6.75-7.8(1) 
No, 1 p.w...(4)7.25-7.875(1) (1)6.75—7.75(1) 
No, 2 straw sald = 7(1) (4)6.25-7(1) 
No. 3 straw. (2 6(2) 


No. 6 (180-70 0.95(1) (1)$0.85—-0.95(1) 
N. TEX. (For shpt. to Tex. & N.M. dest’ns.) 
41-43 w.w...(2)8.5-9.6(1) (2)8.5~-9.6(1) 
42-44 w.w...(1)8.5-9(1) (1)8.5-9(1) 

a) ls xs (1)7.5—-9.8(1) (1)7.5—9.8(1) 
No. 2 straw. (1)8.25-8.75(1) (1)8.25-—-8.75(1) 
No. 6 fuel $0.90(1) $0.90(1) 


W. TEX. (For shpt. to Tex, & N.M. dest’ns.) 


41-43 w.w. .. 9.5(1) 9.5(1) 

42-44 w.w. .. 10. 5(1) 10.541) 

No, 1 straw 9 5( 2) 9 at hy 

No. 2 straw.(1)8.5 5 9.25(1) (1)8.5—9.25(1) 
No. 3 . _ 

No, 6 fuel... (1)$1.25-1.80(1) (1)$1.25-1.80(1) 
E. TEX, (Truck trnspt.) 

41-43 w.w . (1)8.5-9.25(1) (1)8.5-9.25(1) 
42-44 w.w. .(1)8.5 9. 5(1) (1)8.5~9.5(1) 


58 & above 
D.I. diesel. (2)8-9(1) 
No. 2 fuel...(1)8—9.25(1) 
No. 6 fuel 


(2)8~—9/1) 
(1)8~—9.25(1) 
.(1)$0.95—-1.90(1) (1)$0.95—-1.90(1) 


CENT, W. TEX, (Truck trnspt.) 
41-43 w.w. -(1)9-9.5(1) (1)9-9.5(1) 
58 & above 
D.I. diesel. (1)8.75—-9.25(1) (1)8.75—9.25(1) 
U.G.I1. gas oil 8.5(1) 8.51) 
No, 1 fuel 9.25(1) 9.25(1) 
No, 2 fuel... 9(1) (1)8-—9(1) 
No. 3 fuel... 


No. 5 fuel... $1.68(1) $1.68(1) 
No. 6 fuel... .(1)$1.25—-2.0041) (1)$1.25~—2.00(1) 
KANSAS (For a destinations only) 
42-44 w.w. ..(1)8—9.625(1) (1)8.2-9.625(1) 
58 & above 

Diesel .. -(1)7.5-10.125(1) (1)7.5-10.125(1) 


No. 1 fuel... (1)7.6—9.3(1) 
No. 2 fuel...(1)6.6—-8(1) 

No, 4 fuel... $2.32(1) $2.32(1) 

No. 5 fuel... .(1)$1.35—1.82(1) $1.82(1) 

No. 6 fuel...(1)$0.90-1.75(1) (1)$1.00—-1.75(1) 


(1)7.6—-9.3(1) 
(1)6.6—8(1) 


ROY M. 


140 CEDAR STREET 





Oil Price Section 









Prices in Effect Sept. 6 Aug. 29 
Red Olis: 

1s0—No, 5 14(1) 14(1) 
200—No, 5 1441) 14(1) 
250—No. 5 15(41) 15(1) 
280—No. 5 15.5(1) 15.5(1) 
300—No. 5 16(1) 16(1) 

Note: Viscous oils, 15 to 30 p.p. are quoted 


0.5¢ lower; 60-85 and 86-110 No. 2 nonviscous 
oils, 15 to 30 p.p. 0.25¢ lower. 


y eran Steam Refined (Viscosity at 210°) 


eoccocore 14.5(1) 14.5(1) 

180 eecccevcce 15.5(1) 15.5(1) 
BOD ccccocece 16.5(1) 16.5(1) 
Bright Stocks, 160 vis. at 210° No. 8 color 
0 to 10 p.P. 22.5(1) 22.5(1) 
15 to 25 p.p. 22(1) 22(1) 
30 to 40 p.p 21.5(1) 21.5(1) 
E filtered 

Cyl. Stock. 16.5(1) 16.5(1) 


Note: To obtain prices delivered in Chicago 
add 0.6c per gal. 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blend- 
ers on freight Basis shown below. Shipments 
may originate in any Mid-Continent manufac- 
turing district.) 


FOB GROUP 3 


Grade 26-70 .....5.5(Sales) 5.5( Sales) 
FOB BRECKENRIDGE 
Grade 26-70 ..... 5( Sales) 5(Sales) 


& Fuel Oils 


Prices in Effect Sept. 6 Aug. 29 
ARK. (For shipment to Ark, and La.) 
42-44 w.w. . 
Tractor fuel. 
Diesel fuel 52 

& below .. 7(1) 
Diesel fuel 58 


7.75(1) 
9.125(1) 





& above .. 7.375(1) 
No. 2 fuel... 6.37501) 
No. 3 fuel... 6.125(1) 
No, 4 fuel... $1.75(1) 
No. 5 fuel... $1.55(1) 
No, 6 fuel... $1.40(1) 


WESTERN PENNA. 
45 w.w. ....(2)9.5-9.75(1) « 
No. 1 fuel... 


No, 2 fuel. ..(1)8.75-9.5(1) (1)8.75—9.25(1) 
No. 3 fuel...(1)8.75—9.25(1) (1)8.75~-9.25(1) 
36-40 gravity.(1)8.75-9(1) (1)8.75-9(1) 
Other districts: 

45 w.w. ....(1)9.25-10(1) (1)9.25-10(1) 
47 wW.w ee : es 

No. 1 fuel. ..(1)9-9.5(1) (1)9-10.5(1) 
No, 2 fuel.. .(2)8.25-9(4) (2)8.25-9(4) 
No. 3 fuel... .(1)8.25—-9(1) (1)8.25—9(1) 
36-40 gravity(1)8.25-9(1) (1)8.25-9(1) 


CENTRAL MICHIGAN (FOB Central Michi 
gan refineries.) 
Range oil (1)10-11.5(1) (2)10-11.5(1) 
16-49 W.w. 

kero eee €1)910.75-11.5(1) (4)10.5-11.25(2) 
P.W 

distillate .(1)10,5-11(1) (1)10-11(1) 
No. 2 light 

straw ...(1)9.5-10.5(1) (4)9.75~-10(2) 
No. 3 straw.(1)9.5-10(1) (3 
U.G.1, gas oil(1)7.75-8.5(2) ( 
No. 5 fuel .(1)5,.75-7.7(1) ( 
No, 6 fuel . (2)5.5-7.5(2) ( 





OHIO— Quotations of 8.0. Ohio for delivery to 
Ohio points: 


Kerosine .... 11.5 11.5 


CALIFORNIA 
San Joaquin Valley: 
40-43 w.w. .(1)12.6—-15.6(1) (1)12.6-15.6(1) 
Heavy fuel 
(PS 400) ..(€1)$1.50—-1.55(1) 
Light fuel 
(PS 300). 
Diesel fuel 
(PS 200). 
Stove dist. 
(PS 100). 
Los Angeles: 
40-43 w.w., 


$1.90(2) 
. (1)$2.05-2.10(1) $2.10(2) 

. (1) 10-11.5(1) (1)10-11.5(1) 
-(1)11.5-13.3(1) (1)11.5-13.3(1) 


-(1)12.1-15.1(2) (1)12.1-15.1(2) 


HENWOOD ASSOCIATES 


ENGINEERS @ ARCHITECTS 


NEW YORK 6, N. Y. 
Tel. WOrth 4-6485 


ENGINEERING SERVICE TO THE 


PETROLEUM INDUSTRY 














Prices in Effect 
CALIF URNIA 


Sept. Aug. 29 
(Cont.) 


Heavy fuel 


(PS 400). .(1)$1.45-1.85(1) (1)$1.60-1.85(3) 
Ligut fuel 

(PS 300). .(1)$1.80-2.05¢(2) (1)$1.80—-2.05(3) 
Diesel Fuel 

(PS 200)..(1)8.1-11(2) (1)8.1-11(2) 
Stove dist. 

(PS 100)..(1)9-12.5(2) (1)9-12.5(2) 
San Francisco: 
40-43 w.w. ..(1)12.6-15.6(1) (1)12.6-15.6(1) 
Heavy fuel 

(PS 400). .(1)$1.50-1.55(1) $1.90(2) 
Lignt fuei 

(PS 300). .(1)$2.05-2.1001) $2.10(2) 
Diesel fuel 

(PS 200)..(1)10-11.5(1) (1)10-11.5(1) 
Stove dist. 

(PS 100)..(1)11.5-13.3(1) (1)11.5-13.3(1) 


Wax 


Prices in Effect Aug. 29 

WESTERN PENNA, (Bbis. C.L.) 

White Crude Scale: 

122-124 A.m.p (1)4.6—4.9(2) 
124-126 A.m.p. (1)4.6-4.9(2) 
CHICAGO (FOB Chicago District retinery of 
one refiner in bags or 100 Ib. cartons, carloads. 
Carloads, slabs loose, 0.7c less. Melting — 
are EMP (ASTM methods); add 3° F 





con- 
vert into AMP. 
Fully “peeews 
122-12 ves 7.05 
125-127 00066 060066000060 0060 000066006 7.05 
127-129 ... Zou 
130-132 . 7.15 
132-134 7.3 
DET 660 C6 0600 CdSe OREO RH ES CD Ee HENS 7.75 
SEABOARD 

Melting points are AMP, 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; seale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbls; fully refined 


in bags or cartons. 


Crude New Orleans N.Y. N.Y. 
Scale Export Domestic Export 
122-4 wh. ... + ane Or 
124-6 wh. 4. 75(1) 4.6(2) (1)4.6-4.75(1) 
Fully Refined: 
123-5 ns cee 6.35(2) ae 
125-7 7.3(1) 6.35(3) (1)7.05-7.3(1) 
128-30 7.3(1) 6.35(3) (1)7.05-7.3(1) 
BBO-BS ce cess 6.40(1) 7.15(1) 
133-5 «- 7.401) 6.45(3) (1)7.15-7.4(1) 
135-7 -- 7.55(1) 6.6(2) 7.55(1) 
138-40 .. 8(1) 7.05(3) (1)7.75-8(1) 
143-5 -. 8.25(1) 7.3(2) (1)8-8.25(1) 
149-51 ..11.5(1) 10.55(1) 11.5(1) 
Petrolatums 
WESTERN PRNNA,. (Bbis., carloads; tank 
car, 1 to 1.5c :ess.) 
2 epee rr (1)6.375-7.25(2) 
2. “a epreqisews> (1)6.125—6.375(1) 
ee SE io ccvcdcececwews (1)5.75—6.125(1) 
GED 2.660 60:0:60-0660040 (1)4-4.5(1) 
Se  Sitissacovercceneure (2)4.125—4.25(1) 
Dy. swedewebs awh dcode badd 3.875(2) 





MICROCRYSTALLINE 


BOLER PETROLEUM CO. 


Dept. D., Philadelphia 7, Pa. 


Petroleum and its Products 















DOMESTIC - EXPORT 


DRUMMING 
CANNING 


MANUFACTURERS OF ALL 


PETROLEUM 


PRODUCTS 







Paragon Oil Company 


Bridgewater Street at Newtown Creek 
Brooklyn 22, N. Y 
Paragonoil N. Y 


Cable Address 


FOB their term 


78-80 Oct. Prem. 78-80 Oct. Prem. 74-76 Oct. Reg. Kerosin« 
District Gasoline (b) Gasoline (c) Gasoline (b) No. 1 Fuel 
N. Y. Harbor (1)42.6-14.2¢1) : (2)11.6-412.9¢1) (13)5.0-9¢1 

do barges (2)12,120-13.49(1) ‘ (2)11.120-12(2 (1a)S.4-s 
Albany covcCoccccccee (2)14.00-14.3(3) 14.3(1) 12.5(7) &.¥(1U) 
RD 500.0600 6snuu - »-(1)12,.4-14.1(¢1) 14.1(¢1) (1)11.4-12.6(3) 9(10) 

do barges - (1)12.3-13.65(1) oe seaepeginmtaneed (2)8.9-9.4(1 
Baton Rouge seve 0006 aoe coe 8.4(1) 

do barges ees 208 mae 8.4(1) 
MON sce tccccccsccesn cl eMAtD 14.4(1) (1)i1. 6-12.9(9) 8.8(13) 
Charleston ..........++.(2)12.1-13.475(1) 13 viva 1 (2)11.1-11.75(1) =oe? 
Corpus Christi ....... -.(1)12-13(1) . 11 2 cess 
Houston . (1)12-13.75(1) (1)11-11.75(1) (2)9.; 25- 10.25(1 

du barges soeeveee (1)12-13.75(1) 12(1) (1)11-11.75(1) (1)7. 75-8.75(1) 
Jacksonville ........ pece 13.1(6) 13.1(1) 12.1(9) 9.2(12) 
OT eee eccesccees 13.1(4) 13.1(1) 12. 15) (3)9.2-9.5(2 
Dt. +. di seee énacesud 13.1(2) 13.1(1) 12.143 9.2(4) 

New Haven so ew awen (1)14-14.5(1) 14.5(1) (1)12.5- 13(2) 8.6(9) 
POOW GERGORS cccccccccsecs 12. a} eeee ow (1) 8.8(4) 

Ce DD «ose coeeseces 12.5 or 1:5(1) 8.8(2) 
rere ae8ee0 (2)12.3- 12.7501) 13.9(1) (2)11'3-41.9(2) (6)9-9.1(1) 
Pensacola .. 13.141 rr 12. a 9.2(2) 
Philadelphia -(1)13.7 7- “13. 75(2) 14.7(1) (2)12,.5-13.2(2) 8.7(10) 

CP BP ccccececes - (1)13.6-13.65(1) 6206 (1)12.4-12.6(1) 8.6(6) 
Port Everglades ........ 13.1(4) 13.1(1) 12.1(6) 9.2(6) 
PT t246s0eeee0 ds een (1)14.15-14.4(1) 14.4(1) 12.9(4) 8.8(8) 
DD .60.46500606 68 (1)14.15- ~~ 4(1) 14.4(1) 12.9(5) 8.8(9) 
BAVERRER cccccccccccce ° 13.1(4 13.1(1) 12.1(7) 9.2(9) 
TE cuvececaceoenseee 13.1(5 13.1(1) 12.1(7) 9.2(9) 
Wilmington, N. C. . °° "04)12.5-13-45(1) 13.851) (2)11.45-11.85(2) (1)8.7-S.807 

78-80 Oct. Prem. Gaseline (a): Baton Rouge 11.9(1); Baton Rouge barges 11.9(1); Houston 


(1)11.25-12(1); 
74-76 Oct. 
(1)10.25-11(2); 


N. Y. Harbor 
do barges 
Albany .. P 
3altimore 

do barges 
Rouge 
barges 
Boston ° 

Charleston 

Houston ( 


do barges. .( 
Jacksonville 
Miami 
Mobile 
New Haven 
New Orleans 
do barges 
Norfolk ‘ » 


Pensacola 
Philadelphia 
do barges 
Pt. Everglades( 
Portland 
Providence 
Savannah 
Tampa oof 
Wilmington 
ss aes 


No. 6 Fuel Bunker C Fuel Heavy Diesel Ships’ Bunkers 

No. 6 Fuel Barges Ships’ Bunkers Ships’ Bunkers (45 cet., 45 4.1.) 
N. Y. Harbor(s)$1.73-1.75(1) $1.70(10) $1.7009) $3.32(3) $3.57% 
Albany 2.05(1) 
Baltimore 1.7344) 1.70(3) 1.70¢3) 3.32(1) 3.571 
Baton Rouge 1.48(¢1) 1.4541) 1.45(2) 03(1) 5. 28 
Boston 1.78¢7) 1.75(4) 1.75(4) , 61i 
Charleston 1.68(2) 1.65(3) 1.65¢3) 3.53 
Corpus Christi 1.48(1) 1.45(¢1) (2)1.45-1.6001) 3.1541) 
Houston (2)1.45-1,5001) (1)1.42-1.45¢5) 41)1.42-1.45¢7) (4)3.03-3.10(1) (4)3.28 t 
Jacksonville 1.6816) 1.6516) 1.6516) 3 
Miami 1.63(1) 1.60(2) 1.60¢2) 3.822 
Mobile 1.58(1) 1.55(1) 1.5541) 
New Haven 1.75(2) 1.70(2) 1.7012) 
New Orleans 1.48(3) 1.4513) 1.4514) 3.0312 2s 
Norfolk 1.73(3) 1.7014) 1.70(4) 57 
Pensacola 1.72(1) 1.72(1) 1.72(1) 
Philadelphia 1.7308) 1.7008) 1.70¢(8) 2(2 57 
Port Everglades 1.63(2) 1.60(3) 1.60(3) R29 
Portland 1.78(2) 1.7541) 1.75061) 65 
Providence 1.755(4) 1.72513) 1.725(3) (1)3.61 ) 
Savannah 1.68(4) 1.65(5) 1.6505 (1)3.82 2212 
Tampa 1.58¢(5) 1.55(5) 1.551 22 


Wilmingtor 
N.C 


(a) 





inals Ships’ 


New Orleans (1)11.5-11.85(1); 
(a): 
New Orleans (1)10.75-11.1(1); 


Reg. Gasoline 








Refinery & Terminal Prices (Continued) 
Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals, and of tanker terminal oper 
bunkers prices are exclusive of lighterage 


Baton Rouge 10.9(1); 


Gas House No. 5 Fuel No. 5 Fuel Shore Plants 
o. 2 Fuel Gas Oil (®-10 p.t.) (15-6@ p.t.) (5@ eet.,55 d.i.) 
S.1(416) (1)8.4-8.7¢1) (S8)$2.50-2.80(1) $2.13(1) 8.515) 
1)7.S-S(1) S.6¢1) (8)2.47-2.75(1) 2.1041) 
S.40S) S.501) 3.3001) (2)S.8-9 
8.3(11) 8.4(1) 2.50(1) 2.1341) S.7(4 
8.215) 2.47(1) 2.10@) 
7.701) 7.801) , 188€) S.1(1 
7.701) 1.85(1) 
S.5(14) S.5¢1) (4)2.50-2.512(1) S 
S.5(4) 2.C8 8.602 
2)8.25-9(1) (1)7.2 
1)6.75-7(2) 2.25(1) 
9.116) 10 
9.1¢4) 9.1(2 
9(2) 441) 
S.209) (2)8.6-8.8 
&(3) 8.4 
S(1) 
$)8.3-S.501) S.7(1) 2.05(1) S.7¢ 
G1) 9¢1 
S.1¢410) S441) 2.5016) S.OC¢ 
S(7) ° 
1)8.8-9.1(3) 9.14 
S.60S) S.501) 4(2 
S519) S.501) (2)2.495-2.595(1) 8.9(2 
9.105) 4.105 
1)8.5-9.105) 9.1¢¢ 
1)8.2-S.5¢7) S.501) 8.612 


Motor Method & Research octane ratings are approximately 


rating is minimum of 5 points above Motor Method rating. 
of 10 points above Motor Method rating. 


New Orleans barges (1)11.5-11.85(1). 


New Orleans barges 


Oil Price Section 


— 









rs, 
Prices in effect Sept. 6, 




























Baton Rouge barges 10. 9(1); 
(1)10.75-11.1(1). 


He 





uston 








Diesel oil 






























































































Light Diesel 








ctane 
mum 


same. (b) Research 
(c) Research octane rating is mir 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York 


Beston 





OO 





NATIONAL PETROLEUM NEWS 








Mc 


H 


Price Section 





ion 
— Gulf Coast__Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at Gulf, minimum of 20,000 bbis., 
refine export agents, or tanker terminal operators. 
ors, ndic the number of companies quoting that price 


and are by refiners only to other 
The figure in parentheses after each price 
Prices in Effect Sept. 6. 


Aviation Gasoline 


ide 115/145 (AN-F-48) 
oe RS SO eae 
Grade 91/98 (AN-F-48) ... 

ide 80 (AN-F-48) 


Motor Gasoline Leaded 
SO Oct. (Premium) . we 11¢1) 


16.25(2)-17.5(2 
14.75(1)-16. 5t1)-16. 75(1) 
15.75(1) 


78-80 Oct. (Premium) (eek Kctetectdaddiveens Bee 2 
BOG GGG, GED Sew dccccaccccrcsscssvcvcs Sheath) 
76 Oct. (Regular) geen ; -- 10(3) 
74-76 Oct. Regular) 10(1)-10.25(1)-10.5(2)-11(2) 
70-72 Oct . 9.5(3)—-9.75(2) 10.2541) 
(1 * Motor Method ry Research octane ratings are approximately same. 


l) 1 Research octane rating is minimum of 5 points above Motor Method rating. 
tt Research octane rating is minimum of 10 points above Motor Method rating 


Kerosine & Light Fuels 
>} kerosine ‘ ‘ 7.308 § 7.75¢(1)-So1) 
2 Fuel 9 


Diesel & Gas Oils 
i7 Diesel index 
2 Diesel index 


7 Diesel index 





Heavy Fuels 











» Fuel, 0-10 p 9 25(3)-—$2.35(1) 
ker C Fuel ... ; : 35(3)-$1.40(1)-$1.45(1)-$1.50(1) 
ston 
ton Aviation Gasoline & Jet Propulsion Fuel 
Prices in Effect Sept. 6 
(Prices are for tank cars, barge or truck transport lots; aviation gasolines meet Specification AN- 
ts F-48, unless otherwise noted, jet fuel meets AN-F-32.) 
Li.) Aviation Gasoline 
District Grade 115/145 Grade 100/130 Grade 91/98 Grade 80 Jet Fuel(JP-1-2) 
New York, N.Y. 19.85(1) 18.1(3) (2)16.6-16.7(1) (1)15.7-15.85(1) 
Boston, Mass. 18.2(2) 16.7(2) 15.95(1) 
Portland, Me. cave eee 17.8(1) 
Phila., Pa. 18.1(1) 16.6(1) sees 
Baltimore, 18.1(2) 16.6(2) 15.85(1) 
Norfolk, Va. . pa 18.1(2) 16.6(2) 15.85(1) 
Charleston, S. C. sone 18(2) 16.5(2) 15.75(1) 
New Orleans, La. 18.75(1) 17(2) 15.5(2) 14.75(1) 
(Baton Rouge) 
Houston, Tex. .. 18.75(2) 17(3) 15.5(3) 14.75(2) 
Lake Port Terminal Prices 
Prices in Effect Sept. 6 
Buffalo Cleveland Detroit 
(Premium).. 15.3(2) 
(Regular) 13.8(2) 
9.9(2) 10.5(1) 
t ] Terr r 10 os 9.85(2) 9.25(1) 
sel y ‘u ere jeans 10.6(2) 
iers ‘ w “ a,;* Gg +O SOK ) 
A.) ; - lel . ‘ee ee (2) . (1)9.6- a1 
6.35(2) 
6.1(2) 
Tanker Market Report 
ed by Dietze Inc., New York, N. Y., oil & ship brokers and tank steamer chartering 
All rates shown are on basis of tons of 2240 pounds, unless otherwise stated are for ves- 
14,000 TDW, and unless otherwise stated are in dollars per ton. For purposes of rate 
n only, it has been assumed that New York is the port of discharge whenever the range 
ppears Approximate rates in cents per bbl. may be determined by dividing per-ton rate 
ving conversion factors: gasoline, 8.7; kerosine, 7.9; No. 2 fuel, 7.5; 30 gravity crude, 7.3; 
6.9; Bunker ‘‘C’’ fuel, 6.5. 
LAST PAID OWNERS ASK 
New York (Clean) $ 1.71 $ 1.71/1.85 
. (Dirty) oO 1.50/1.71 
U .. Continent 2 4.42/4.91 
U. K. Continent 7.09 6.54/7.08 
ane UNITED STATES FLAG CHARTERS 
jum \ I. TDW CARGO TRADE LIFTING 
500 Molasses as port N.S s i Sept 
USNH 
4 500 Molasses asis port N.S 
Cuba/USNH 
(Three consecutive voyages each) 
15.500 Clean USGulf/Los Angeles Private Term Early Sept 
— Followed by Los Angeles/USNH Priv: ate Terms 
15 500 Clean USGulf/ Montreal! 2.70 Early § 
15,500 Dirty USGulf/USNH 13 Early Sep 
15,500 Dirty USGulf/USNH 1.50 Late Se 
15.500 Dirty 3asis Los Angeles/USNH 5.04 N 
(Three consecutive voyages) 
cargo about Clean Philadelphia / Montreal imp Sum $27,100 
13,800 tons Mid Sept 
CRUDE 5, 500 “lean Basis USGulf/Rotterdam 4.97 Early Sept 
CO DENVER 5,5 ‘lean USGulf/USNH 1.71 Late Sept 
SMITH 5,5 “lean USGulf/ Montreal 2.70 Early Sept 
TONE T-2 5.6 ‘lean 3asis USGulf/Gothenberg 4: Early Oct 
— 





. 7, 1949 
ws 


Refinery & Terminal Prices (Continued) 


LPG Prices 
Prices in Effect Sept. 6 


(Of refiners, FOB refineries, in cents per gal., 
tank curs er transport trucks) 
Com- in- Com- Indus- 
mercial dustrial mercial trial 
District Propane Propane Butane Butane 
N.Y. mecoee . 5.501) 5.5¢1) 4.7501) 4.7501) 
Philadelphi 
Baltimore 
Hastings, W. Va 
New Orleans 
Houston 


Toledo 


Nophthas and Solvents 


Prices in Effect Sept. 6 
(FOB Group 3) 
Stoddard solvent 
Cleaners naphtha 
V.M.&P. naphtha 
Mineral Spirits 
Rubber solvent 
Lacquer diluent 
Benzoil diluent 
WESTERN PENNA, 
Other Districts: 
Untreated Naphtha ........... 12.75(1) 
Stoddard Solvent ...... ..(4)12.75-13(1) 
OHIO—Quotations of 8.0. Ohio for delivery to 
Ohio points: 
VM&P Naphtha yas 16.0 
Mineral Spirits & Stodd:z rd Solvent 15.5 
Rubber Solvent ..... seceser 15.0 


E. TEXAS (Truck perannaee ) 
Stoddard Solvent eo 
KANSAS (For Kan. Dest’n. only) 
Stoddard Solvent : 
ATLANTIC COAST 


(2)10.375-10.875(1) 
‘ 10.875(5) 
.» »(4)10.875-11.37 
. .(4)9.875-10.375 
.-(1)10.375-11.37 
(3)11.125-11.37 
. 12.125(3) 


5(1) 
(1 
5( 
5( 


) 
1 
2) 


10.75(1) 


12.375(1) 


V.M.&P 
Naphtha 


Mineral 
Spirits 
New York 

Harbor 15(4) 14(5) 
Philadelphia .... 15(4) (4)13-14(1) 
Baltimore ° 13.513) 
Boston 15.5(4) 14.5(5) 
Providence ccee oeee 14.5(3) 


Mid-Continent Lubes At Gulf 


(In packages, FAS, New Orleans, in bulk, 
FOB terminals 
Prices in Effect Sept. 6 
Bright Stock Steel Drums Bulk 
D color, Vis. at 210° 
150 vis., 0-10 p.p.(1)29.5-30(1) 


Neutral Oll Col, 
200 vis. 3. 


(1)18—-19.8(1) 
15.3(1) 


Pacific Coast 
Prices in Effect Sept. 6 
(In Ships’ Bunkers, Diesel Fuel Bunker © Fuel 
or Deep Tank Lots) (P.S. 200) (P.8. 406) 
San Pedro, 

Calif $3.3514 (2)$1.25-—1.60(2) 
San Francisco 3. ’ (2)1.30-1.65(2) 
Portland, Ore 1.55—1.90(2) 
Seattle, Wash 1.55-1.90(2 


Mexican Bunker Prices 
’rices in Effect Sept. 6 
Mexican Gulf Perts 
U.8. Dollars per Bbi. 
Bunker C Diesel 
(Ships’ (Ships’ 
Bunkers) Bunkers) 
po a $1.45 $3.75 
WE se c0enecaeees $1.45 eas 
i Pee , $1.45 3.75 
Pacific Coast 
Guaymas $3 3.9 
Manzanillo saeseees : 
Salina Cruz .......+... 3 


WORLD'S FIRST 
PETROLEUM INSPECTORS 


Now in Chicago and 33 other 
oil transportation centers 


throughout the world. 
= 


CHAS. MARTIN 
& Company 
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consumer 


tank 


tank 





dealer 


Tank Wagon Prices 


° Effective Aug 





NATIONAL PETROLEUM 


19, 





car, wagon, and service Inspection fees per gal., included in both gasoline and kerosine ces 
station prices for gasoline do not include taxes; they do, however, in- unless otherwise specified, are as follows: 
clude inspection fees as shown in next column. Gasoline taxes, shown in 
separate column, include 1.5c federal, and state taxes; also city and Ala, 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 25 
county taxes as indicated in footnote. Kerosine tank wagon prices also Kans, 1/100c, La. 32c; Minn. 5/200c; Mo. 1/25c; Neb. 2/100c; Ney 
do not include taxes; kerosine taxes where levied are indicated in foot- 1/20c; N. C. 1/4c; N. D. 1/20c; Okla. 2/25c; S. C. 1/8c; S. D. 40 
notes Dealer discounts are shown in footnotes. These prices in effect Tenn, 2/5c; and Wisc. 3/100c. ’ 
Sept. 6, 1949, as posted by principal marketing companies at their 
headquarters offices, but subject to later correction. Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1 
Atiantic White Flash Humble 2 2 
ATLANTIC (Hegular Grade) HUMBLE Frome nel ‘iil California Standard (Cont.) 
REFINING Gaso- Gaso- Kero- OIL Tank‘ Re- line “ete: 
une line yd Wagon tail Taxes Prices for Chevron Supreme (Prem 
r.W. Taxes T.W. Dallas. Tex 13.0 18.0 az 2c higher than Chevron (regular), except Uta) 
Philadeiphia, Pa 14.2 6.5 11.9 Ft . Worth . 13 0 18.0 5 5 which is 1.5c higher than Chevron (regular 
Pittsburgh 15.1 6.5 13.1 ion. 13 0 18.0 5 5 Prices for Chevron Aviation 91 are 2 bove 
\llentown 14.8 6.5 12.5 Man Artem 13.0 18.0 5 5 Chevron Aviation 80/87; for Chevron Aviatior 
Erie 15.1 6.5 13.1 — - ~ ‘ = 100, 5c above Chevron Aviation 80/87 for 
Scranton 15.1 6.5 12.8 Chevron Aviation 115. Sc above Chevron Ay. 
Altoona 15.1 6.5 13.1 Kerosine iation 80/87. 
Emporium 15.1 6.5 13.1 Tank Wagon Retail Base kerosine t.t. prices, except at Salt Lake 
Indiana 15.1 6.5 13.1 Dallas. Tex 12.5 17.0 City, apply to deliveries of 40-199 ga For 
Uniontowr 15.1 6.5 13.1 Ft. Worth 12.5 17.0 other deliveries: less than 40 gals., add 4 
Harrisburg 14.8 6.5 12.5 Houston 12.5 17.0 200-399 gals., deduct 3¢ 100 gals. & ove 
Williamsport 15.1 6.5 12.8 San Antoni 12.5 17.0 deduct 4c; tank car-truck trailer, deduct 5.5 
Dover, Del 13.8 6.5 12.2 ‘ 
Wilmington 13.8 6.5 11.9 Notes: Esso Gasoline 
3oston, Mas 14.1 4.5 oe cl teal :; ESSO (Regular Grade) Kero- 
Springfield 14.8 4.5 prices are to all Classes of dealers an Gasoline Gasoline ine 
Worcester 14.3 4.5 consumers STANDARD : ‘Taxes TW 
Fall River 14.1 1.5 3 
Hartford, Conn 14.4 5.5 Atlantic City, N. J 13.7 1.5 11.7 
New Haven 14.3 5.5 Newark 3.7 1.5 11.5 
Providence, R. I 14.1 5.5 : - . ‘ . —. - f 
Atlantic City, N. J. 13.7 4.5 11.7 IMPERIAL eS. 3altimore, Md 13.6 6.9 11.8 
Camden 13.7 4.5 3.7 OIL ‘ cial Cumberland 14.8 6.5 13.1 
Trenton - 13.7 4.5 11.5 : — . > 4 las eton ) : 5.5 12 
Siitenede. aie 13°6 a5 Gasoline Gasoline sine Washingte n D. ¢ 14 0 5.8 12.2 
Hagerstown 14.4 65 T.W. Taxes T.W. Danville, Va 14.5 7.5 13.1 
Richmond, Va 13.8 7.5 12.5 Q F Petersburg 14.1 7.5 12.7 
tRY , . os  - : Hamilton, Ont 21.5 11.0 23.5 ; 5 - - 
oe * —. fe Toronto 21:5 11.0 23.5 Norfolk 13.4 7.5 12 
Jacksonville, Fla 14.9 8.5 Winnie Man raf ? 4 . s Richmond 13.8 7.5 12 
. - . mt 7 Q or = 14 
Regina, Sask. 24.5 10.0 26.5 toanoke 15.4 slags A - 
Mineral Spirits V.M.&P. cooaneee 26.5 10.0 28.5 Charleston, W. Va 15.4 6.5 14.7 
: > 1, Alte 20.7 9.( 22.7 Pair 5.3 ‘ 5 
T.W. T.W. [aa Alta 30.7 ao 33°97 Fairmont 15.3 6.5 15 
Philadelphia, Pa. 15.00 16.5 Varcouver, B. C. 19.5 10.0 24.0 Parkersburg 15.3 6.5 13 
Pittsburgh, Pa 17.5 18.5 Montreal, Que 21.5 11.0 23.5 Wheeling 5.0 6.5 li 
St. John, N. B 19.0 13.0 22.0 “har > y . 5 7.5 12.8 
: : Halifax, N. S 19.0 13 0 22.0 Chastette, 3. ¢ : . gee mt 
Fuel Oils—T.W. Hickory 5.2 7.9 1 
1 2 5 6 Taxes: Mt. Airy 15.5 7.5 1 
ree Pa. «soo 38,9 11.0 7.05 5.12 Gasoline taxes are provincial taxes. Raleigh o.2 7.5 l 
*ittsburgh 12.2 Salic _ 7 5 ] 
\llentown ... 12.5 11.6 Notes: Salisbury a <4 ~ om 
Wilmington, Del. 11.9 11.0 Prices are per imperial gal which i 1 pyar peat gs . 2 

; _ 2 S are z Thi 4 Lich s = . , = 9 ” 

a toe Z ww ice it > U. S. gals.—T.W. prices are to divided & Columbia 15.3 . 
Springfield, Mass 12.2 undivid ole ‘ Spartanbur 14.5 7 
Worcester é : 11.9 individed dealers Spartanburg 5 7.5 
Hartford, Conn.., °°11.3 New Orleans, La 13.8 10.5 1] 
Taxes: 3aton touge 13.5 10 5 uu : 

Brunswick, Ga., kerosine price does not in- TEXAS Fire-Chief Gasoline pgp - : “ “* a 
clude lc state tax. (Regular Grade) Kerosine Lake Charles 13.6 10.5 - 

, co Dealer Gasoline Dealer Shreveport 15.0 10.5 11 
Notes: . 

Kerosine—Thru Penna, & Del., add 2c per T.W. Taxes T.W. New Iberia 13.8 10.5 1 
- ~gh t.w. deliveries of less than 25 gals. Dallas, Tex 13.0 5.5 12.50 Knoxville, Tenr 14.8 8.5 12 
at one time Fort Worth 13.0 5.5 2.50 ' is 7 S 2 

Gasoline T.W. prices are to dealers & con- Wichita ; Falls 13.0 55 .. + Memphis 14 bd E — 
umers; kerosine T.W. prices to consumers Amarillo 13.0 55 12 50 Chattanooga 14.7 5.9 12 
- ee Spirits prices also apply to Stoddard Tyler 13.0 5.5 1254 Nashville 15.2 8.5 1 

Effective Aug. 30 diy a 1 ° : 4 + rs Little Rock, Ark 15.1 8.0 13 
Effective Aug. 31 Waco 13.0 5.5 12.50 Mineral Spirits V.M.A&P. 
Austin 13.0 1.5 12.50 T.W T.W. 
Houston 13.0 5 12.50 Newark. N. J 15.0 16.5 
CONT’L (N. B. Prices are Continental's San Antonio 13.0 ».5 12.50) Baltimore, Md 17.5 
‘*normal’’ prices Current sell- Port Arthur 13.0 o.9 12.50 Washington, DL. C 17.5 
ing prices may be lower than —— > . 
OiL ‘*normal’’ because of local com- Notes: FUEL OILS—T.W. 
petition. ) Dealer t.w. prices apply also to all classes No.l No.2 No.4 No.6 
Conoco Demand — a with minimum delivery of 50 Atlantic City, N. J. 11.7 11.0 
N-tane (3rd Gaso- Kero- — Newark 11.5 11.0 °$3.024 $2.2 
(regular) Grade) line sine 3altimore, Md 11.8 11.0 2.96 - , 
Tank Wagon Taxes T.W. Washington, Db. C. 12.2 11.5 ,. 07 2.2 
Denver, Colo 4.8 13.8 7.5 14.7 wEY ; Norfolk, Va 2.2 20.5 
i CHEVRON Base Danville 11.8 
Grand June 17.2 16.2 7.5 17.1 CALIFORNIA (Reg- Av. Gaso- Kero- Peterteure 13.7 11.4 
Pueblo — 15.8 14.8 7.5 15.6 STANDARD ular) 80/87 line sine Richmond 12.5 11.1 
Peat , — ” . ‘ .T. T.T. Taxes 1T.T Roanoke 12.7 
Casper, Wyo 15.7 14.7 6.0 14.9 Charlotte N Cc 12.8 11.8 
Cheyenne _ -e 14.8 6.5 15.7 oom Fran., Cal 14.1 17.6 6.0 18.1 Hickory was 13.0 12.1 
3illings, Mont 17.0 16.0 7.5 16.2 a ; 5 .. 2 2 4 4 Raleig! : 13.0 12.3 
Butte , 18.0 17.0 7.5 17.9 Phoenix, Ariz 16.9 20.4 6.5 20.9 poe are = ~S + : 
Great Falls 17.0 16.0 7.5 17.9 Reno, Nev 16.8 20.3 7.0 20.8 Spartanbur 11.6 
selen: gee age ste ai Portland, Ore 144.7 18.2 7.5 20.2 pede ae 
serene : 17.5 16.5 ‘.o 17.9 Seattle, Wash 14.7 18.2 8.0 20.2 Taxes: Louisiana kerosine prices d 
Salt Lake, l ce 26.4 15.4 5.5 16.5 Spokane 17.6 21.1 8.0 24.1 clude ic state tax 
T , 2 ; Qa 9° 9 7 > Tacoma 14.7 18.2 8.0 20.2 : 
[win Fall » Ida. 19.2 18.2 ‘.9 19.3 3oise, Idaho 19.3 22.8 7.5 25.8 Naphtha—Newark t.w. prices are a 
\lbuquer., N. M. 15.6 14.6 9.0 15.0 Salt Lake, U 16.4 19.4 5.5 16.5 liveries of 200 gals. or more: les 2 
toswell 14.8 3.8 9.0 14.3 Honolulu, T. H. .. 15.1 8.6 7.5 19.1 a 1s roma ger ‘a are 
Santa Fe 15.9 14.9 9.5 15.3 Fairbanks, Alaska 26.9 30.4 3.5 36.9 gals., 0.5¢ over posted t.w. prices ose 
ewe phigia ane Juneau 6 0 16.1 19.6 3.5 21.6 deliveries, 6c over posted t.w. price sal 
Muskogee, Okla... 14.0 13.0 8.0 12.9 . , » le 
more & Washington prices are for “ 
Oklahoma City.. 14.0 13.0 8.0 12.9 Taxes: liverie f 25-99 il I d unt 
i > aS 25-96 gals., 10 scounts 
Tulsa 14.0 13.0 8.0 12.9 3oise 7.5c tax applies to motor fuel only: Notes: . 
avgas taxes are 5e federal, 2.5¢c state. Hono- Notes: 
Taxes: lulu 7.5¢ tax applies to motor fuel only; avgas Gasoline T.W. prices are to cons . 
iaGasoline tax column includes these city  x*eeate 1pe federal, de territorial: Honolulu eaters, 
axes: Albuquerque & Roswell, 0.5c; Santa Fe 7 pt ge 7 aiaal Ong droney 5 
1c; Cheyenne, 1c; Casper, 1c. sumers tax of 1% to resellers, 2.5% to con- Effective 4-6-49, minimum retail esa 
absae ° Effffective July 15, according to company price of 17.7¢ (ex tax) for Esso . 
a" correction; shown incorrectly in recent issues posted throughout New Jersey. 
T.W. prices are to consumers & dealers. of NPN. 
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Ney 
40 
_ Mobilgas Aircraft 
; : Grade Grade Grade 
Gasoline 80 oa 100 
Taxes T.W. T.W T.W. 
5 
> 
) 
, 
tal > 
bove 55 
iti 5.5 
AN Pee 5.5 
, Conn 5.5 
sake v.o 
F 5.5 
4 5 > 
ver 7.5 
5 7.5 
4.5 
5.5 
ero- 5.5 
sine 5.5 
YW 5.5 
1. $3 
11.5 
11.8 Tank Wagon Prices 
3.1 Mine | Se. 6-068 % 
12 L&P Naphtha ieee 
13 Taxes: N.Y.C. prices do not “include 2% 
12.7 Discounts: 
os Mobil Kerosine—Mt. Vernon, T.W. less 0.3c 
12.1 Mobilfuel Diesel—0.5c for single delivery of 
12.5 Notes: 
14 Gasoline T.W. prices are to Consumers & Dealers. 
147 Syracuse V.M.&P. price is in steel barrels, 
Effective Aug. 26 
15 
| 
- — Aviation Gasoline-« T.W 
os d ion Gasoline-Cons, T.W. 
bao STANDARD Sohio [S80 
13.4 Avia. Avia. Esso Esso 
13 Gasoline 62 x0 Avia. Avia. 
) Taxes Clear Clear 91 100 
3 4 4 0 24 23.0 26.0 
- Yantor - 8.f 2 23 23.0 26.0 
>; I c 24 3.0 26.0 
0 26.0 
0 26.0 
: os 3.0 26.0 
1. Lit 5 .§ y 23.0 26.0 
1 Mansfield 5.5 2 23.0 26.0 
. { 1) 26.0 
« r r ith ‘ ‘ 7 24 2: o 26.0 
2 : D.: : 2% 3.0 26.0 
4° t town 65. 2 = 3.0 26.0 
: Lane 0 26.0 
Taxes ! 1948, hangar 
- xemption Form A-10 to supplier 
2 Viscounts: Esso Aviatior 
2.4 ‘ i Prices shown are for t.w. & drum deliveries of 
To contract consumers off t.w. prices 
or more gals., 1.5c Lucas County: 
Notes: Renown (third-grade) gasoline prices are 
INDIANA Blue Crown (3rd Grade) 
Red Crown (Reg. Grade) 
STANDARD Red Red Blue 
Cr’n,. Cr’n, . Gaso- Kero- 
Cons. Dir. line sine 
‘ T.W. T.W. T.W. Taxes T.W. 
7.9 1 we £5 2 
9 ‘.6 ‘ . 4.95 14.5 
; 7.9 t.5 15.1 
> | 4.5 14.9 
. 7.8 2 15.0 
S.( >» 15.2 
S > 15.7 
>. , 14.4 
» 14.4 
5 14.4 
) 15 5 
4 > 15.3 
s > 15.2 
8 > 15.3 
7 5 15.1 
4 ’ 15.1 
7 > 14.5 
7 ) 14.9 
; 7 ) 14.4 
| 5 0 13.6 
0 6 5 13.6 
a s 5 16.1 
e s » 15.6 
4 , 12.8 
ie 7 7.5 14.4 
Stanavo Aviation Number 80 
Cons. T.W. 
& Mich, = 22.6 
. me weenie 21.9 
ule — Dd. 21.4 
ne nd s, Ind. 21.0 
ty, Mo. 19.4 
(Cont’d in next column) 
‘S Se ber 7 
der 7, 1949 


Tank Wagon 


Buffalo 

16.5 

18.5 
city sales tax applicable 
for deliveries of 
S00 gals. 


Jamestown 


operators can purchase aviation gasoline less 


on contract to hangar operators and resellers, 2c 


less than 50 gals., 


same 


Prices (Continued) 


Mobilgas 
(Regular _ ) 
TT... Ww. 


Mobil Kerosine 


T.C, Yard T.W T.C, 


OF NS et ee 


oe ee 


COGN e 
— rt Be kk ed ft ft et et 
Wh: NeOWONNeCKN NDS 


QU SS eh eee OO 
Perera tr, as 


10.; 
s yy y s 
y 10.: 10.5 10 
5 o* 10 


Dh Pee ph fh bah ee fr fe fe fd fd fd Pah ah eh fad fe fd a fd fd fd fad fd fed fd 
pamred ¢ 
~ 


ue 


Z 


Rochester 
15.0 18.0 
16.5 19.5 


to price of gasoline 


Y. City 
19. 0 
25. 

(ex 

300 gals. or more. 

or more. 


t.c. prices are delivered 


Sohio X-7iv Gasoline 
(Regular-Grade) 

Con- Re- 

sell- 

ers s.S. 
0 19.0 
0 19.0 
0 19.0 
v0 19.0 
0 19.0 


) 

) 

> 

> 

) 

».0 19.0 
> 

) 

) 

) 


S.R,. D.C. V.M.& 
Sol- Naph- i 
vent tha tha 
19.5 20.5 20.5 
19.5 20.6 20.5 
19.5 20.5 20.5 
19.5 20.5 20.5 
19.5 20.: 20.: 
19.5 20 .5 20. 
19 20 .5 20. 
19.% 20. 20.§ 
19.5 20. 20.5 
19 20 20.5 
19.5 20.5 20.5 
19.£ 20.5 20.5 
19. 20. 20.5 


per 


0 19.0 
0 19.0 
0 19.0 
0 19.0 
5.0 19.0 
2.0 19.0 

0 19.0 


1é 
15 
15 
15 
15 
15 
15 
15 
15 
15 
1 
li 
15 


) 
, 
5 
5 
State 
. 

off consumer 
more; prices 
Lucas County) 300 to 999 
tank wagon price, 50 to 
otherwise noted. 


t.w 
50 gals. or 4 
(except gale . oe 
249 gals., 
X-70 8.8. prices 


unless 


as 


Oleum V.M.&P. Stani- 
Spirits Naphtha sol Taxes 
(Prices are base prices before discounts) 
CUMCAMO .cececes 9.7 2 20.2 ‘.5 
Detroit .. pace” 23 21.§ 4.5 
x. ©., Mo 18.7 1.5 
St Louis . 14 1.5 
Milwaukee . { : 20 5.5 
Minneapolis 20.7 20.: 1.5 
Fuel Oils T. W. 

Chicago 

Standard 
Heater oil 


Stanolex 
Furnace Oil 
1-99 gals 2.8 
100-149 gals 
150 gals. & 
100-399 gals 
gals, & 


over 
‘ ; 11.8 
over . , 11.3 
Stanolex Stanolex 
Fuel A Fuel ¢ 
*. ££ Sooners 8.4 7.25 
gals. & over os 7.65 6.5 


Stanolex Furnace Oil 


100 


750 


100 gals. 
1-99 gals. & over 
Indianapolis 0 12.0 
Detroit 
Milwaukee 
Minneapolis 
St. Louis 
Kansas City 
Taxes: 

Gasoline tax column 
taxes: Kansas City, .5c; St. Joseph, & St. 
Louis, lc. Naphtha tax column includes 1.5c 
federal & state taxes, lowa kerosine prices do 
not include 4c state tax, State sales, occupa- 
tion, consumer & use taxes to be added where 
applicable. 

° Effective Aug. 

* Effective Aug. 
Aug. 31 ‘ 


1: 

13.5 12.5 
13.0 12.0 
11.7 10.7 
12.0 +1 0 
1 11.1 


> 


2.1 


includes these city 


29 


20; shown incorrectly in 


NPN 


Mobilfuel 
Diesel 


Syracuse 


all other 


Naphthas & Solvents—Cons,. T.W. 
P. 


for deliveries of less than 


MOBILHEAT 
(No, 2 Fuel) 
T.W. Yard T 


12 


WOCnwereC-1R kK LOF co G- 
SAAe OCS. woke Orog¢ 


“1 -10e 


© 


feck fash ph ft fh ah ft 
COCO RO ON be 
NweKWONeKHKhmCOr eK Chie NNR RRR Ree 


ech fh eh fh ek ect hd fh dd fd fh fh fd fash fd fh ft df ded 


Boston Hartford Providence 


16.0 17.5 16.5 
17.5 19.0 18.9 


t.c. prices are FOB bulk termir 


Sohio 
Sol- 
vent 

20. 1: 

20. 1: 

20. 1: 

20 1: 

20 1: 

20 1: 

20 1: 
1: 

1: 

1: 

1: 

1: 

13 

rti 


No. No. 2 
Sobio-He at Sohio- "Heat 


13.5 


Kerosine 
T.W. 


Varno- 
Jene 


: 20 
20 20 
20 20 
20 20 
20 20 
20 20 


Road 


) 
3.5 
; , 
3.5 
3.5 
3.5 
3.5 
3.5 
4.5 
3. 3.5 
3s $.5 
8g mi 
5 > 
n 


Tax by suppor purchase with State Tax 


50 gals. are 0.5c h 
1000 to 2499 gals., 0.75c; 2500 to 
05c; 250 to 499 gals., 1c; 500 g 


are at company-operated 


KENTUCKY 
STANDARD 


Covington, Ky 14 
Lexington } g 14 
13 .¢ 


igher 
4999 gals., 1 
als. or over 1.5 


stations 


Kero- 
sine 


T.W. 


Gaso- 
line 
Taxes 


Crown 
Net 
Dealer 


Louisville 
Paducah 
Jackson, 
Vicksburg 
Birmingham 
Mobile 
Montgomery 
Atlanta, Ga 
Augusta 
Macon 
Savannah 
Jacksonville 
Miami 


Miss 12 


9 


Ala 


Fla 
Pensacola 
Tampa 

Taxes: 


includes these city & 
city; Birmingham, 1 


Gasoline tax column 
county taxes: Mobile, 2c 
county; Montgomery, ic city & le county; Pen- 
sacola, ic city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, 
kerosine 1c; Mississippi, kerosine 0.5c. 


Notes: 


Consumer t.w. 
prices, 


prices are same as net dealer 








Statistics 
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CRUDE PRODUCTION AND RUNS TO STILLS (Total U.S.) 
(MILLIONS OF BARRELS DAILY) 
6! 
a BESES FEARS IEE 
2 BESHE? TaESaee 
a aBSEe SAEBARES 
aa eeaeeeccaee 
- HH 
7 BEAGUGLGGHUE 
7 SERRLIS 
ome) - CRUDE ae 
PRODUCTION Bs 
a 
EEL [ent 
ye RGGesReER 
: ae PEPE 
4 a 
JS FMAMJJIASONDJSFMAMJJASONDJVFMAMJIJASOND 2 9 162330 6 132027 3 1017 24 
1947 1948 1949 JULY AUGUST SEPT. 
CRUDE OIL STOCKS (Total U.S.) 
(MILLIONS OF BARRELS) 
Crude Oil Stocks 
(Bureau of Mines figures in 
thousonds of barrels.) 
Change 
from 
ah Aug. 20 Aug 27 Aug. 20 
Pennsylvania Grade 3,409 3,465 56 
Other Appalachian 2.025 1,854 171 
Lima- Michigan 1,12 1,129 2 
4 lllinois-Indiana 12,387 12,165 222 
Te Arkansas 2,977 2.851 126 
Kansas... 8,549 8,489 60 
ouisiana: 14,829 15,010 18] 
2S BF RRRSR North 3.73 
Gulf ‘ 11,146 11,277 131 
ageuse caaumE ae rm ‘Bete 
New Mexico 7.782 7.739 43 
)klahoma . 30,733 30,754 21 
Texas: ies 123.372 121,611 1,761 
East Texas 16,345 16,912 6 
‘ West Texas 49,491 48,775 71 
Gulf Texas . . 30,025 28,757 1,26 
JY FMAMJJSASONOD 29 16 aE 6 13 20 27 3 10 1724 Other Texas 27,511 27,164 347 
JULY AUGUS T SEPT. Panhandle 4,960 5,189 229 
North 7,159 7,150 
South . ; 6,388 6,011 377 
RESIDUAL FUEL OIL STOCKS (Dist. 5 Not Included) Other 9,004 8,805 oe 
(MILLIONS OF BARRELS) Rocky Mountain 14,143 13,993 100 
California, incl. heavy 35,290 35,327 a4 
100 Foreign is : 7,038 7.344 306 


Total crude stocks 
in U. S .. 266,455 264,458 1,994 

Total located in Bu- 
reau of Mines’ East = 
Coast District 13,708 13,637 i 





Penna. Crude Runs to Stills 





(Compiled by National Petroleum Assn., fro” 
reports of all companies refining Penna ade 
Crude Figures in b/d.) 

Wee k = nded Week Ended Week Fnded 
Aug. 27, 1949 Aug. 20, 1949 Aug. 28. 1948 
56,542 57,122 6: ° 

NATIONAL PETROLEUM ‘EWS 
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(American Petroleum Institute figures in Gasoline 
thousands Of barrels of 42 gallon each. Production at Gas Oil & 
Figures include reported totals plus es- Crude Runs to Stills Refineries Inc. Kerosine Dist. Fuel Oil 
timate of wnreported amounts and are Daily Average % Operated Natural Blended Production Production 
therefore on @ Bureau of Mines basis.) Week Ended Week Ended Week Ended Week Ended Week Ended 
Districts Aug. 27 Aug. 20 Aug. 27 Aug. 20 Aug.27 Aug. 20 Aug. 27 Aug. 20 Aug. 27 Aug. 20 
Bast COaSt «see eeeececeerceees . . 776 755 86.7 84.4 2,365 2,209 191 187 1,221 1,006 
Appalachian (Dist. 1)..... ° 87 87 73.7 73.7 276 244 18 35 70 47 
Appalacmian (Dist. 2) 59 67 78.7 89.3 228 255 30 24 31 36 
Ss, Bil... CEs. CARD EO R600 00 bk 00 48-58 eremeD 904 850 83.7 78.7 3,458 3,463 352 286 784 &29 
Ge., HOME, BB, sescccscccccdicsecssees 428 424 85.9 85.1 1,716 1,662 118 124 589 524 
Inland TexaS ........ Ree 60.60 6966660086608 187 218 63.0 73.4 1,063 1,066 49 65 162 150 
es GONE EE. bo5 5.0 64 00 955060060608 ° 1,221 1,274 77.2 80.6 4,178 4,332 479 497 1,539 1,546 
Louisiana Gulf Coast 428 417 93.4 91.0 1,464 1,562 254 273 S66 683 
ah. nn civdnes sass en acauee de 82 &3 85.4 86.5 232 218 34 39 95 85 
ee De, Ge Mans 0 bs 00envacndene ses 10 10 66.7 66.7 44 45 see , 13 13 
Resky Mt. CGE. E)occccscccccses eonevcee 181 189 88.3 92.2 578 578 26 57 236 249 
DN wine Ghbtae dads kane ddan oe ne cease 852 867 80.1 81.5 2,578 2,561 34 47 S85 S74 
Total U. S.—B. of M. Basis.............. *5,215 5,241 81.7 82.1 18,180 18,195 1,585 1,634 6,491 6,042 
U. S.—B. of M. Basis, Aug. 25 1948 5,739 eee 98.1 17,722 eens 2,165 / 7,422 ‘ 
East California TET rrr Tee rT ee 4,363 4,374 15,602 15,634 1,551 1,587 5,606 5,168 
cludes 427,000 bbls. of foreign crude runs 
Residual Total Total Stocks Total Stocks Stocks of 
Fuel Oil Stocks Gas Oil and Residual Finished and Un- Refining Ca- 
Production Kerosine Distillates Fuel Oil finished Gasoline pacity Reported 
Week Ended Week Ended Week Ended Week Ended Week Ended Week Ended 
Districts Aug. 27 Aug. 20 Aug. 27 Aug. 20 Aug. 27 Aug. 20 Aug. 27 Aug. 20 Aug. 27 Aug. 20 Aug. 27 
Bast COOds < oc cccccedecccsceessecesecece 1, 26% 1,242 10,805 10,594 22,226 22,991 9,860 9,836 23,911 24,438 100.0 
Appalachian (Dist. 1).....ccccccscccccecs 62 60 426 433 674 674 456 516 2.357 2,367 90.4 
Appalachian (Dist. 2) eee 73 128 146 156 238 253 176 221 1,124 1,152 97.3 
See, Bg TEs 2 cc ced venccessevsssccesese S79 894 5,303 5,118 12,419 12,164 4,483 4,709 23,135 23,324 90.6 
ee Sn SK <2 sewe.na on od 9000. 00-06 60a 460 446 1,677 1,756 6,065 5,947 2,094 2,119 9,345 9,387 83.3 
NE TORS coc ceccccccccescscscccceeees 310 307 673 706 1,074 1,043 1,443 1,442 3,686 3,843 82.4 
TE GUE GME, occ cece cwccesccsecsesnes 1,618 1,695 2,854 3,013 11,884 12,023 7,543 7,572 15,304 15,911 97.2 
RO Ge SPN oct ereccvcsseenvecs 415 385 2,313 2,308 4,143 4,094 2,088 2,107 5,705 5,506 98.1 
Me. BR. B BEES 6 oe ce sesccsecesccsves 126 106 477 606 939 934 325 330 2,734 2,621 72.7 
Rocky Mt. (Dist. 3)...... 20 20 25 25 98 95 30 30 93 93 25.1 
Re BER, GE, Bocce ccccsscasesceesves . 247 255 386 392 1,858 1,811 676 668 2,352 2,430 86.4 
California Tere Te TTT TTETT TET TCT TTT ee 2,124 1,958 719 715 13,100 13,283 38,607 16,534 16,540 90.6 
Total U. S.—B. of M. Basis.............-. 7,597 7,496 25,804 25,822 74,718 75,312 68,157 +106,280 107,612 92.7 
U. § B. of M. Basis, Aug. 28, 1948 9,196 —_—? 23,166 rae 61,814 = aes save 195,504 § 
East of California pada vias 5,473 5,538 25,085 25,107 61,618 62,029 30,211 89,746 91,072 
: Untinished gasoline stocks included are: *7,149,000 bbls., $8,455,000 bbls. 
U. S. Crude Oil Production GAS OIL AND DISTILLATE STOCKS (Dist. 5 Not Included) 
(MILLIONS OF BARRELS) 
(American Petroleum Institute fgures) 
WEEK ENDED 
Aug. 27 Aug. 20 
Barrels Barrels 
(Daily Average) 
ge New York-Penna 42,150 43,400 
] Florida —sedesaee 1,600 1,600 
20 ‘West Virginia 8,500 7,350 
56 Virginia Tr 100 100 
71 Ohio— Southeast ; 5,600 5,600 
9 Of Other ‘i 4,200 4,000 
99 Indiana 26,650 27,150 
26 Illi 186,300 181,050 
60) Ke y 22,900 22,700 
S1 M ur 39,100 39,100 
50 Nebraska 500 500 
3 Kar 256,300 265,350 
“s 378,300 ,400 
67 
- District 1 25,750 25,750 
61 D ct 2 112,000 112,000 
“ D ct 3 338,850 338,850 
6% D ct 4 177,600 177,600 
13 District 5 3 32,100 
“ E Texas : - 222,400 '@) : 
‘ Oo distrie 4 7 
24 District 7-B 57,600 JFMAMJJASOND 2 9 16 2330 6 82027 3 10 1724 
D t 7-C 42,300 JULY AUGUST SEPT. 
7 ) t 8 519,100 
m7 District 9 ... 137,300 . 
nt District 10.6.6... 94,200 GASOLINE STOCKS (Dist. 5 Not Included) 
37 eee eee te cecccese I 1,838,200 (MILLIONS OF BARRELS) 
Ve; ry uisiana 113,700 
_ t Louisiana 369,300 
! lisiana 483,000 
Ark 73,250 
™ Mis pi 98,550 
1b ere 1,150 
vow xico—Southeast 123,200 
v1 New xico—Other 350 
i 136,750 
M 25,150 
> 67,700 
a 1,500 
,800 
sd Ss 4,717,350 4,722,900 
F ide crude incl. 56,350 56,450 
. I laily production in barrels of lease 
a mixed with crude and moved in 
m a lines (not included in above crude 
ie trol tabulation) week ended August 27 
$5 3,900 Texas Gulf 15,500 
“¥ 4,800 Wyoming 700 
: a 13,000 California 2,800 
—— 2,050 
— nd. 9,000 Total U. S. 51,750 
0 enten Sit. Gecese ane Sin eek 2 9 16 2330 6 13 2027 3 OO I7 24 
- aed m. August 25. JULY AUGUST SEPT. 
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Pennsylvania Oil Other Than Lubes at Refineries Dealer and Service Station Prices for Regular-Grade 
(Compiled by National Petroleum Assn, from report of all region Gasoline in 90 Representative Cities’ 


refiners, Figures in bbls.) August | F 1949 
1949 1949 
June May —$—$—$——__—__—_—_—Cents per-Gallon _ 
Naphthas & Gasoline Dealer’s Indicated Gasoline Tax Service 
(1) Straight run, unblended and/or unleaded for Net Price Dealer (Ine. 1.5¢ Station 
de ik ot eG, i in os ,638 2,22: City State (Ex tax) Margin federaltax) (Ine. tax) 
(2) Naphtha and gasoline, for sale for blending 22 6.64 
or further refining or held at refinery for fur- 00 .50 
ther distillation, reforming, blending or lead- 50 .50 
ing .. bounece aa ee Ree we aa eG 10 5.50 
(3) Below 65 octane, not included in (1) or (2) 10 .50 
above it a eee ieee daha ikea a ce , 00 2,322 Providence, R. I. .... .10 90 5.50 
(4) 65 octane and above .. a ee ee 245,372 996 Hartford, Conn. ..... 4.40 90 5.50 
Salable naphthas other than motor fuel material eames. BF. .scvcce 4.80 00 5.50 
(does not include refinery process naphthas) ... 9, 25+ 9,032 Doe wee, BE. Be ccc .10 40 .50 
Kerosine eS: - earns id oa ae : 73,319 ee ee 3.70 60 50 
36/40 gas oil (include furnace oil) .......... 77,58 37,299 Philadelphia, Pa. ... .20 80 5.50 
Fuel Oil (not reported above) ....... ic - 36,497 ,152 VEE, Be. cccceses 3.80 70 5.50 
Oils held as cracking plant charging stocks .... 338, 3 239,069 Baltimore, Md. ...... 3.60 40 5.50 
Non viscous neutral ae Say a 7 5, 33,696 Washington, D. C. ... .00 .50 50 
Wax distillate .. : ; 7 we — : 3, OF 96,2°3 Charleston, W. Va. .40 20 50 
Crude Petroleum .. ay one : ; 738 29,977 Norfolk, Va. .40 5.10 50 
Wax (lbs.) .. Ran evr ane ar eR ee ay. 8,666,977 7,404,848 Charlotte, N. C. ... 00 -50 50 
Charleston, S. C. .90 .90 00 
Atingte, GO. .cccsces .60 40(a) 50 
Jacksonville, Fla. .90 60 50 
Birmingham, Ala 40 60 50 
Vicksburg, Miss. 90 10 50 
Memphis, Tenn SO 50 
Pennsylvania Lubricating Oils at Refineries a + 
Youngstown, Ohio 50 
(Compiled by National Petroleum Assn. from reports of companies re- South Bend, Ind 00 
fining Pennsylvania Grade crude oil, Figures in bbls. of 42 U. S. gals.) Chicago, Ill 4 
Detroit, Mich. 00 
Pro- In- Pro- In- Milwaukee, Wis 50 
duction ventory duction ventory Twin Cities, Minn ~~ 
1949 1949 1949 a XS = 
> ‘ ‘ uron, 8S - o 
came 7 Jane Bay ares Omaha, Neb. 50 
Raw Law residuum 15,555 22,155 15,434 Des Moines, fowa 50 
600 steam refined stock 247,660 239,635 235,270 222,24: St. Louis, Mo. 50 
Other steam refined stock .... 51,734 3,300 41,966 ‘ Wichita, Kan 50 
Finished dewaxed long Tulsa, Okla : 00 
siduum ‘se , : 10,274 5.720 11,014 Little Rock, Ark 
Bright stock “9 178,228 362,773 160,363 New Orleans, La 
Viscous neutral, below 180 vis Houston, Tex ; 
but not below 142 vis. @ 100 74,418 203,959 69,171 Alburquerque, N. Mex 
Viscous neutral, 180 vis a“ Denver, Colo » SO 
100 and above 102,257 289,308 84.097 3 Casper, Wyo. 5.70 
Butte, Mont 
Boise, Idaho 30 
Salt Lake City Utah 5.40 50 
Reno, Nev 16.80 5 7.00 
Phoenix, Ariz . 5.90 : 5.50 
. . San Francisco, Calif 10 § 3.00 
District 5 Demand Portland, Ore. . 70 ; 7.50 


Spokane, Wash ‘ 60 § 00 


i] 


Average United States 15.19 
Portland, Maine .... 14.10 
Manchester, N. H. .. 4.60 
Burlington, Vt. ...... .90 
Mostem, BAGS. .ccsss .10 


uw 


uw 


397 


n 


ARAM POA HOO 
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00 
50 


TONING em OI CIC CITGO OC 


eee eee ee ee 
1 be Ol de oe OT 
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03 


20 


Tie me OT 83 OH aad DOT 


— 
IDA. SE 
en en © 
ae 


50 
SU 


bm OI) O10 


1 Oe be 
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50 
5.50 
00 


ot 





7 


(Bureau of Mines Figures in thousands of bbls. daily) 
* Includes City Tax of 1c per gallon 
June May * Includes City Tax of 0.5c per gallon 
1949 1949 Includes County Tax of 1.5c per gallon 

Gasoline & Naphtha 389 361 (a) State tax increased one (lic) cent August 1, 194! 
Liquefied Petroleum Gases 16 16 (b) State tax increased one (1c) cent July 2, 1949 
Kerosine & Kerosine Distillates 10 4 
Lubricating Oils & Distillates 18 17 
Stove Oil & Diesel Oil , 86 85 
Fuel Oil 265 2IL6 
Asphalt & Road Oil . 41 32 


32 "3 Net Stocks of Pennsylvania Crude Oil 


(Compiled by National Petroleum Assn, Figures in bbls.) 








June 30 May 31 June 30 

1949 1949 1948 

j . At refineries 327,154 9 
Production of Natural Gasoline ——- 


Pipe line and tank farm 2,298,866 


(Bureau of Mines figures in gals., 000 omitted) Total 2,626,020 
1949 1949 
May April 





East Coast ‘ 
W. New York er 1 . . . 
W. Pennsylvania 792 847 Midwestern Lubricating 
West Virginia 14,017 14,120 i 
395 432 (Compiled by Western Petroleum Refiners Assn. from figures of l 
Illinois ..... 10,850 11,303 reporting companies; figures in bbls. of 42 gals.) 
Kentucky. 5,056 5,588 _ 
Michigan .. 333 326 JUNE 1949 
Kansas .. 8,116 8,839 ’ ; Steam 
Oklahoma 40,868 39,187 rotal Solvent Total Solvent Re- ded 
Texas: .. : 255,168 251.215 Bright Bright Viscous Viscous fined - 
Gulf... ; : st 38143 68.055 Stock Stock Neutrals Neutrals Stock Os 
East Texas 2 "399 25.782 Production: 193,068 85,315 375,465 235,106 : 
Panhandle ‘ , 2,129 50,925 Shipments 
Other .. ; 3,567 106,453 Domestic 191,679 101,381 367,940 211,391 
Arkansas 910 8,077 Export 12,007 8,074 2,074 1,684 
Louisiana 51,985 61,535 TOTAL . 203,686 109,455 370,014 213,075 
en «s 29,572 28.395 Inventory 
Inland . 32 413 33.140 June 30 547 254,863 695 587 527 94 
Mississippi a 3,977 4.131 Days Supply 64 sO 54 7 
New Mexico 5 11,972 
Colorado ‘ 
Montana : ° 715 654 
iia : . * * 
Wyoming . ‘ ‘ *5,154 *5,236 
California nes 95,729 94,583 


JUNE 1948 


Production: 266,957 104,780 501,596 267,279 
Shipments: 
Domestic . 253,518 106,333 436,863 194,159 
Export. . 24,494 1,404 2,199 11,960 
Total . ‘ 523,520 518,046 TOTAL . y ,012 107,737 449,062 206,119 
Daily average .... ‘ ; 16,888 17,268 Inventory 
June 30 .... 889 135,359 664,346 396,861 
* Colorado and Utah drip gasoline included with Wyoming Days Supply . 30 39 41 50 
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Statistics 


GASOLINE CONSUMPTION BY STATES IN MAY** 


Tax Rate? 


Month of. 





April, 1949 
Gallons 
18,114,000 
28,177,000 
310,443,000 
33,039,000 
38,206,000 

7,640,000 
15,396,000 
65,607,000 
57,230,000 
16,088,000 

185,757,000 
98,228,000 
88,170,000 
57,010,000 
43,732,000 
42,556,000 
e ‘ 15,639,000 
ind .. 40,308,000 
ichusetts - d 75,764,000 
gan ow ee ; 147,695,000 
72,467,000 
SSippl 36,518,000 
; ae on . 2 90,017,000 
iska . ° 4 37,093,000 
wee . 5,178,000 
Hampshire 8,743,000 
Jersey 98,849,000 
Mexico 16,434,000 
York 198,111,000 
Carolina 70,152,000 
Dakota 29,049,000 

, 169,866,000 
ma. 5% 52,910,000 
41,433,000 
173,061,000 
13,087,000 
34,770,000 
23,452,000 
54,863,000 
212,998,000 
14,734,000 

6,983,000 

61,354,000 
gz 51,325,000 

"irginia D 30,558,000 
nsin ‘ 75,624,000 
a 9,417,000 


May 
Cents 
a 
sas 
nia 
io 
ticut 
vare 


f Columbia 


wn 


Se Se ee 


KY 
ina 


Ch ee 


sen 
won 


yivania 
Island 
Carolina 
Dakota 


Total 47 States. 
ly Average 

ge from previous year 
Change : 
tage change in 

ly Average > o* 

i ) 43,527,000 

4 22,620,000 


3,073,845,000 
102,462,000 


These are 
Not available at time of publication. 
In general 
xable purpose 


State tax rates per gallon In addition there is the 


May 
May, 1948 "48-49 
Galions % Change 
17,656,000 17,266,000 + 0.23 
31,280,000 27,479,000 + 13.83 
311,553,000 321,180,000 3.01 
35,835,000 33,834,000 + 5.91 
39,942,000 37,653,000 6.08 
8,117,000 ,316,000 10.95 
15,482,000 169,000 9.27 
62,404,000 ,521,000 4.84 
57,855,000 ,585,000 + 5.99 
16,116,000 ,410,000 .58 
200,503,000 2,235,000 .02 
105,134,000 ,591,000 .73 
95,946,000 ,191,000 96 
,013,000 58,192,000 85 
,791,000 43,538,000 77 
. 253,000 39,193,000 70 
, 778,000 7,400,000 92 
,506,000 ,065,000 
,415,000 2,265,000 
,146,000 , 182,000 
,892,000 7,902,000 
5,607,000 33,470,000 
,634,000 ,095,000 
,968,000 35,943,000 
.712,000 5,537,000 
,282,000 9,626,000 
,005,000 93,564,000 
, 224,000 ,579,000 
2,533,000 ,065,000 
,913,000 ,091,000 
468,000 31,390,000 
3,826,000 2,115,000 
34,531,000 51,953,000 
. 747,000 39,504,000 
048,000 190,000 
3,252,000 2,552,000 
090,000 32,147,000 
28,254,000 24,958,000 
55,361,000 54,111,000 
252,789,000 229,650,000 
16,164,000 5,094,000 
,020,000 476,000 
58,020,000 57,731,000 
53,667,000 50,469,000 
31,220,000 30,339,000 
85,043,000 78,001,000 
10,028,000 10,040,000 


May, 1949 
Galions 


—_ 
WIS S 
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3,283,023,000 3,060,857,000 


105,904,000 98,737,000 


+ 7.26% : , 
41,053,000 
20,199,000 


these figures include all gasoline sold or consumed within the confines of the state 


Federal tax of One and one-half 


5 Months 
*48-"49 
% Change 
81 
99 
72 
00 
86 
30 
44 
18 


——5 Months Ending With—— 
May, 1949 May, 1948 
Gallons Gallons 


86,396,000 84,034,000 4 
136,985,000 121,240,000 + 
,506,195,000 1,438,351,000 
149,400,000 142,285,000 
177,430,000 166,036,000 

35, 166,000 31,882,000 

2,537,000 66,893,000 
,672,000 317,852,000 
,603,000 255,997,000 

2,904,000 52,176,000 

2,852,000 766,308,000 
959,000 9,661,000 
, 737,000 338,592,000 
3,392,000 243,069,000 

205,931,000 91,859,000 
, 743,000 72,515,000 
963,000 2,776,000 
.731,000 2,894,000 

3,866,000 322,593,000 
785,000 367,068,000 

3,965,000 : ,874,000 

31,065,000 39,764,000 
983,000 ; ,996,000 
462,000 51,882,000 

2,000 22,778,000 
,000 2,485,000 
000 412,143,000 
000 229,000 
000 3,852,000 

000 : ,648,000 
000 984,000 
000 57,385,000 
000 225,051,000 
000 210,000 
000 E 970,000 
000 g 001,000 
000 52,245,000 
000 188.000 
000 223.194.000 
000 7.934.000 
,000 35,436,000 
000 b 208.000 
000 256,505,000 
o00 795,000 
000 509,000 
000 327,825,000 


000 ,071,000 


~ 


DOO NH NADH DADOAVSe NN 





000 a 243,000 
000 7,916,000 


2,000 


189,435,000 


71,237,000 


cents (1'4c) per gallon 


regardless of whether it was for a 





NPA Completes Program 
For 47th Annual Meeting 





ATLANTIC CITY—National Pe- 
15,5 troleum Assn. will hold its 47th an- 
nual meeting here Sept. 14-16 at 
Hote! Traymore. Schedule of meet- 
ings will run as follows: 
WEDNESDAY, SEPT. 14 
of 13 
m.—General session, 
ient’s welcome W. aehrung 
of NPA 
Oil Industry's Public Relations’’ 
Reynolds, chairman, Oil Industry In- 
ended n Committee 
Dils Ascending Cost of Automobile Trans- 
13, 64 Its Implications to the Petroleum 
Alexander Fraser, president, Shell 
39, 140 Corp 
4,99 of trustees 
1d, 10 
042 THURSDAY, SEPT, 15 
..m.—Joint meeting, Department of 
cture and department of standards 
ts. Donald C. O’Hara, presiding. 
0.67 nt Dewaxing and Wax Manufacturing 
nnsylvania Grade Crude Oil’’—J. M. 
4.317 general superintendent, Pennzoil Co. 
1125 rch and Some of the Recent Develop- 
5 442 Specifications for Government Pur- 
f Petroleum Products’’—Open forum 
» 20 ted in by Maj. Edgar D. Whitley, 
board, petroleum committee; Maj 
Whitson, Army; Lt. Cmdr. Olive H 
EWS Lams 
September 7, 1949 


Landua, Navy; Charles R 
Patterson Air Force base 

10 a.m.—Department of traffic and trans- 
portation. Harry S. Elkins presiding 

‘‘Where Is Our Transportation Policy Lead- 
ing Us?’’—Dr. John H. Frederick, professor 
of transportation, University of Maryland 

‘Petroleum Transportation Problems 
and Future’’—Harry S Elkins, 
torney, NPA 

10 a.m.—Operating committee of 
brication Committee, D. P 

2 p.m.—General session. 

‘*‘Worldwide Lubricating Oil 
pacity and Its Relation to Demand’’—Paul 
Keyser, Jr., manager, lubricating department, 
Socony-Vacuum Oil Co., Inc. 

“The Government and Labor Relations’’ 
Charles M. Brooks, labor relations attorney, 
The Texas Co 

‘*Geographical 


Hudson, Wright- 


Past 
traffic at- 


API Lu- 
Clark presiding 


Production Ca- 


Pricing, the Basing 
Problem, and the Implications of the Detroit 
Jobber Case’’—Robert E Freer, recently a 
member of the Federal Trade Commission 


- 


7 p.m.—Annual banquet. 


Point 


Automatic Transmission 
Fluid to Be Sold by Sun 
Snerial to NPN 
PHILADELPHIA—Sun Oil Co. will 
begin marketing an automatic trans- 
mission fluid “Sunoco Transmatic,” 
through its dealers about Oct. 1. Fluid 
will be packaged in one-qt. and one- 
gal. containers. Fluid is factory ap- 


proved for use in Hydra-matic trans- 
mission of Oldsmobile, Pontiac and 
Cadillac, and Buick Dynaflow, ac- 
cording to the company. It is “also 
recommended” for Packard Ultramat- 
ic and Lincoln Hydra-matic. 

Sun will begin training of company 
sales personnel in mid-September and 
will set up dealer clinics after the 
company personne] have been trained. 


1938 Lubricant Coupler 
Patent Suit Dismissed 
Special to NPN 

ST. LOUIS—U. S. District Court 
at Fargo, N. Dak., has been directed 
by U. S. Court of Appeals at St. 
Louis to enter a judgment dismissing 
claim of Jiffy Lubricator Co. against 
Alemite Co., both of Fargo, that 
patents involving a lubricant coupler 
were infringed. 

Action of appellate court reverses 
judgment granted by lower court in 
June, 1948, after 10 years of litiga- 
tion. 
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UNDISPLAYED: “For Sale’’, ‘“‘Wanted to Buy’, “Help Wanted’, 
“Business Opportunities’’, Miscellaneous classifica- 
tions set in type this size without border—25 cents a word. Minimum 


charge, $6.25 per insertion. 





CLASSIFIED 


DISPLAYED: Advertisements set in special type or with border— 
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“Position Wanted’’—10 cents a word. Minimum charge §2 per inser'ion. 
Box number counts 3 words. Copy must reach us by Wednesday 
preceding date of issue. 


All classified advertisements are payable in advance. 


No agency commission or cash discounts on classified advertisements 





For Sale 


For Sale 





FOR SALE 
STEEL STORAGE TANKS 


3 — 8000-Galion, Tank Car 
Tanks, Coiled and Non- 
coiled 


10—10,000-Gallon, Tank Car 


Tanks, Coiled and Non- 
Coiled 


OTHER TANKS TOO! 


Also Complete Tank Cars! 


IRON & STEEL PRODUCTS 
INC. 
13456A S. Brainard Ave., 
Chicago 33, Hlinois 


“‘“ANYTHING containing IRON 
or STEEL 


ARE YOU PLANNING A 
SERVICE STATION OPENING? 


We have available a combination gift 
package consisting of a lovely soft 
towel and wash cloth combination in 
soft pastel shades—wrapped in cello- 
phane gift package—-<an ideal opening 
day gift and priced within your budget. 


Number 202 Towel Washcloth Combina- 
tion—-doz. $5.04 packed 72 


t= 
sets to Case 


Minimum 
order—2 Cs. 


Number 264 Three Washcloths' Cello- 
phane Pkg doz. $4.44 
packed 192 sets to Case 
Minimum order—1 Cs. 


Number 708 20” x 40” Bath Towel 
Loose— doz $6.50 packed 
25 doz. to Case—Minimum 
order-——1 Cs 
These low prices require our asking for 
your check or money order with order 
Mail your order to: 
GIFT ASSOCIATES 
BOX 356 
KANNAPOLIS, NORTH CAROLINA 
All shipments freight collect 

















STEEL DRUMS 


We can furnish you with bung 
type and full open head steel 
drums and pails suitable for 
lubricating oils, greases, fuel 
oils, etc. At any point. 
have your inquiries. 


Let us 


BUCKEYE COOPERAGE COMPANY 


3800 Orange Ave. Cleveland 15, Ohio 
Phone EXpress 3383 








STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000-Gal. Cap. 
Coiled and Non-Coiled 
Cleaned—Painted—tTested 
Heavier—Safer—Cheaper 
Other Tanks Too 
Also—Complete Tank Cars 
8,000 and 10,000-Gal. Cap. 
Your Inquiries Solicited 
NEWHALL-MARSHALL- 
WOOD, INC. 

30 Church Street 
New York 7, N. Y. 
Phone: COrtland 7-8090 


For Sale 


FOR SALE: Wholesale and retail oi] bu 
in lowa town of 35,000 population. Wi 
quire $25,000 capital. Reason for sale 
health. Address National Petroleum Ne 
Box 252. 





BUSINESS FOR SALE 


Blending and Bulk plant, 295,000 ga 
storage, 22 tanks, 12 equipped wit 
steam coils. Push button control, la 
est equipment. Well established bus 


ness over 40 years old. Located 
New Orleans area. 
BOX 251 








STORAGE TANKS FOR SALE 

All sizes to 5,000 bbls. capacity, from 
our Somerset, Texas, refinery. Also 
available are several tank car shells, 
electric pumping units, large air com- 
pressor, pipe, etc. Your inquiries are 
solicited. Descriptions and quotations 
available on request. 


PIONEER OIL & REFINING CO., 
Box 7128 Hackberry Station 


San Antonio 10, Texas 
Telephone Kenwood 7181 











Wanted to Buy 





WANTED—TANK TRUCKS 

Will buy a 1000 to 1500 gallon tar 
truck also 2500 to 3500 semi t 
trailer Late models with pumps ar 
meters desired. Good equipment at t 
right price Include photographs 
oifers 

G. D. THOMAS 

601 W. Broad St, 
Richmond, Va. 




















Position Wanted 


POSITION WANTED: Oilman wants a b as 
manager of an Independent Co or brane of 
Major Co thoroughly experienced in es 
credits, procurement, financing, merchandising 
of T.B.A. and distribution of fuel oils on de 
gree day system Good References BOX 2 
National Petroleum News 





‘Oil Progress Week’ Plans 
For Celebration Underway 


NPN News Bureau 
CLEVELAND—Plans for celebra- 
tion of “Oil Progress Week,” Oct 16 
to 22, is underway at state and local 
levels according to reports received 
from oil men in Ohio, Minnesota, 
Maryland and the Dakotas. 


At a meeting of Ohio Oil Industry 
Information Committees in Colum- 
bus, Ohio, Aug. 16 and 17, plans were 
formulated for holding parades, com- 
munity leader dinners, open house 
celebrations, employe meetings and 
showings of OIIC’s new film, “The 
Last Ten Feet.’ A large percentage 
of Independent marketers were pres- 
ent at the meeting. 


In Minnesota and the Dakotas, 
OIIC has been expanded from 32 to 
292 committee members under the di- 
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rection of District Chairman W. L. 
Holmgren, president of W. H. Bar- 
ber Co., Minneapolis. Each committee 
member represents a community and 
thus all towns with populations of 
1,000, and many with less, are served 
by an OIIC member insuring an even 
more effective “Oil Progress Week” 
this year than in 1948, according to 
Mr. Holmgren. 

In Maryland the local chapter of the 
Oil Heat Institute and OIIC are plan- 
ning a joint luncheon on Oct. 18 in 
Baltimore to celebrate “Oil Progress 
Day.” 


Safe-Driving Classes 
Conducted by Gulf Oil 


For the past month, Gulf Oil Co. 
has conducted safe-driving classes 
for more than 650 of its employes 
throughout Texas, Louisiana, Arkan- 


sas and Mississippi under the guid- 
ance of Safety Training Supervisor 
S. Ross Carr. Purpose of training 
is to teach drivers of Gulf vehicles 
the proper method of driving and to 
point ways and means of staying out 
of accident “‘traps’’. 

The one-day course, which usual- 
ly is attended by an average of 12 
persons daily, consists of lectures 
followed by an examination plus the 
use of psycho-physical screening 
tests designed to test vertical and 
lateral imbalance, depth perception, 
color awareness, glare acuity, le 
vision and foot reaction. 

Mr. Carr is being assisted in the 
Houston area by 17 Gulf employes 
who were sent to Texas A. & M. \ol- 
lege to take course as motor ve! le 
fleet supervisors. Gulf officials ! 
Houston did not know whether ‘fe 
driving classes would be put "to 
practice in other areas. 
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LP-Gas 








Sale of LP-Gas for Household and Commercial 


Use in 1948 Shows 28.1% Increase Over 1947 


Sales of LP-gas for household and 
commercial purposes (as distinguished 
from industrial and chemical uses) 
increased in 1948 28.1% over 1947, 
according to Bureau of Mines Mineral 
Market Report No. MMS-1760. Sales 
for all purposes increased 23.8% for 
the same period. 

The quantity sold for domestic and 
commercial uses is a little better than 
half the total LP-gas volume, but in 
1948 domestic and commercial sales 
alone exceeded the 1945 sales for 
all purposes, just three years prior. 

For the first time a breakdown of 
comparative volume by refining dis- 
tricts has been made available. By 
percentage of the total volume of 
LP-gas sales in 1948, the sales by 
districts follows: 

District 1: 16.6%. 

District 2: 28.8% 

District 3: 41%. 

District 4: L7%. 

District 5: 11.9%. 


Another sidelight on the LP-gas 
market is given in a study released 
by the Census Bureau on dwelling 
characteristics, showing the princi- 
pal fuel used for cooking in two 
classifications which are important 
to LP gas marketers: 


Rural 

Rural Farm Non-Farm 

Piped gas 3% 23.7% 

Tank gas . 16.2% 14.9% 

Electricity 12% 20.2% 

Wood 42.3% 11.6% 
Kerosine or 

gasoline 15.1% 15.2% 

Coal or coke 10.9% 12.2% 

Other AG 2% 


The principal target for LP-gas 
conversions are the wood and coal 
burning cook stoves which in the 
case of farm homes, comprise better 
than one-half of the total, and al- 
most one-fourth of the rural non- 
tarm mes. 


ICC Suspends LP-Gas Rail 
Rates to West, Midwest 
NPN News Bureau 
Railroad tariff 
schedi\les proposing to increase com- 
modit. rates on LP-gas, in carloads 
‘rom -outhwestern origins to des- 
unati in the West and Middle 


WASHINGTON 


West, where such rates are used 
-y fac'ors in constructing combina- 
Won re'es, have been suspended for 
‘Nvesti_ation until March 30, 1950, 
by Int: state Commerce Commission. 
Prot filed by Greater Muskegon 
Mich. Chamber of Commerce had 
Septem|or 7, 1949 


called ICC’s attention to what it de- 
scribed as “apparent incipient dis- 
ruption in existing rates and charges” 
on LP-Gas from southwestern points 
to Muskegon’s territory. It said, for 
example, that under protested tarriff 
the lowest applicable charges on ship- 
ments of LP-Gas from Fort Worth, 
Tex., to Muskegon would be $493.58 
as against present charges of $422.04, 
or 17% higher than those authorized 
in ICC’s general freight rate deci- 
sions. 


Plans Aim to Spread LPG 
Deliveries More Evenly 
NPN News Bureau 

TULSA—In order to eliminate the 
feast or famine extremes of supply 
and demand in the LP-gas industry, 
Universal Petroleum Co. has an- 
nounced and published a booklet on 
a procedure called ‘“‘Uniplan” to per- 
mit the distributor to deliver approx- 
imately the same quantity of fuel the 
year around. 

The plan is not presented as a 
panacea, but is submitted to the in- 
dustry in the belief that if generally 
accepted it would enable producers 
to increase their quotas of each dis- 
tributor by a minimum of 20% and 
in most cases approximately 40%. 

Under Uniplan, the consumer has 
storage for a 12-months supply of 
fuel and every domestic installation 
has a meter. By relieving the con- 
sumer of the responsibility of watch- 
ing his fuel supply and determining 
when the tank should be filled, the 
distributor can fill storage evenly 
over the year, and by eliminating pe- 
riods of peak demand, can cut his 
facilities for delivery two-thirds. 

Distributors are given a flat price 
for LP-gas which will not change 
during each calendar year, enabling 
them to advise customers how much 
they will have to pay for fuel dur- 
ing the entire year. The consumer 
pays for only the volume of gas 
used during each month. Self-ad- 
dressed cards are furnished with in- 
structions for reading the meter. 

In addition, Uniplan provides a 
blanket insurance policy for distrib- 
utors who can qualify, but each dis- 
tributor may provide his own insur- 
ance if he wishes. Credit facilities 
also are available, as well as tech- 
nical service, and Uniplan may be 
had on a franchised agreement plan. 

W. H. Clute is president of Uni- 
versal. 


Farm Use of LP-Gas 
In ‘49 Expected to 
Hit 600 Million Gals. 


NPN News Bureau 

WASHINGTON —Total farm con- 
sumption of all liquid petroleum fuels 
will likely approximate 8 billion gals. 
during 1949, of which more than 600 
million gals. will be LP-gas. 

This is the observation made by 
A. P. Brodell of Agriculture Depart- 
ment’s Economics Bureau in a pre- 
liminary report on a field survey re- 
cently conducted among LPG dealers 
and distributors in most states in the 
eastern half of the country. 

Mr. Brodell estimates that about 
one-fourth of our farmers today are 
using LPG in one or more ways and 
that most of the farm consumers in 
all parts of the country use it for 
cooking. In many states, he adds, 
reports indicate that it is more ex- 
tensively used for cooking than is 
electricity. 


Highlights of Report 


Following are several other high- 
lights in the Brodell report: 

1. The amount of LPG used per 
farm per year varies widely in dif- 
ferent areas of the country. In north- 
ern areas, where most of the gas is 
bought in cylinders and is used mainly 
for cooking, reports show an average 
of 90 to 125 gals. per farm user, as 
compared with average consumption 
per farm user of from 500 to 1000 
gals. in some areas of the Central 
and Southern Great Plains and the 
Southwest, where LPG is used exten- 
sively for heating homes. 

2. On a nationwide basis, in farm 
homes where LPG is used for cooking 
alone around 90 gals. will be con- 
sumed in a year. Cooking, heating 
water and operating a gas refriger- 
ator in an average farm home will 
require about 300 gals. per year. 

3. In areas where LPC is sold in 
bulk at relatively low prices, use for 
home heating is increasing rapidly. 
These areas include sections of the 
Central Plains and southern sections 
from the Mississippi Delta to the 
West Coast. 

4. In the Southwest, some bulk 
users are now paying less than 10c 
per gal. for LPG but in more north- 
ern areas, where farmers buy in 
replaceable cylinders, prices usually 
range from 30c to 50c per gal. 

Final LPG statistics will be includ- 
ed in Agriculture’s “Farm Consump- 
tion of Liquid Fuels and Lubricating 
Oils’ which is expected to be ready 
for distribution by early fall. 
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Today’s 
Oil News 


Today! 


7 
NEWS 
BUREAUS 


Platt’s OILGRAM News Ser- 
vice maintains 7 news-gathering 
bureaus strategically located in 
the nation’s key oil news areas: 


WASHINGTON, D.C. 
NEW YORK 
CLEVELAND 
CHICAGO 

TULSA 
HOUSTON 
LOS ANGELES 


More than 25 full-time oil- 
news reporters operate daily 
from these news bureaus, work- 
ing specifically assigned areas 
to gather facts for the oilman. 

The OILGRAM News Service 
subscriber depends on the daily, 
oil-news reports filed by these 
expert oil-news analysts. Daily 
news is vital to his business as 
it is to yours. 


SPECIAL OFFER 


The Editors of Platt’s OlL- 
GRAM News invite you to 
accept, at their expense, a 
TWO-WEEK TRIAL SUB- 
SCRIPTION to their OIL- 
GRAM service. 


Write foday and your FREE 
TRIAL SUBSCRIPTION will 
be entered immediately. 
Address your letter to 
Room 522 at the address 
below. 


























OILGRAM 








NEWS SERVICE 


| .e eee Sm ae ee oe ee ee ee oe oe 
SR Ae eS FE OAS a om mm?) 


A daily oil news reporting service 
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About 
Oil People 








Young Jobbers 


The oil jobbing business was the 
logical field for Ernest Maurin, Jr., 
33, to enter, considering that his 
father has been in the lubricating 
oil business for the past 25 years. 

Ernie was born and reared in 
Kansas City, Kans., where he was 
first introduced to the oil business 
during his summer vacations from 
high school. He worked in the of- 
fice and plant of the Mid-West Oil 
Co., a partnership owned and oper- 
ated by Ernest, Sr., and Julius Maur- 
in, brothers. 

In 1938 Ernie graduated from 
Notre Dame where he had majored 
in business administration. Upon his 
graduation he stuck with Mid-West 
Oil, gaining practical experience in 
office procedure, sales and shipping. 


Ernie and his father sold their 
interests in the Kansas City plant 
in 1941 and moved to Los Angeles to 
organize a new company. Because 
building materials, tin packages and 
oils were hard to get in 1941, Ernie 
went to work for the Douglas Air- 
craft Co. in Santa Monica and was 
employed there as a foreman of 
inspection until 1945. He rejoined 
his father’s company, the West Point 
Oil Co. in 1945 and is now sales 
manager. The company has distribu- 
tors in California, New Mexico, Ari- 
zona, Nevada, Utah, Idaho, Orejzon 
and Washington and some new out- 
lets in Mexico. Its plant packages 





Mr. Maurin, Jr. 


thousands of gallons of oil daily into 
drums, 5-gal., 2-gal. and l1-qt. cans. 

Ernie says the company has plans 
for addition of new distributors in 
principal cities of the West. To 
handle these they have recently pur- 
chased 10,000 sq. ft. of land for ex- 
pansion of packaging and shipping 
facilities. 

Ernie is a member of the Los 
Angeles Junior Chamber of Com- 
merce and the Notre Dame Alumni 
Club of Los Angeles. He and his 
wife, Toinette, have two children, 
Paul, 2 years and Sherri, 2 months. 





Magnolia’ Petroleum Co. has pro- 
moted William M. Buschhorn to the 
post of district manager, operations, 
for the Dallas marketing district. He 
joined the company in 1926 and has 
been a special representative in Dal- 
las since January. 

W. E. Coker was promoted to as- 
sistant district manager, operations, 
of the Amarillo marketing district. 
He has been with the company since 
1923 and was transferred to the 
Amarillo district as special represen- 
tative in January. 


All officers of Leonard Refineries 
were re-elected at the company’s an- 
nual meeting held at Alma, Mich., on 
Aug. 22. 


Officers are: A. W. Leonard, chair- 


man of the board; Reid Brazell, presi- 
dent, treasurer and general manager; 
L. R. Kamperman, vice president and 
general sales manager; John S. Pfarr, 
vice president, charge of manufac- 
turing and R. L. Anthony, secretary. 
All officers are directors of the com- 
pany. 


Clifford P. Gottwals, commercial 
salesman of San Jose district, was 
named “salesman of the month” for 
July in the San Francisco district. 
Mr. Gottwals has been with Shell 
since 1928. 

John W. (Jack) Eldridge, Jr., dealer 
salesman in the Pasadena district, 
won a similar award for the Los 
Angeles marketing division. Mr. Eld- 
ridge has been with Shell 13 years. 
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ABOUT OIL PEOPLE 








Shown above, left to right, are C. 
A. Swigart recently elected vice pres- 
ident of Trans-Arabian Pipe Line 
Co.; B. E. Hull, president, (seated 
behind a mounted section of 39-in. 
test pipe manufactured for Trans- 


Arabian by Consolidated Western 
Steel Corp.); and A. N. Horne, also a 
recently elected vice president. 

Mr. Swigart joined California 
Standard, Trans- Arabian’s parent 
company, in 1911. Since then he has 
supervised several different divisions 
of California Standard’s pipe lines 
and from 1938 to 1943 was superin- 
tendent of the Bakersfield refinery. 
Prior to his latest appointment he 
was in charge of Standard’s crude 
oil purchasing and pipe line opera- 
tions in California. 

Mr. Horne will assume the post of 
resident executive officer and gen- 
eral manager’ of the company’s con- 
struction project in the Middle East, 
a 300,000 b/d pipe line from the Per- 
sian Guif to the Mediterranean. Dur- 
ing the war he was vice president 
and general manager of War Emer- 
gency Pipe Lines, Inc., the builders 
and operators of the two “big inch” 
lines. In 1946 Mr. Horne was ap- 
pointed vice president and assistant 
general manager of the Texas-Em- 
pire Pipe Line Co., a post which he 
held until his election as vice presi- 
dent of Trans-Arabian Pipe Line Co. 


* * 


A new $1,000 precision scientific 
company award in petroleum chem- 
istry will be presented for the first 
time to Dr. Bruce H. Sage, professor 
of Chemical engineering in the Cali- 


September 7, 1949 


fornia. Institute of Technology, on 
Sept. 19 at the 116th national meet- 
ing of the American Chemical So- 
ciety in Atlantic City. Dr. Sage, 
whose 19-year petroleum research is 
credited with significantly enlarging 
the recoverable natural oil resources 
of the United States, is associate di- 
rector of engincering and head of the 
explosives department at the Naval 
Ordnance Test Station, Inyokern, 
Calif. 


* * * 


D. A. Shock was recently appointed 
senior research chemist in charge of 
the production chemistry group in 
Continental Oil Co.’s production lab- 
oratory. Mr. Shock comes to Con- 
tinental from the University of Tex- 
as where he was a member of the 
research staff in charge of corrosion 
research problems, including those 
sponsored by the Natural Gasoline 
Assn. of America. Before working 
at the university he was emp!oyed 
by International Minerals and Chem- 
icals Corp., Austin, Tex., and Dow 
Chemical Co., Midland, Mich. 


For setting a record of 1,097,586 man- 
hours of work without a disabling 
injury, the marketing department of 
Standard Oil Co. of Calif. has been 
presented with the American Petro- 
leum Institute accident prevention 
award. A certificate was presented 
to E. H. Solinsky, safety engineer of 
the marketing department, by T. S. 
Petersen, president of California 
Standard. Present at the ceremony 
were E. J. McClanahan and P. L. 
Fahrney, vice presidents. 


Today's 
Oil Prices 


Today! 





OIL 
PRICES 
ARE 
CHANGING 
RAPIDLY 


In just two months’ time, 
Platt’s OILGRAM Price Service 
reported 1086 price changes af- 
fecting more than 150 different 
petroleum products. 


This was an average of al- 
most 26 changes each day for 
a selected 42-day period; con- 
clusive proof that oil prices are 
fluid once again. 


If you buy and /or sell petro- 
leum products, Platt’s OILGRAM 
Price Service is a business neces- 
sity for you. Its accuracy, de- 
pendability, and authority will 
save you money . . . will make 
you money. 


Take advantage of the Spe- 
cial Offer below. 


SPECIAL OFFER 


The Editors of Platt’s Oll- 
GRAM Prices invite you to 
accept, at their expense, a 
ONE-WEEK TRIAL SUB- 
SCRIPTION to their OJL- 
GRAM service. 


Write today and your FREE 
TRIAL SUBSCRIPTION will 
be entered immediately. 
Address your letter to 
Room 522 at the address 
below. 

















OILGRAM 


PRICE SERVICE 
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A daily oil price reporting service 
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ABOUT OIL PEOPLE 








Deep Rock Oil Corp officials meet in Chicago with five jobber members of company’s franchise committee to form a new 
jobber agreement. In June, Deep Rock announced it was getting out of direct marketing operations at all but seven “focal 
points.” Shown here, left to right are: Contract Committee jobber delegate, F. A. Meyers, Grand Rapids, Minn.; Deep Rock 
northwest area sales manager, J. P. Ford, Minneapolis; Contract Committee jobber delegate, A. Keiser, Eau Claire, Wis.; Deep 
Rock Wisconsin area sales manager, W. J. Schroeder, Milwaukee: Deep Rock western area sales manager, A. L. Blooming- 
dale, Omaha; Deep Rock general sales manager and meeting moderator, T. B. Murphy, Chicago; Deep Rock administrative 
assistant, marketing division and secretary of meeting, L. P. Craig, Chicago; Contract Committee jobber delegate, W. H. 
Daniels, Pontiac, Ill; Deep Rock southwest area sales manager, C. E. Ragsdale, Tulsa; Deep Rock vice president, marketing 
division, B. L. Majewski. Chicago; Contract Committee jobber delegate, W. R. Wicks, Iowa City, Iowa; Contract Committee job- 
ber delegate, B. H. Mays, Cushing, Okla. Central sales area manager, R. J. Kelly, Chicago, was absent when picture was taken 


Max Ball, petroleum consultant and 
former director of the Oil and Gas 
Division of the Department of the In- 
terior, will be one of the speakers at 
a three-day observance of the 75th 
anniversary of the Colorado School 
of Mines to be held Sept. 29 and 30 
and Oct. 1. 


Socony-Vacuum has appointed 
Laurence B. Davis as manager of 
the supply and distribution division 





ningham, special representative trainer; 


of the foreign trade department. Mr. 
Davis has served as general manager 
of the gasoline and fuel oil depart- 
ment. 

* * * 

Harry A. Brown, superintendent 
of Frontier Refining Co.’s Cheyenne 
refinery, was recently appointed vice 
president in charge of manufactur- 
ing. Mr. Brown has been with the 
company for three years and pre- 
viously worked with Universal Oil 
Products Co., Chicago. 

¢ 


~~ ee 


Standard Oil of 
Indiana has been 
showing its deal- 
ers in Colorado 
a skit emphasizing 
the imporiance of 
good service. The 
cast shown above 
after rehearsal 
consists of, left to 
right, Paul Duddy, 
Atlas representa- 
tive; Al Fischer, 
special represent- 
ative; Bruce Cun- 


Charles Palmer, personnel department; 


and William Lloyd, assistant sales manager—consumer. The show required a truck- 
load of stage props and was put on at Denver, Greeley, Durango and Pueblo, Colo. 
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YOUR BRAND 
TRADE MARE 








Model “62” 
Low Pump 


faster service, © 





more sales wit 


Choose from these popular 
hose extension types: 


NATIONAL "62" LOW PUMP 


Nylon cable type hose extension. 


Serves cars up to 12 feet away. 


NATIONAL “64” LOW PUMP 


Semi-concealed hose extension. 


Serves cars up to 14 feet away. 


NATIONAL 66" LOW PUMP 


Reel type hose extension. Serves 


cars up to 13 feet away. 


NATIONAL PUMPS, Inc. 


General Offices CINCINNATI 23, OHIO 
Factory; 1600 Wabash St, Fort Wayne, Ind 
Pacific Coast Division Office: 1190 28th St., 
OAKLAND, CALIF 
Branch Office: 3605 East Olympic Bivd., 
LOS ANGELES 23, CALIF 


Export Office: 8 So. Michigan Ave., 
CHICAGO, ILL 


NATIONAL pumps 


The new National Low Pumps give you everything you want to 
keep the cash register ringing. 

Mechanically they incorporate advanced, proven features which 
insure accurate measurement, fast service, sure-acting hose re- 
traction, trouble-free operation under all conditions. From the 
compact pumping unit to the smooth working hose mechanism 
every operating unit is engineered for top efficiency and low 
maintenance cost. 

The extra large, curved glass display panels 
exclusive with Nationals, give your brand 
name the prominence that attracts sales. 
Nationals are outstanding in smart appear- 
ance. You'll find it’s good business to install 
Nationals for more sales, faster service. 








Send for descriptive bulletin, giving complete specifications. 


















































This 24-sheet highway poster will appear at hundreds of locations throughout the 26 states of Pure Oil land. 


Change-over 


/ 
WOW: 


. 





Big 3 x 5 banner for 
display at stations 


a The pumpkin design 
also appears on a 
station one-sheet 


Radio, too, will tie in. Commercials on 
the popular "Pure Oil News’Time” 
NBC network program will bear down 
hard on Bumper-to-Bumper Change- 








over Service 





The eyes light up in 
this eye-attracting 
® window display 




















EVERYTHIN 


TIES IN! 


. - «When it’s Bumper-to-Bumper* 
Service time at Pure Oil dealers 


Next month when the annual fall Bumper-to-Bumper 
Change-over drive starts at Pure Oil stations, motorists 
will be seeing bright orange pumpkins with ear muffs 
almost everywhere they look. It will be on highway 
posters, banners, one-sheets, window displays, folders 
and newspaper ads. 

Yes, everything ties in. Everything possible is done to 
link Pure Oil dealers’ stations with Pure Oil's advertis- 
ing on hundreds of highway posters and on the “Pure 
Oil News Time” radio program broadcast five nights a 
week over an NBC network. 

Tie-ins of this kind, used the year around, help Pure 
Oil dealers build a sound, steady business—one more 
reason why dealers, as well as motorists, like to “Be sure 
with Pure.” 


Be sure 


PAT. OFF. 











